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Sparks 


No Change 
The retail price food, housigg, 
clothing, fuel, hogse furnis 
and sundries rem 
in April compared 


Conference Board index. 
March was the first month since 
August, 1948, to register a rise. 
Based on 1939 as 100, the index 
stood at 161.3 for March and April. 


Houston topped all cities in the 
construction of postwar plants with 


| a total $110,000,000 since 1945. The 


' New York industrial area followed 


with $88,000,000, with Chicago and 
Pittsburgh tied for third spot with 


| $79,000,000. 


Detroit was fourth with nearly 
$77 million; Cleveland, close to $76 
million; Philadelphia-Camden, $56 
million; San Francisco - Oakland 
flirted with the $49 million mark, 
and St. Louis was over $41 million. 

+ +. * 


BULLETIN 


TUCKER INDICTED 


CHICAGO.—Federal grand jury 
indictments listing 31 counts were 
returned early Friday against 
Preston Tucker and seven associ- 
ates in the Tucker car deal. 

Maximum penalty if convicted 
could be 155 years in prison and 
fines of $60,000 each. 

In addition to Tucker, those 
mamed were: Fred Rockelman, 
Harold Karsten, Floyd D. Cerf, 
Robert Pierce, M. W. Dulian, Otis 
Radford and Cliff Knoble. Each 
faces 25 counts of using the mail 
te defraud, five counts of SEC 
violations and one count of con- 
spiracy. The indictments were re- 
turned before Judge John P. 
Barnes in the U.S. District Court. 
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’ Gets First Attention ... 


FTC Sets Auto Probe 


By William Ullman 
Washington Correspondent 
eee federal gov- 

ernment move to eliminate the 
auto finance pack will be launched 
this week, it was learned by AuTo- 
MOTIVE News, 

Today (June 13) the Federal 
Trade Commission is issuing a 
call for a trade practice confer- 
ence on the subject to be held 
Sept. 15 in Washington. 

FTC will draw up a set of rules 
as a result of this session and, 
after this is circulated, a final set 
of regulations will be decided upon 
at a second meeting to be called 
later. 

+. * = 

EW and used-car dealers, auto 

makers, financing organiza- 
tions, Better Business Bureaus and 
others interested will be asked to 
attend the Sept. 15 conference. 

While this conference will be 
limited to finance practices, it 
was learned that other auto trade 
practices may be taken up at 
future meetings called by FTC’s 
Trade Practice Conference sec- 
tion. 

Acting Chairman Lowell B. Ma- 
son of the FTC, who will preside 
at the Washington meeting, will 
speak on the subject of this gath- 
ering at a meeting of the Assn. of 
Better Business Bureaus to be held 
tomorrow at La Jolla, Calif., and 
he may possibly deal with it in 
other addresses to be delivered 
later. 

” os 7 

TCS RELEASE stated: 

“The Federal Trade Commis- 
sion will call trade practice con- 


In This Issue 
Page 


Registrations, Prices 
Used-Car Auctions .... 
Production by Makes 


Backshop Unions Reviving 
Drive on Dealerships 


By Mac Gordon 
Associate Editor 

[AbOR's long-delayed big push 
on automotive backshops may 

be rolling into high gear. 
Reports from coast to coast in- 
dicated last week that various un- 
ions in the field were planning to 


Top Cars 
New car registrations for three 
months, plus 31 states for April: 
1949 Pos. Make 1948 Pos. 
1—214,368 Ford 141,797— 2 
2—183,864 Chev. 213,892— 1 
8—114,386 Plym. 101,261— $3 
4— 96,056 Buick 716,064— 4 
5— 66,0381 Pontiac 71,287— 5 
6— 61,591 Olds. 53,704— 7 
7— 56,359 Dodge 66,761— 6 
8— 42,182 Stude. 40,761— 8 
9— 41,485 Mercury 29,581—12 
10— 40,998 Hudson 30,948—10 
ll— 33,956 Nash $4,118— 9 
12— 31,288 Chrysler 30,686—11 
13— 25,552 DeSoto 23,422—14 
14— 25,241 Packard 17,771—16 
15— 21,909 Cadillac 18,373—17 
16— 12,911 Kaiser 28,2738—138 
M— 11,724 Lincoln 4,647—20 
18— 6961 Frazer 18,875—15 
19— 6,704 Willys 8,275—18 
20— 3,826 Crosley 6,239—19 


intensify their organizing drives in 
the nation’s auto rows. 

The aspiring International 
Assn. of Machinists, an indepen- 
dent union which already claims 
100,000 auto repair workers, was 
said to have “quietly launched” 
a campaign designed to bring 
300,000 more of these employes 
into its fold. 

In Detroit, meanwhile, contract 
negotiations between Ford and the 
UAW entered their second week, 
with no word as yet on the official 
response of the company to the 
union’s demands for pensions, a 
social security program and a flat 
wage increase. 

* * + 

NDICATIONS were that Ford 

would reject the union’s eco- 
nomic demands, but would make 
a counter-proposal offering certain 
concessions in advance of the con- 
tract expiration date of July 15. 

It was disclosed that William C. 
Ford, 24-year-old director of the 
company, had been made a mem- 
ber of the management’s 16-man 
contract negotiating committee. 
Ford, youngest of the brothers, has 
been working in various depart- 
ments of the company since his 


ference proceedings to eliminate 
and prevent deceptive ‘packing’ 
practices in the sale, and in the 
financing, of automobiles purchased 
on the installment payment plan. 


“Automobile dealers, financing 
organizations, automobile manu- 
facturers and other interested 
groups concerned with the problem 
will be invited to participate in a 
trade practice conference in Wash- 
ington, Sept. 15, under the super- 
vision of Lowell B. Mason, acting 
chairman of the commission. 

“Acting on its own motion, the 
commission authorized the con- 
ference proceedings after com- 

plaints from members of Con- 

gress, Better Business Bureaus 
and automobile purchasers indi- 
cated the ‘packing’ of sale and 
installment contracts whereby 
fictitious amounts or overcharges 
are deceptively concealed from 


Output Recovers, 
Heads for New 
12-Year Mark 


By Bernie Thomas 
Associate Editor 
ARRING LABOR disturbances, 
U. S. plants this week will build 
more passenger cars than in any 
other week since 1937. 

Schedules at nearly every plant 
in the nation have been geared 
to attain postwar high output 
through the rest of June and July 
and as long thereafter as market 
indications warrant. 

Last week, with Ford car assem- 
bly at only about 60 percent of pre- 
strike level, U. S. output bounded 
back to 106,073 cars and 21,025 
trucks—a total of 127,098 vehicles, 
according to Automotive News esti- 
mates. 

The previous week’s holiday per- 
formance, on revision, included 76,- 
566 cars and 15,060 trucks—a total 
of 91,626. Ford in that four-day 
week was just resuming operations 
following the strike. 

* * 7 


AST week found General Motors 

schedules holding at postwar 
peaks, while Chrysler divisions 
were achieving new highs and giv- 
ing indications of rising even 
higher. 

In addition, progressive produc- 
tion hikes were under way at Hud- 
son, Nash, Packard, Studebaker 
and Willys. 

Soaring over the 2,500,000 total 
almost a full month ahead of 


1948 pace, the past week’s vehicle 
(Continued on Page 66, Col, 1) 
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the purchaser, a practice said to 
prevail on a national scale. 

“Wrongful aspects of the prac- 
tice relate to the deceptive means 
by which the ‘pack’ is accomplished 
through the concealment of facts 
from the buyer. 

“It appears that the most effec- 
tive means of eliminating con- 
cealed overcharges is the estab- 
lishment of trade practice rules 
requiring that prospective car buy- 
ers, before they enter into an auto- 
mobile purchase contract, be given 
an itemized breakdown of all 
items making up the total of the 
amount to be paid by the buyer 
under the contract, and the listing 
separately of finance and insur- 
ance charges. 

“Thus the purchaser will know 
in advance the amount to be paid 
for each item for which a charge 
is made. 

* + . 

“TT IS CLAIMED that the con- 

cealment of the nature, size 
and extent of the overcharge in 
the monthly payments, by lumping 
finance charges and insurance, or 
otherwise, in the contract consti- 
tutes a concealment of a material 
fact. 

“Many dealers in several cities 
have realized the importance of 
adequately informing the purchas- 
er so that there will be full dis- 
closure of all the material facts 
to the buyer. 

“In a number of large cities the 
automobile dealers have endorsed 
the program of revealing all the 
items making up the contract cost 
and have agreed in the interest 
of discouraging unfair practices to 
make available to the automobile 
buyer information to which he is 
clearly entitled. 

“The Sept. 15 conference will 
afford all segments of the in- 


dustry concerned an opportunity 
(See FTC, Page 65, Col. 2) 


Production 
Automotive News Estimates 
U. S. Cars, 'Trucks 

127,098 
104,751 


01,626 ’ 


Last Prev, 1948 
Week Week 
For complete production totals 


by makes, see table, page 66. 


$8 Per Year, 25c Per Copy 


1949 Price Trend 
Of Used Cars 





(Based on overall averages computed 
by Automotive News.) 
+ * + 


Car Sales in June 
May Establish 


Postwar Peak 


By Bob Gordon 
Associate Editor 

LTHOUGH new-car sales got 
+% off to a comparatively slow 
start in the first week of June due 
to the Ford strike, sales-wise in- 
dustry observers saw no sign that 
the market is leveling off as yet. 

On the contrary, there is strong 
belief that this month will see 
the nation’s new-car dealers sell 
more vehicles than they have 
since 1941, when monthly regis- 
trations four times exceeded the 
400,000 mark. 

Return of Ford and Lincoln-Mer- 
cury dealers to the selling scene, 
plus record production quotas by 
other makers, is being counted 
upon to make June the top sales 
month of the postwar era. 

The absence of Ford-built ve- 
hicles was reflected in early June 
reports from Cleveland and De- 
troit. Cleveland new-car sales to- 
taled 1,065 for the week ended June 
8, down from previous weeks but 
still 44 percent over the May (1948) 


average. 
. * * 


N DETROIT, new-car sales num- 

bered 1,198 for the first three 
days of the month. The figure was 
a decline of about 200 cars a day 
from the May average but was 
still above the June (1948) level. 

Meantime, scattered reports on 
new-car sales during May indicate 

(Continued on Page 62, Col, 3) 
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COMPETITORS IN ONE ROOM—Michigan Automobile Dealers Assn. played host to top factory executives at a luncheon session of its 
recent convention in Detroit. Speaker's table dignitaries were (seated, left to right): George H. Pratt, Hudson sales vice-president; Paul 
R. Davis, Studebaker general sales manager; Mayor Eugene T. Van Antwerp of Detroit; Laverne Marshall (Nash), Flint, former MADA presi- 
dent; J. R. Davis, Ford sales vice-president; James A. Mason Wedge). Ferndale, NADA treasurer and MADA convention chairman; James 
Watson, Nash assistant sales manager. Standing (left to right): M. Robert Deo, NADA general counsel: Herman L. Weckler, Chrysler 
Corp.'s general manager; Austin T. Grant, secretary of the Michigan Inter-Industry Highway ager, Foundation; the Rev. Joseph T. Mayne, 
who delivered the invocation; Dave Barnett, president of Detroit Auto Dealers Assn.; George F. Ziesmer, NADA president; W. F. Huf- 
stader, General Motors distribution vice-president; W. J. Collier, Packard's Detroit zone manager; Howard B. Moore, general manager of 
Federation of Automobile Dealers Assns. of Canada, and Walter de Martini, Kaiser-Frazer sales director. (See other photos, page 65). 


graduation from Yale in January. 
The three-member panel desig- 
nated to arbitrate the Ford 
speedup dispute planned to com- 
mence hearings, under the chair- 
manship of Dr. Harry Shulman, 
(Continued on Page 63, Col. 1) 


21— 1,975 Anglia-Pref. 

22— 61 Austin 2,188—21 
Total All Makes 
1,101,916 1,014,366 
For further details see page 

26, today’s issue. 
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OUR PLATFORM: |. 
and dealers in motor vehicles, parts and accessories. 
M the dealer on every used vehicie accepted in partial payment for a new 
A car or truck. 4 3, Every doliar of gasoline tax collected by state or federal 
governments applied to the building and maintenance of highways. 4 4. The 
elimination of governmental and bureaucratic controls over this industry. 
§ 5. A return to the precepts of independence and the rewards of applied 
energy and ability, which made America and gave more of her citizens 

more of the better things of life than anywhere else in the world. 


As Bad as You Let It 


| Seyeremverlal analyses of business conditions indicate that 
curtailment of expenditures by business itself, rather 
than the public, accounts for the biggest decline. 


No doubt it is wise for businessmen to be cautious in 
changing times. There is, however, a danger of being too 
cautious. 


Dealers would be silly to blithely add to their overhead 
without thought to the future. However, a dealer can’t sell 
unless he buys. A dealer can’t get service business unless 
he has the tools with which to do the job. Nor can a dealer 
sell new cars unless he buys used cars. 


Dealers who look for calamity hard enough are pretty 
sure to find it. 


The same applies to the auto factories and suppliers as 
well. 


On different occasions recently, we were talking with two 
dealers handling the same make of car in the same general 
trading area. 

Both of the dealers decided last winter that January and 
February were going to be tough months. One of them 
stopped at that, and let those two months be bad. He sat 
it out, and lost money. 


The other dealer went a step farther. He decided it was 
going to be a bad period—unless he worked hard to soften 
the blow. He found that the business was there for dealers 
who spent time, effort and money looking for it. 


He stepped into spring in good shape with a hard-hitting 
organization. 


Management Will Count 


GeeMe to us that the recent request of the Missouri deal- 
ers that NADA set up a business management depart- 
ment to tabulate dealer financial statements and offer 
counsel has a good deal of merit. 


Certainly dealers could get a better idea of their own 
business by comparing their figures with the average of 
others. 


In the days to come, cost control is going to play an 
important role in the auto business. The more information 
dealers have on business management the better off they 
will be, if they use the information properly. 





Fair and equitable contracts between manufacturers 
§ 2. A fair profit to 
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IF THE MEMBERS of my class 
will kindly come to order and take 
the gum out of their mouths, we 
will take up the study of elemen- 
tary economics where we left off 


PE 


yr 
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@521009. 


TION OF THESE 
PULA vt US A 


several columns 
LITTLE ago. The fact is, 
LESSONS IN of course, that 
ECONOMICS there have been 
many changes in 
the picture, both at home and 
abroad, which we should review. 
The class will have to be very 
orderly and quiet if Teacher is to 
discuss government spending, tax- 
ation and the other subjects which 
are quite apt to bring on him a 
case of hypertension, or what is 
more commonly known as “getting 
hot under the collar!” 
+ * * 


I SEE BY THE papers, for ex- 
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ample, that the federal govern- 

ment, which collected taxes from LEAD OUVTA MY PANTS, 

all sources amounting to nearly $19 \ ane GO To WORK a 
billion in the first five months of aks Si don F I 


1948, reports that in the same pe- 
riod this year less than $15% bil- 
lion has been rung up on the cash 
register. Now this shrinkage in col- 
lections comes from a number of 
sources, not the least of which is 
a general slow-down in business 
and lower earnings of individuals 
who, under the community law, are 
now taxed less heavily than a year 
ago. For example, the total with- 
held on wages in the first five 
months of 1949 was $900,000,000 less 
than in the same period last year, 
or about 5 percent less, and gov- 
ernment experts say this percent- 
age is quite apt to increase as the 
year goes on, Then, if we turn to 
the excise taxes on the so-called 
“luxury” items, which include jew- 
elry, furs, leather goods, amuse- 
ments and travel, we find a drop 
of 2.6 percent. But all of which 
adds up in just five months to more 
than $90,000,000. 


* * * 


NOW NATURALLY you would 
assume that our board of direc- 
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tors (as represented by Congress) re 
in this gigantic corporation in 

which we are all _ stockholders Lit 
— be -_ conscious of this 9 ° 9 the 
condition. You would think that ‘B S bb 

because these figures are placed etter n 0 Ine Se ee et ae 

on — a = morning, just This is en open forum for the Giscussion tt eay gubsest -* intovent to our 

as e nancial report of your readers, your letters are welcomed. ° attention ven unsigned a 
business is brought to you, they Sok We pau te Cetaak” Abies Utne, Autemative Vewe, Pots: 2h, Ei 

would be looking for ways and 

means to adjust expenditures ‘ 

Saetdienth én a Ay “0 ring off | Small Dealers ja fleet of them in the 1930s. They 

in receipts. But, at last reports,| I wish to thank you very, very coll — 4 Lage ne = areas 

the number of persons on the fed-| much for your article in AuTomo- or oe 7 h a ¥“ a a 
eral payrolls was still increasing | t1ve News June 6. 19004 Rolls-Re, ce pod ee alae | for 

and every new law enacted seems} I am sure this will do we small $250 last aaicanas at Greenberg’s 

to set up new bureaus with new/ dealers more good than all the sob- junk yard. It was very well pode 

powers to spend more millions.| bing they do to factory representa-|\yerted. — Haypen SHEPLEY Apple 
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* * * 


UP TO NOW, Teacher, being 
more or less of an eternal optimist, 
has discounted all of the signs and 
portents the pessimists have been 
pointing out which seemed to in- 
dicate a slight squall in the offing. 
Right now, however, he is frank 
to admit that he does not like the 
way Wall Street has been acting 
in the past week or so. Among the 
early business facts of life he 
learned was that the stock market 
is a pretty reliable barometer. 
Now, you know of course that the 
difference between a barometer and 
a thermometer is that the ther- 
mometer tells you how hot or cold 
it is right now (which you know 
anyway), but the barometer tells 
you what to expect in the near 
future. For homework, I suggest 
the class review their own cur- 
rent financial statements alongside 
of current market reports. Class 
dismissed!—G.M.S. 


1949 Almanac 
Weighed 37.1 Tons 


The 1949 Almanac, mailed with the 
dune 6 issue, weighed 74,200 pounds, or 


37.1 tons, It required 21 additional 
mailers and 1,068 mail sacks. We hope 
your copy arrived on time and in good 
order, because we put forth every effort 
to assure the kind of service you have 
. to expect of AUTOMOTIVE 





dated June 6. 
I feel this will do much good 


for the small dealers. --— INDIANA 
DBALER. 

+ 7 + 
Rolls-Royce Trucks 


Here comes at least one letter to 
decry the “only Rolls-Royce truck 
in existence” story appearing in 
your May 30 issue (page 2). 

Enclosed is a photo of a similar 
conversion taken in this city not 
long ago. Also, the J. S. Inskip 





Miami’s Entry 


Co., Rolls-Royce agent of New 
York City, uses a third counterpart 
of the above-mentioned two cars 
as a service truck. 

There must be, unfortunately, 
many such Rolls-Royces suffering 
equal indignities due to their rug- 
gedness, power, and inherent last- 
ing qualities. — Rosert B. Gecen, 
sales manager (and Rolls enthusi- 
ast!), Waco Motors (MG), Miami, 
Fla. 

on * * 

I know of several Rolls-Royce 

trucks. A Los Angeles florist had 


As usual, the AvuTomorive News 
Atmanac for 1949 rings the bell 
with a loud, authoritative tone. 

It reflects high praise on you 
and is a credit to America's top 
industry. 

Incidentally, it is most helpful in 
answering scores of questions that 
come to our Information Depart- 
ment.— ALFRED Reeves, advisory 
vice-president, AMA, New York. 

+ * * 

The Avuromotive News ALMANAC 
for 1949 is an indispensable refer- 
ence. As usual, you have done a 
grand job with it—Wittuam H 
McGavuHey, Automobile Manufac- 
turers Assn., Detroit. 


~ Coming Events 


JUNE 
dune 24-25—French Lick, 
convention and exposition 





Ind, 
of 


Annua! 

Indiana 
Auto Dealers Assn. 

June 28-29— — Groton, Conn, (Hotel Gris 
wold), Summer convention of Connecti 
cut Automotive Trades Assn. 


JULY 

duly 17-19—Mackinac Island, Mich, (Grand 
hotel). Midsummer meeting, Automotive 
Trade Assn. Managers. 

AUGUST 

Aug. 15-17—Portland, Ore. (Multnomah ho 
tel). SAE West Coast meeting. 

Aug. 28-30—French Lick, Ind, Annual con- 
vention of Kentucky Automobile Dealers 
Assn. 

SEPTEMBER 

Sept. 7-10 — Detroit (Book-Cadillac hote) 
and Masonic Temple). Third annual con- 
vention, National Used Car Dealers Assn. 

Sept. 11-12—Myrtle Beach, 8, ©, (Ocean 
Forest hotel). South Carolina Auto Deal- 
ers Assn. convention, 
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Another WSOSHADE Triumph 
IN DESIGN, BEAUTY AND PERFORMANCE 


Here is the last word in sleek, trim 1949 design! 


ce Av \ 


It’s smooth flowing lines complete the picture of beauty for 
every car — enhance every body style. Smartly chromed to 
the peak of good taste. 


ww 


Keeps windshield free from snow, ice, rain, sleet — reduces 
road glare and provides shady comfort the year ’round. 


Little wonder that the new “49er” is acclaimed the visor of 
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Air Flow Design 

Assures smooth balance of air 
pressures and vacuums — cuts 
speed wind pressures 


Easy To Install 


No holes to drill — less than 5 
minutes to attach. 
rain gutter — no vibration or 
All fittings chrome 
plated. Chrome center strip. 








CONTACT YOUR JOBBER TODAY! 
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CUSTOM - BUILT 





o the Visor Line 
ltr 49 : 


SUGGESTED LIST: $28.00 Fr Om E Vv < 


cars. 


- Beautiful Chrome Triple 


Plated Metal Lead Edge te or ‘49 


Strengthens visor — eliminates 
all vibration and fluttering. 


Strongest visor on the market. Special volume dis- 


Special Note: display racks are available to you from counts available. Con- 


your jobber at no charge! Act today! 


tact your Jobber or 
write direct TODAY! 


Model ‘‘A’’ Deluxe 


VIS*O-SiAVNF 


All Metal Construction —A Masterpiece in Design Simplicity! 


Over 100,000 sold last year! Proved the country over! 
Blends with every body style—enhances every car, old or 
new. Air Flow Design cuts high speed wind pressures 
without vibration or sideplay. Clamps easily to rain-gutter 
—no holes to drill. Chrome plated fittings—plus Chrome 
center strip. Contact your Jobber, today! 


We os aoe chipoiee Ford, Sedee, Mey 
® outh, DeSoto an evrolet Grille Guards 
List: $23.95 (East of Rocky Mts.) for 1949 cars. Other models will follow. 





Each visor is Custom-Built for specific car 
make. Special fittings for each car eliminate 
use of ill-adapted universal fittings. 

Specially equipped with Windshield Rein- 
forcement Bar for all 1949 General Motors 
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After Bill Goes Thro civ} 


Auto Industry to Get 
Big Military Order 


WASHINGTON.—As soon as the 
Senate approves the necessary leg- 
islation, the auto industry will be- 
gin work on the biggest peacetime 
military order in its history-—$125,- 


000,000 worth of cars, trucks and 
spare parts, it was learned last 
week. 

The bulk of the intended pur- 
chases are said to be earmarked 
for Chevrolet, Dodge, Ford and 
Willys-Overland. 

An appropriation bill already 
passed by the House and appar- 

ently facing only slight revision in 
the Senate will provide the money 
for the nation’s armed forces to 
buy about 17,500 motor vehicles 
during the fiscal year beginning 
July 1. 

Army officials claim replacement 
of military vehicles now in service 
is necessary because the average 
age of such vehicles is six years. 


The vehicles planned for pur- 
chase are to cost the government 
approximately $83,000,000, more 
than double the amount spent by 
the military for such purposes in 
the past year. In addition, the 
services will spend $42,485,000 for 
spare parts to maintain those ve- 
hicles capable of further service. 


More than 50 percent of the 
spare parts will be provided by 


Willys Intends 
To Strengthen 
Sales Forces 


TOLEDO.—Howard O. Lund; gen- 
eral sales manager of Willys-Over- 
land Motors, announces plans for 
expansion of the field and home 
sales departments to provide maxi- 
mum assistance to the company’s 
2,500 distributors and dealers. 


Lund reports that sales during 
the 10-day period just ended showed 
a 25 percent gain over the highest 
previous 10-day period this year. 

According to the expansion plan, 
several new posts will be added to 
the general sales department. The 
company will appoint a used-car 
manager, a farm sales director and 
a sales organization manager to its 
home office staff, and increase the 
number of field representatives. 

Lund declares that Willys-Over- 
land will boost production of its 
four and six-cylinder Jeep station 
wagon models to meet the demand 
of the company’s distributors and 
dealers. 


Kneebone to Talk 
At Conn. Parley 


GROTON, Conn. — Robert W. 
Kneebone, NADA managing direc- 
tor, is scheduled to address the 
1949 convention of the Connecticut 
Automotive Trades Assn. here June 
28-29 at the Hotel Griswold. 

Other speakers listed for the par- 
ley are: John W. Stokes, automo- 
bile dealer tax consultant; Tom 
Collins, public relations man from 
Kansas City; Cornelius Mulvihill, 
Connecticut commissioner of motor 
vehicles, and Neal G. Adair, editor 
of Motor magazine. 


FOR ENGLISH LINES IN N. 
handling Rolls-Royce, M. 
























Y.—This is the east side salesroom of J. S. 
G., Morris and Riley. 


Chevrolet, Dodge, Ford and Wil- 

lys. Parts orders of $11,642,000 

will go to Chevrolet, $7,055,000 to 

Ford and Willys and $5,413,000 to 
Dodge. 

In Toledo, Delmar G. Roos, first 
vice-president of Willys, revealed 
that his firm’s total order involved 
more than $12,000,000, including 
Jeeps of a new type. 

Roos said new vehicles have been 
designed to: 

1, Ford streams at depths com- 
pletely submerging the vehicles. 


2. Perform under extremely low 
and high temperature conditions. 


Dodge, reportedly, will build 
about 4,000 three-quarter ton, 
four-by-four trucks for the Army. 
The Army will also spend a huge 
sum of money for an improved 
version of a 2%-ton truck which 
proved its versatility in World 
War Ii. 

Each of the heavier trucks, it is 
said, complete with spare parts 
for a year will cost $6,300. The 
total bill for 6,705 units of this 
type will be $42,241,000. 

Other vehicles slated to be pur- 
chased are: 

1, 48 ambulances at $4,000 each. 

2. 36 deluxe sedans at $1,375 each. 

3. 589 five-ton trucks at $19,000 
each. 

4. 2,663 three-quarter-ton trucks 
at $4,300 each. 

5. 1,228 light sedans at $1,300 
each. 

6. 6,320 Jeeps at $2,500 each. 

Although the military appropria- 
tion bill was still in a Senate com- 
mittee last week, it was expected 
that the armed forces would get 
all the money requested for ve- 
hicles and parts. That is, with the 
possible exception that the Senate 
might line up with the House in 
objecting to certain extras on 
Jeeps. 

It was argued in the House 
that elimination of some extras 
on the quarter-ton vehicles could 
result in the saving of several 
millions of dollars. 

The cost of all the vehicles in- 
cludes spare parts for one year 
and compensates for the expense 
entailed in auto plants of special 
tooling for production of the mili- 
tary items. 

Although the House passed the 
measure providing for the armed 
forces’ purchases, Rep. Engel of 
Michigan protested vehemently 
that the Army was paying twice 
as much for a military Jeep as 
the cost of the same civilian ve- 
hicle. 

Engel said the delivered price 
of a Jeep for civilian use was $1,- 
176.86, adding that the Army was 
paying $823 for “fancy gadgets and 
$500 for a year’s supply of parts.” 

Engel said the extras included 
a heavier frame at $100, a water- 
proofing process and a special 
electrical system at $275, a dif- 
ferent axle ratio for $35, shock 
absorbers at $15, rear bumper- 
ettes at $10 and a special gas 
tank, $6. 

Declared’ Engel: 

“Tf a standard Jeep is good 
enough for civilians to ride in, I 
don’t see why it won't meet most 
of the needs of the Army.” 





Inskip, Inc., 


Mee? 


Swing Through West. . . 








their Pacific Coast tour to survey buying conditions are (left to right): 
eral Motor's styling vice-president; D. 
H. J. Klingler, 
tiac, and E. J. 





IN SAN FRANCISCO—Harry J. Klingler shakes hands with T. A. White 
cisco zone manager, on the former's arrival. Center (left to right) are E. J. 
regional manager for the West; Harley Earl and L. W. Ward. Klingler, Ward an 
later addressed a gathering of northern California dealers. They foun 
stood third in California among all the auto manufacturing companies. 


Klingler Expresses Hope 
For 2,250 a Day Soon 


SAN FRANCISCO. — The hope 
that Pontiac would reach its maxi- 
mum capacity of 2,250 cars a day 
in a short time to meet the demand 
growing out of its still large back- 
log of orders was expressed here 
last week by Harry J. Klingler, 
general manager. 

“Pontiac is limited in its sales 
only by its ability to produce,” 
he told a press conference. After 
completing a survey of the West- 
ern market, he found “much 
gratification in the results.” 

Present Pontiac output is be- 
tween 1,400 and 1,500 cars daily, 
and all are moving into the hands 
of consumers as fast as they are 
turned out, the official declared. He 
indicated that as far as Pontiac is 
concerned there is no problem of 
accumulating field stocks. 

The survey showed, he said, not 
a softening of demand as some 
reports had indicated, but “a virile, 
healthy consumer situation.” Espe- 
cially so was this true of Pontiac, 
Klingler added, pointing out that 
in May Pontiac sales ranked third 
in California among all makes. 

As a result of his findings, Klin- 
gler said he was encouraging the 
South Gate (Calif.) plant to con- 
tinue to press for higher produc- 
tion to meet the heavy demand in 
the Western area—the territory 
served by the California assembly 
factory. 

Klingler was accompanied from | 
the Detroit headquarters by L. W. 


VeeJack Cuts 
Price to $9.95 


WICHITA, Kans.—A price re- 
duction to a retail list price of 
$9.95 has just been announced on 
VeeJack, a portable, safety-type 
passenger car jack. The former 
price was $12.95. 

Heavy demand for VeeJack and 
improved production processes 
make the price reduction possible, 
according to its manufacturer, 
Carnahan & Henry, Inc., Wichita, 
Kans. Dealer and jobber profit 
margins are being maintained on 
the same percentage basis as be- 
fore. 


left), San Fran- 

Chapman, 
Earl 
Pontiac's May sales 


Ward, general sales manager, and 
Harley Earl, styling vice-president. 

Klingler and Ward addressed a 
meeting of northern California 
dealers, presided over and arranged 
by E. J. Chapman, regional man- 
ager for the West, and by T. A. 
White, San Francisco zone man- 
ager. 

Klingler said he could not sym- 
pathize with persons he termed 
“cry-babies” in their contention the 
automobile industry was headed for 
difficult times, 

The industry, he declared, “never 
was better off. Production and 
sales in 1949 will likely range be- 
tween 4,500,000 and 5,000,000 pas- 
senger cars, a volume commensur- 
ate with the record year of 1929.” 


Concerning prices, the Pontiac 
chief was not so optimistic. He 
noted that aute prices are related 
directly to costs. And costs, made 
up largely of wages through the 
various processes of refinement, 
from the rough to the finished 
product, are not coming down 
enough to warrant large-scale re- 
ductions, he said. 


Klingler pointed out Pontiac, 
along with other GM divisions, had 
just reduced prices a second time. 
Although acknowledging that the 
price cuts were not very great, he 
emphasized they were steps in the 
right direction. 

Earl discussed the present trend 
of motor car designs. He said that 
he thought the GM lines were fairly 
well secure for the next year or so 
and indicated that his department 
|now is working on 1951 models. 








Barglof Motor Moves 


Barglof Motor Co. (Chrysler), 
Tracy, Minn., has moved into its | 


an 18-by-33-foot showroom and Crystal City, Mo. Watching 


new lighting effects. 










PONTIAC CHIEFS ARRIVE ON WEST COAST—Greeted at Los Angeles as they began 
Harley Earl, Gen- 
M. House, Los Angeles zone manager for Pontiac; 
eneral manager of Pontiac; L. W. Ward, general sales manager for Pon- 
hapman, new assistant general sales manager in charge of western U. S. 





_ ne e FOR EXCELLENT SERVICE—A. J. Morrison, Chrysler regional manager in St. Louis, is st 
remodeled building which houses | presenting a plaque emblematic of excellence in service to Henderson Motor Co. (Chrys <r), 


— 


Major Auto Show 
Is Under Way 
In Philadelphia 


PHILADELPHIA.—The first ma. 
jor automobile show to be held in 
the United States since before the 
war opened June 11 and will run 


Philadelphia Automobile Trade 


Club of America, is displaying al) 
1949 offerings of major automobile 
and truck manufacturers and 100 
of the most interesting antique 
cars owned by the club members, 

The entire floor of the museum, 
127,000 square feet, is being util- 
ized. Estimated costs for the stag- 
ing of the show are approximately 
$100,000 with the value of the ex. 
hibits being placed at between 
one-half to one million dollars. 

Ford is showing its famous ferris 
wheel of engines while General 
Motors has the same exhibit shown 
at the Waldorf-Astoria in New 
York. Packard is playing up its 
Golden Anniversary with special 
exhibits. 

In most of the exhibits, specta- 
tor-operated devices, demonstrating 
the various functions of a modern 
car, are featured. A number of 
cutaway engines are shown in 
operation. 


GM Moves Show 
To Own Building 


DETROIT.— A compact version 
of General Motors’ “Transportation 
Unlimited,” which drew more than 
600,000 visitors in New York and 
Detroit earlier this year, opened 
here last Wednesday (June 8) in 
the main floor exhibition halls of 
the General Motors building. 


Institutional features which were 
highlights of the earlier shows, in- 
cluding the “Crossroads of Amer- 
ica” diorama, mechanized and ac- 
companied by a voice transcription, 
and the GM Proving Ground dio- 
rama, have been assembled in the 
east foyer of the exhibition space, 
near the Cass Ave. entrance to the 
GM building. There are 17 other 
displays besides the Crossroads in 
the east hall. 





Infringement 
290 Such Sales Cited 


By Detroit Assn. 


DETROIT.—Paul T. Graves, ex- 
ecutive vice-president of the De- 
troit Auto Dealers Assn., announces 
that during April 290 new cars 
were sold into Wayne county by 
outstate dealers who are due to 
pay an infringement if the deal- 
er’s contract carries an infringe- 
ment clause. 

Graves broke down the 290 figure 
as follows: 

Buick, 16; Chevrolet, 26; Chrys- 
ler, 4; Crosley, 1; DeSoto, 3; Dodge, 
2; Ford, 50; Frazer, 6, and Hudson, 
6. Others were Kaiser, 13: Lincoln, 
4; Mercury, 36; Nash, 5; Oldsmo- 
bile, 9; Packard, 2; Plymouth, 25: 
Pontiac, 76, and Studebaker, 6. 





Akron ADA Offers Help 


For Auto Employment 


The Akron Automobile Dealers 
Assn. is now offering free assis- 
tance to those wishing to find em- 
ployment among automobile deal- 
ers or in the automotive field. 








war 


‘ the ceremony are (left to right): Mrs. Jim Henderson (sitting), 
Wilburn Wiles (rear), Morrison, Blake Gerber, Bob Young, Joe Luman (rear), Jim Hender 
Albert Kleppe, Charies Blum and Mrs. Bob Young (sitting). 


on 





until June 18 in Philadelphia's | 
Commercial museum. ‘ 
This show, sponsored by the 


Assn. and the Antique Automobile | 
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Manhattan's Department Stores know. Big, busy, market-wise 
iaineiiaiasin that they are, they spent almost $17,000,000 in New York’s 
= - e eight newspapers last year to lure customers into their shops 
| and to move merchandise out. They know to a dime which newspapers 
lure and move the most. That’s why they spent more money 
in The New York Times than in any other medium... 
26% of their total ad budget. Now that it takes real selling to move 
; new cars in New York, it will pay you to take a fresh look at the 


advertising picture here. Just call our Detroit office: 


General Motors Building, TRinity 3-3800. 
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SONS OF CHRYSLER DEALERS—They are attending a special course in auto retailing 


offered by the Chrysler Conference of Business 


Management in Detroit. Left to right (seated): 


John W. Amatucci, son of Thomas A. Amatucci, Washington; W. C. Hamilton, son of P. L. 
Hamilton, Arlington, Tex.; W. G. Stamler, son of Reg Stamler, San Diego, Calif.; Gerald 


Weiss, son of Mannie Weiss, Lawrence, L. |., 


N.Y. Standing: W. F. Noble, son of F. C. 


Noble, Stamford, Conn.; Clyde Thornton of the Chrysler division staff; Robert Pease, son 


of K. S. Pease, Westfield, Mass. 


Speakers Named 
For Ky. Parley 


LOUISVILLE. — Two speakers 
have been announced by chairman 
O. F. (Onie) Hands to speak at 
the Kentucky Automobile Dealers 


SHOCK 


original 





HOUDAILLE Rotary 


(Brand New — Not Re- 
built) for Fords, Lincolns 
and Mercurys through 
1948 models and all 
Studebakers. 
market that can best be 
sold and served with 


Houdailles. 


Assn. convention scheduled for 
Aug. 28-30 at French Lick, Ind. 

Paul M. Millians, vice-president 
of Commercial Credit Co., Balti- 
more, will speak on “The Future 
of Automobile Financing,” and 
John W. Stokes will talk on “The 
Dealer’s Tax Problem.” 


ABSORBERS 


Here is a 


equipment 


N. Y. Bank Analyzes Current Recession . . . 
Too Cautious, Business Warned 


NEW YORK.—Finding that con- 
sumer buying has been holding up 
fairly well, the National City Bank 
of New York, in analyzing the busi- 
ness situation in a monthly letter, 
sees reduced expenditures by busi- 
ness as the principal factor in the 
present recession. 

“The business situation during 
May,” the letter declares, “has 
been dominated by the general 
disposition to shorten commit- 
ments, reduce inventory and wait 
for lower prices. Hopes that sea- 
sonal influences might check the 
recession have been disappointed. 

“It would be too much to say 
that no spring improvement has 
occurred; building figures show a 
good upturn, and the opening up 
of outdoor work has had a pro- 
nounced influence in maintaining 
employment. But the effects of 
these gains have been lost in gen- 
eral buying slackness, and indus- 
trial price weakness, 

“Distributors are trying to carry 
as little stock as possible, counting 


on manufacturers for prompt deliv- 
eries. Manufacturers in turn are 
trying to avoid a pile-up of finished 
goods and to get along with a 
minimum of purchased materials, 
Thus new orders are reduced all 
along the line. 

“The drop is cumulative as it 
reaches back into the basic indus- 
tries, and activity suffers. That is 
the chief explanation of the present 
dullness. 

“Consumers also have inven- 
tories, and their disposition to 
buy also fluctuates, as is now 
being demonstrated by declining 
sales of new homes and house- 
hold equipment. People choose to 
wait for lower prices once urgent 
needs are satisfied, or they choose 
to save rather than buy at all. 

“However, reduction of consum- 
ers’ spending is far less a factor in 
the recession than reduction of 
business spending. Department of 
Commerce figures on personal ex- 
penditures through the first quarter 
of 1949, and on retail expenditures 
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HOUDAILLE Direct-Action 


SHOCK 
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Chrysler Family, Frazers, 
Kaisers, Hudsons, Pack- 
ards, Nashes and 1949 


Chevrol 
Fords, Lin 


and many other makes. 


HOUDAILLE “Huskies” 


a new heavy duty, direct- 
action shock absorber 
for most of the new and 


many of 
The only 
that is i 








with standard shocks and 
fits present production 
installations without sac- 
rifice in collapsed or ex- 
tended length. 


ABSORBERS 


all cars of the 


ets, Pontiacs, 
colns,Mercurys 





@ Houdaille gives you not one...not two... but ¢hree fine 
lines of Shock Absorbers with which to cash in on the big 
need that now exists for new shocks. And they offer you 
potent sales promotion ammunition for the big push that 


For example, the Houdaille stocking display stand puts 
your shock absorber stock out front and under the nose of 
every customer. Your Houdaille signs, counter displays, 
station banners, newspaper mats and mailing cards build 
you up as the shock absorber specialist in your community. 
Cut-away and take-apart shock absorbers give you on-the- 
spot demonstrators which can’t fail to clinch sales. And the 


new Houdaille catalog puts complete shock absorber in- 


lation. 


the older cars. 
heavy-duty unit 
nterchangeable 


HOUDAILLE-HERSHEY CORPORATION 


HOUDE ENGINEERING DIVISION 


BUFFALO 1t1 


America’s Pioneer Builder of Hydraulic Shock Absorbers 





NEW YORK 





formation at your finger tips to help speed sales and instal- 


You’re missing profits if you’re not stocking Houdailles 
and using Houdaille sales-building helps. Don’t pass up 
this extra revenue another day. Call your Houdiaille dis- 
tributor or write us now! 


Do you 
have your 
copy of the 

new 
complete 
Houdatlle 
catalog? 

If not, 
there’s one 

waiting 
for you for 
the asking. 


for April indicate that the seasonal- 
ly adjusted annual rate of personal 
expenditures, after dropping from 
December to January, has since 
held level at about 2% percent 
under the average for the fourth 
quarter of 1948, and 2% percent 
above the first quarter of 1948. 
These are dollar totals, and the 
price trend has been downward 

“With all the allowances and 
qualifications which people may 
wish to apply to these figures, they 
indicate that final consumption has 
been well maintained, and that 
those who look no further than 
the drop in manufacturers’ orders 
see things worse than they are. 
Preliminary reports suggest that 
personal expenditures in May have 
not varied markedly from the April 
level. 

“Plant and equipment expendi- 
tures continue large. But the mo- 
mentum has slackened, and both 
manufacturers of capital goods and 
the primary producers who supply 
them report new orders slow. In 
many of these lines backlogs are 
running down. 

“Weak spots are almost sure to 
appear, and not all will have been 
foreseen,” the letter continues. 

“One weakness may be inherent 
in a highly developed economy. The 
will to spend vastly affects demand, 
and it takes on increasing influ- 
ence as the standard of living rises 
far above a subsistence level and 
people are able to time their buying 
at their pleasure. 

“Never before has such a high 
percentage of durable goods, for 
which demand can be postponed, 
entered into daily purchases. Many 
more people have a choice between 
spending now or waiting than has 
ever been the case in any other 
country, or even in the previous 
history of this country. 

“A second element of concern is 
that a considerable number of peo- 
ple have entered business during 
[the postwar years without the 
necessary capital, experience or 
ability to make a success, Also, 
small businesses, which branched 
out under the impetus of war work, 
have naturally sought to keep up 
their volume and maintain a foot- 
hold in new lines. 

“This has happened at a time 
when the tax system has made 
capital for this type of enterprise 
scarce and difficult to get, Many 
new and overgrown concerns may 
prove to be short of resources to 
support the impact of declining 
| prices and values, 

“A third cause of concern is the 
high break-even point established 
by the cost increases of the infla- 
tion period, and the fear that these 
costs, which in last analysis are 
largely wage costs, will prove too 
rigid to permit the break-even 
point to be brought down as volume 
declines.” 


International Becomes 


Campbell Chain Co. 

YORK, Pa.—George J. Campbell 
| jr.. president, International Chain 
|& Mfg. Co., York, announces that 
| the name of the company has been 
changed to Campbell Chain Co 
|The new designation becomes ef- 
| fective June 15. 

In addition to Campbell, officers 
of International will continue in 
the same capacities with Campbell 
as follows: N. A. Campbell, vice- 
president; Melvin H. Campbell, sec- 
retary, and Howard D. Campbell, 
treasurer. 








25 YEARS WITH FORD—Walker A. Williams 
(left), sales manager, Ford division, extends 
congratulations and a pin for 25 years of 
service to John L. Roberts, manager of sales 
administrative department. 
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- What are the facts back of the headline? .. . ering up to 35 miles per gallon, and packing 

= 1. Americans are buying more English Austins into its 2,250 pounds more solid, provable car 

mit than all other imported cars combined. The value per dollar than anything on the road. 

- | Austin is in the U.S. A. to stay. 4. Austin dealers are supported by a broad 

en | 2. Austin dealers now are established from program of national and local advertising. 

er | ie to coast. There is a phage se PROSPECTIVE DEALERS: —Austin fran- 

is pe of replacement parts in this country, an chises are still available in important car-buy- : 

‘ all facilities required for expert service. ing areas. | 

or 3. The Austin isa — bly — ed, family : There is room in the Austin plan for 100 new 

ed size motor car, Continental in smartness, deliv- Austin dealers in the United States. And there | 
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able to team UP If you seek a profitable new car business — 
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THE AUSTIN MOTOR COMPANY, LTD. (enciano) 


FRANCHISE DIVISION * 
250 West 57th Street, New York 19, N. Y. 
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Two teen-age motorists in Detroit 
were stopped by a policeman. It 
seems that one boy was steering 
while standing in the rear seat, the 
other was operating the pedals with 
his hands while lying on the floor. 
When questioned by the officer 
about the odd positions, the boys 
exclaimed: “We always drive our 
car this way!” 


Want to Buy or Sell something? 
AUTOMOTIVE NEWS Want Ads! 


Try 











DEARBORN.— The most com- 
prehensive used-truck merchandis- 
ing program developed by Ford di- 
vision is now being presented to 
dealers and their sales organiza- 
tions at meetings in every part of 
the country. 

R. R. Nadal, manager of the 
used-car and truck department, 
points out that this program cov- 
ers all phases of merchandising 
used trucks. It is designed, he said, 
to benefit not only dealers and 
their sales forces but also the pur- 
chasers of used trucks. 


Details of the program are be- 
ing presented by means of films, 
charts and booklets designed to 
give all attending the meetings 
a thorough understanding of the 
problems. 

“The used-truck sales objective 
for 1949 calls for an increase of 
73 percent,” Nadal said. “During 
the past three years the percentage 
of used trucks traded in has been 
below normal. An increasing num- 


AUTOMOTIVE NEWS, JUNE 13, 1949 


Ford Used-Truck Setup 


Comprehensive Program for Dealers Embraces 


All Merchandising Phases 


ber will be traded in from now on. 
This means the dealer will have 
to sell more used trucks in the 
future. This program was designed 
to help dealers and salesmen meet 
these new conditions. 


“Some idea of the intensified ac- 
tivity contemplated may be gained 
from the fact that it is estimated 
over 30,000 dealers, sales managers 
and salesmen will attend these 
meetings. 

“Among the many aids offered 
the dealer are suggestions on re- 
conditioning, training salesmen, 
appraising used trucks, advertis- 
ing and display. 

“Each person attending the 
training meetings will receive a 
copy of the program in condensed 
form, including a complete list of 
logical prospects based on the vo- 
cational use of trucks by model 
and body types. 

“The program took many months 
to develop. Ideas and suggestions 
were contributed directly by pro- 


~Cosaccle 


Mes 


@ Automobile dealers from coast to coast have 
proved that the showroom that is “tailored” with 
Pittsburgh Products is the one that is always well- 
dressed. And where a thorough remodeling job 
has been done (not a half-way measure! )—both in- 
side and out—they have been rewarded with the 
immediate attraction of more customers, and their 
sales and profits have increased. Equally important, 
they have found that this has been a sound invest- 
ment in the future of their businesses—not an ex- 
pense. 


These same rewards can come to you. And now 
is the time for you to give serious thought to the 
remodeling of your showroom with Pittsburgh 


Glass and Pittco Store Front Metal. 


Ask your architect for his ideas on the best possi- 
ble application of Pittsburgh Products to your par- 


immediately. 


Days.” 


Name...-... 


Address. 


et fe 


Gi eass 


ticular needs. He knows all about these materials 


and will see to it that you get a design that is well- 
planned and economical. Both of you can count on 
our fullest cooperation. And should you prefer it, the 
Pittsburgh Time Payment Plan is available to you 
for arranging payments to suit your convenience. 
Right now, though, why not send for a free copy 
of our store modernization book, “Modern Ways 
for Modern Days”? It contains a wealth of material, 


A REAL INVESTMENT in the 
future of your business—that 
is what remodeling your show- 
room with Pittsburgh Products 
will mean to you. Here is an 
excellent example of the mod- 
ernization of a showroom in 
Kansas City, Kansas, with 
Pittsburgh Products. An open- 
vision design has been utilized 
which makes the entire in- 
terior an eye-catching, sales- 
producing display. Plan now 
to do an adequate moderniza- 
tion job on your showroom. 
It’s the proven way to greater 
success. 

Architects: Bloomgarten & 

Frohwerk, Kansas City, Mo. 
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gressive, successful dealers in all 
parts of the country. 

“Every recommendation recog- 
nizes that selling used trucks in 
today’s market requires greater ef- 
fort than selling used cars. 


“Training prescribed in the pro- 
gram will enable dealers to con- 
tribute still further to their abil- 
ity to assist truck owners in all 
of their hauling problems. The 
need of quick and efficient truck 
service is given special emphasis.” 


Canada May Lift 
Steel Price Lid 


OTTAWA, Ont.—Price control on 
steel in Canada may disappear be- 
fore the end of this year but it will 
not have much effect on price lev- 
els since American prices may force 
a competitive position, it is under- 
stood here. 

The general demand for steel in 
this country is continuing at a high 
rate, but this is expected to ease 
somewhat before the end of the 
current year. At present, steel mills 
in Canada are operating at capa- 
city rate and the output in the 
first quarter of 1949 was very high, 
with steel imports from the U. S. 
coming in at a record rate. 


including illustrations and descriptions of remodel- 
ed stores, projected designs by some of the world’s 
foremost architects . .. with many other valuable 
features of interest to retailers. Simply fill in and re- 
turn the coupon below and your copy will be sent 


Pittsburgh Plate Glass Company 
2237-9 Grant Building, Pittsburgh 19, Pa. 


Without obligation on my part, please send me a FREE copy of 
your book on store modernization, ‘“‘Modern Ways for Modern 
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NEW HUDSON DEALER — F. J. Lawson, 
right, Hudson's San Francisco zone manager, 


tulating Ellis Brooks on his appoint. 
pacer. wry new Hudson dealer in San Francisco, 
succeeding Glen C. Stater. 


Truckers’ Show 
In Los Angeles 
Opens June 15 


LOS ANGELES.—Truck owners 
from all parts of the country will 
visit Los Angeles this week to at- 
tend the first National Truck, 
Trailer and Equipment show to be 
held at Pan Pacific auditorium on 
June 15-18. This is the only show 
of its kind to be held in the U. S. 
this year. 

Record-breaking attendance is 
expected at the show because of 
great western interest in motor 
transport. It is said that the 11 
western states are more dependent 
on motor transport than any other 
section of the country. Los Angeles 
county alone has 1,708,447 regis- 
tered motor vehicles. 

Exhibits at the show will reveal 
profit-making ideas for users of 
motor transport and show truck 
and trailer owners ways to reduce 
costs of operation. 

Typical of the many interesting 
exhibits is a display of the new 
Cummins Diesel engine rated at 
550 horsepower, called the giant 
of the highways. The engine is 
cut away so that every working 
part may be seen. 

Standard Oil Co. is planning an 
exhibit which will keep everyone 
guessing. A 108-pound barrel with 
no visible supports will be sus- 
pended in air from which an end- 
less stream of oil will pour. Local 
magicians will be invited to figure 
that one out. 

In the trailer field, the Trail- 
mobile Co. and Ffuehauf Trailer 
Co. will display new aids to re- 
frigeration vans. 


Lenhardt Heads 
Ford Extra Sales 


DEARBORN.—Henry M. Strout, 
manager of the parts and acces- 
sories sales department of Ford 

one . division, has an- 
: nounced appoint- 
ment of Byron R. 
Lenhardt as ac- 
cessories sales 
manager. 

Lenhardt has 
been with the 
company since 
1928. He served 
as parts and ac- 
cessories sales 
manager in the 
Atlanta district 
before going to Highland Park to 
take his new position. 


DeVilbiss Sets 


Paint Courses 


TOLEDO.—Intensive training at 
the DeVilbiss spray painting school 
in Toledo is available without 
charge to auto refinishers operating 
DeVilbiss spray equipment, the 
company announces. 

One-week courses will begin on 
July 11 and Sept. 19. Lectures, 
demonstrations and actual practice 
will be devoted to latest methods 
and techniques of spray application. 
Address: DeVilbiss Co., 300 Phillips 
Ave., Toledo 1. 





AUTOMOTIVE NEWS WANT ADS have 
been proven the quickest, least expensi\e 
method of reaching the men who want 
what you have or have what you wan‘! 
See the back pages of this issue. 
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FACTS... 


%* The income of the average American Magazine 
family is more than $100 a month above the 
national average. Which means they have that 
much more buying power! 















NOW AGAIN, America becomes truly the 
land of plenty! 


Plenty of needed products on the market. 


Plenty of people with money to buy those 
products. 


(And don’t let anybody tell you otherwise. 
Government figures show that savings are 
higher today than in 1948 .. . bank balances 
are bigger... savings bonds sales are up!) 


Call this a ‘““Buyers’ Market’’? 
Not by a shopping bag full! 


Today’s consumers are ‘‘shoppers’’ and they’re 
looking around for the best quality they can 
find at the best price before they buy. 


They are again using that freedom of choice 
that is truly American—in a truly American 
competitive market. 


So, if you’re an advertiser with a quality 
product at a fair price—if you have a sales 
story that can put your product across to 
people who buy by judgment—you’re set to 
sell the ‘shoppers’ market’’! 


And there is no more convincing selling force 
to millions of wide-awake, intelligent shoppers 
than THE AMERICAN MAGAZINE. 


THE CROWELL-COLLIER PUBLISHING COMPANY, 250 PARK AVENUE, NEW YORK 17, N. Y., PUBLISHERS OF THE AMERICAN MAGAZINE, COLLIER’S, AND WOMAN’S HOME COMPANION 


BUD SCHIRMER (Detroit Manager)—H. A. PATTERSON 


HERE’S WHY: 


1. THE AMERICAN MAGAZINE is deliberately 
edited to appeal to thinking men and women. 
They are the planners of America—the mil- 
lions of better-able-to-buy families. THE 
AMERICAN MAGAZINE is their magazine as no 
other can be! Your advertising in its pages 
shares this reader trust and belief... gets a 
more thorough, more intelligent reading than 
in any other popular family magazine. 


2. THE AMERICAN MAGAZINE has the time to 
sell your products to men and women who 
take the time to shop around for what they 
want. Each copy is picked up, 
in the home, for an average 
of five different reading sessions 
—for a total of five hours and 
twenty-four minutes. Could any 
advertising in any publication 
ask a better break than that? 


Why not do a little shopping 
around yourself? 


Look over the facts on this 
page about THE AMERICAN 
MAGAZINE’s more than 
2,500,000 big-buying families. 


BN RR a 
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The American Magazine 





*% Over 92 per cent of all The American Magazine 
families carry life insurance. And the total 
amount of insurance they carry averages more 
than twice that carried by the nation’s average 
family. People who make better plans for the 
future also make better customers for the present. 





% 66 per cent of The American Magazine families 
own their own homes. Just keeping up those 
homes means plenty of buying. Add improve- 
ments and you've got a whale of a homemakers’ 
market. Just ask one of our representatives to 
show you our readers’ buying plans! 


*% 68 per cent of The American Magazine families 
have checking accounts and 7 out of 10 have 
savings accounts. This day-to-day money plus 
this “special day”’ money is all buying money 
which good advertising can woo for the purchase 
of worthy products! 


* 


These are just a few of the many reasons why 
any advertiser with a quality product can sell this 
product in today’s competitive market through 
the pages of The American Magazine. 





MAGAZINE 




























es 


merican 


To sell the Shagoers' Market = 


Buy American 


General Motors Building, Detroit 2, Michigan 
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Reports From Various Areas .. . 





Auto Market Page 


Houston 


New-car sales in Harris county 
(Houston), Tex., during May to- 
taled 2,242 units compared to 1,317 
in May, 1948. New-truck sales num- 
bered 181 against 284 in May of 
last year while commercial-vehicle 
sales were 283 this year against 284 
last year. 


New-car sales by makes were: | 


Buick, 170; Cadillac, 68; Chevrolet, 
336; Chrysler, 31; DeSoto, 28; 
Dodge, 123; Ford, 193; English 
Ford, 57; Frazer, 7; Hudson, 79; 
Kaiser, 52; Lincoln, 23; Mercury, 
145; Nash, 56; Oldsmobile, 125; 
Packard, 46; Plymouth, 223; Pon- 
tiac, 66; Studebaker, 92, and Wil- 
lys, 22. 

New-truck and commercial-ve- 
hicle sales were: Chevrolet, 134; 


purchasers 
down payments on new cars. There 
are increased demands for repeal 
of Regulation W. 

* * 


(Akron) 
the highest since June, 
that month when prices were con- 





Diamond T, 5; Diveo, 6; Dodge, 72; 


Hudson, 13; Kaiser, 12; Lincoln, 
4; Mercury, 17; Nash, 7; Oldsmo- 
bile, 26; Packard, 9; Plymouth, 36; 
Pontiac, 25; Studebaker, 25, and 
Willys, 1. 

New-truck sales were: Chevro- 
let, 21; Diamond T, 2; Dodge, 2; 
Fixible, 1; Ford, 11; GMC, 34; 
International, 11; Studebaker, 2, 
and White, 2. 

Several dealers reported that 
could not raise the 


* 


Akron 
New-car sales in Summit county 
soared to 1,613 in May, 
1941. In 


siderably less than they are now, 


Ford, 104; GMC, 49; International, | 2,041 cars were sold. In July, 1941, 
40; Mack, 5; Reo, 1; Studebaker, | there were 1,610 cars sold. 


19; Thames, 7; White, 7, and Wil- 
lys, 1. 


* + * 
Cleveland 

Continued spirited buying was | 
evident in Cleveland used-car cir- 
cles as sales for the week ended 
June 3 kept pace with last year 
despite the extended Memorial day 
holiday. 

The Federal Reserve Bank, in 
its weekly report, showed sales 
down over the previous week, 
but added “sales were equal to 
the year-ago level. 

“Sales of new cars declined to 
1,065 units but were still 44 per- 
cent ahead of the May average 
last year.” This, too, in view of 
the one-day loss of operations 
caused by the Memorial day holi- 
day. 

Sales of trucks were 81 for | 
new units, 109 for used. Both fig- 
ures are under a year ago and | 
less than the previous week. 
Used-car dealers continue to| 

operate on narrow margins, with 
prices cut to the bone. Many of | 
them express concern about the | 
current market, maintaining they | 
must dispose of stocks now, be-| 
cause in the fall they anticipate 
a market drop beyond the usual 
seasonal dip. 
+ + + 


Spokane 
Franchised dealers in Spokane 
report new-car business for both 
April and May up at least 20 per- 
cent over the corresponding months 
of 1948. 
Used-car sales are spotty. Lots 
with wide selections are doing 
rather well, though business isn’t 
like it was last summer. Used-car 
prices were butchered this winter, | 
are beginning to firm slightly now. | 
* + + 


Toledo 


Used-car dealers sold 190 more} 
vehicles in Toledo in April than | 
a year ago, but a few less than in 
March, the clerk of courts’ report 
showed. 

April sales totaled 3,945, includ- 
ing 1,718 by dealers and 2,227 cas- | 
ual. A year ago, the 3,267 total | 
included 1,528 dealer and 1,739) 
casual. 


For the four-month period, deal- 
er sales showed a 304 lead this 
year over last—5,651 against 5,347. 
Casual sales for the four months | 
were up more than 1,000 this year | 
over last—8,504 against 7,464. The 
four-month totals were 14,155 this 
year and 12,811 last year. 

* 2 ae 


Lincoln, Neb. 


Alert salesmanship is the watch- | 
word in new automobile selling in 
the South Platte area of Nebraska 
with the used-car turnover defi- | 
nitely sagging. Used-car dealers | 
are decreasing in number each} 
week; no reduction in number of | 
new-car dealers reported. 

In Lancaster county, 393 new | 
cars were sold in May against | 
354 for April; 317 for March; 210 | 
for February, and 221 for Jan- 














New-car sales in Lancaster coun- 
ty for May were as follows: Buick, 
25; Cadillac, 7; Chevrolet, 95; | 
Chrysler, 8; Crosley, 1; Dodge, 9; | 
DeSoto, 6; Ford, 65; Frazer, 2; | 





and 752 higher than the 961 new | 
cars sold in May, 1948, according | 
to reports compiled by the Akron 
Automobile Dealers Assn. 


New-truck sales dipped to 142 in| : 


May, compared with 166 in April | 
and 199 in May of last year. 
Even the used-car business has 


been outdoing 1948. There were | w, 


2,088 used cars sold last month, | 
against 1,948 in April and 1,620 in| 
May, 1948. 


& * * 


Columbus, O. 





“Now here’s a nifty little piece of | 


New-car sales in Franklin county | equipment most cars of today can’t | 


(Columbus), O., continued to soar | boast of!” 
during May with the registration|~ ~~ 
figure for the month hitting 1.652.| fgure and topped the May (1948) 


| 





This brought the total for the| figure of 935 new cars by 717 a | 


year to 7,063 new cars compared | 
with 5,706 in the first five months | 


of 1948. The May total of 1,652 was| in April and 287 in May, 1948. 
The May total was 82 above April'66 units greater than the April! The total for the year is 1,031 


New-truck sales for the month 


against 1,485 for the same period 

in 1948. 

Used-car sales during May were 
also higher with a total of 8,547, 
compared with 8,029 in the preced- 
ing month and 6,156 in May, 1948, 
Total for the year is 35,530 against 
30,858 in the first five months of 
last year. 

A * * 


Detroit 


New-car sales in Detroit during 
May fell below April and March 
levels but remained well ahead of 
1948 figures. A total of 12,792 new 
cars was sold during the month, 
compared to 8,201 in May, 1948. 

Total new-car sales in Wayne 
county for the first five months 
of this year number 57,223, against 
49,550 for the same period in 1948. 

New-truck sales in May amount- 
ed to 987, against 1,394 in May, 
1948. For the year, new-truck sales 
are 4,539, compared to 6,066 in the 
first five months of 1948. 

Used-car sales for the month 
were 10,872, pushing the year’s to- 
tal to 40,204. Comparable 1948 fig- 
ures were 8,381 and 36,718. Used- 


truck sales totaled 584 against 547 
numbered 231, compared with 210 | in May, 1948, while the total for 
|the year is 2,558 against 2,195 for 
ithe first five months last year 


























































































































































































+\ 
: =| 
i 


t 





; 
i 


a 


Se 















20a. 
Wea 





aos 
Li 










S 


of 
this 
Ha! 


bu 
ice 


yea 


aut 
sale 
liar 
att 


sta’ 
of 
anc 
the 
in 


Ta ate 


= “4 
e 
“yy 


yl 


Dm 


a. 

















































___ AUTOMOTIVE NEWS, JUNE 13, 1949 


is raising a good business volume | 
|10 percent higher, besides selling 


all the extra cars he can get. 
Conley takes care of “the little 


| things that no one sees.” The cus- 


tomer may not notice them, and 
most garages pass them up, but 
Conley catches them before they 
become serious. 

The secret, he says, is to check 
all cars for a defect if you catch 
it on one car, whether customers 
mention it or not. 

Conley checks all noises and 
rattles, the steering adjustment, 
linkage on the gear shift, clutch 
adjustment, and brakes. 

“I get into every car that comes 
in,” says Conley, “and in each I 
make 10 or 15 little adjustments 
on the 15-minute road test. I say 
nothing about this service to the 
customer, and it doesn’t go on his 
bill.” 





AUTOMOTIVE NEWS production and 


Servicing the ‘Little Things’ 


| 
| 
| 





Akron Satisfied 


No Pressing Need Seen 


For New Light Car 


AKRON.—-As far as Akron deal- 
ers are concerned, there is no im- 
mediate need for a smaller, new 
car. At a meeting to discuss the 
small-car problem, dealers agreed 
that there already are automobiles 
available in all price ranges. 

Dealers expressed the opinion 
that there were plenty of good 
used cars on hand that could be 
purchased at less than a new small 
car would cost. 





San Antonio 


Merchandising 


Memos to Dealers 


By Bob Finlay 





HERE are many angles to the|nearly every deal today involves 
used-car business, but the basis | 4 trade-in. 
of it is trading. 4 
| We were talking about that the Case in Point 

other day with Jack Geller, part- 
New motor vehicle sales in Bexar | ner in C & G Motor Sales. Geller 


* * * 


ELLER cited the case of a cus- 
tomer who wanted to buy a 


county (San Antonio), Tex., totaled | started in the business as a horse | /@te-model used car if he could 
1,027 in May, compared with 1,059| trader, and his father was a horse | 8®t enough on his old car. 


in April and 845 in May, 1948. Of|trader before him. 


Often, said Geller, a hair di- 
vides an accomplished deal on | Geller offered $225, wrapped up 
your lot from one that is con- 
summated down the street. 

The dealer must know enough 


this number, 881 were cars, 85 com- 
mercials and 61 trucks. 

Ormsby Chevrolet Co. led in the 
sale of new cars with a total of 
75. O. E. Mitchell Motors (Dodge) 
was second with 65 new cars sold 


| The other dealers on the street 
had tightened up. They had ‘of- 
fered the customer $75 for his car. 


the deal on the late model at a 
profit of $150 and three hours later 
sold the trade-in for $275. 

While Geller was born into the 


and Smith Motor Sales (Chevrolet) | about the business to see his way|trading business, that fact does 


rraigned | registration figures tell the story of output 
and sales every week. 


was third with 61 new cars sold. 


World’s largest Dep't store 
290 East 42nd St.... 


‘*Lissen, Mac. Losin’ ya buttonsa somethink? 
...Whyncha go onna radio quiz progam fah 


forners fom outta town—they go fah ‘at kinda 


period 
Ay Were 
f 8,547, 
ret | Pays Off for Conley 
against 
nths of CARNEGIE, Pa.—“You took care 
of my old car so well I’m buying 
this new one,” a customer told 
Harold E. Conley (Kaiser-Frazer), 
durin 338 E. Main St. here. 
March “This car didn’t sell me,” the 
lead of buyer continued. “It’s your serv- 
92 new ice! 
sonths Conley has been in business 23 
1948. | years, and today his extra service 
Wayne % ease wo: ae ae % 
ental 2 Car Salesmen Charged 
n 1948. With $50,000 Fraud 
eee CHICAGO.—Charged with de- 
k aaa frauding banks here of nearly $50,- 
in the 000 by borrowing money on fake 
. automobile titles, two Chicago car 
month salesmen, David Beyers and Wil- 
r’s t liam McGowan, are held by state 
48 on attorney’s police of Cook county. 
Uses. Andrew Schoenberger, assistant 
‘st 547 ) state’s attorney, accused the men 
al fo of forgery, conspiracy to defraud 
95 jn / and violation of the state auto 
ar r | theft act when they were a 
in felony court last week. 
| 
a 
— 
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pastrami!...But make out anatiff Noo Yawker 
pratically born here dunno Macy's isa biggest 
depahtment store inna worl’?... Blow! 


Cutty, the cabby, thought we were kidding... 
Actually, we’re serious as streptococci, or more so. 

Because the world’s largest department store is 
a department store for department stores—The 
News, a newspaper. 

Thirty of New York’s big stores paid $6 million 
to sell in it last year... The two largest accounts 
combined, less $200,000, would total $2 million. 
Three others spent upwards of $600,000 apiece. 
Four made individual investments of $300,000 or 
more ... In all, twelve stores had space bills 
topping $100,000 ... Are we boring you? 


Bear in mind, please, that these sizeable chunks 
of change were not put out by media departments 
—but merchants! They do not represent acts of 
faith, but the findings of skeptics. They were not 










based on per capita coverage, quota potential, or 
higher Hooperatings. 

Actually, they aren’t appropriations at all, but 
accumulations— from stocks turned over, goods 
sold every day, all year. They brought in customers 
and sent out goods as no equivalent expenditure 
ever did before, anywhere. 

These big stores, remember, have to be pretty 
good buyers . . . or go by-by! The News is the most 
productive medium they can buy—and don’t think 
they don’t keep trying to find a better one! So why 
do they spend more in The News? Two guesses! 


Mavyse the national advertiser can find better 
theories for media buying . .. but New York stores 
stick to $ facts! While money doesn’t talk so loud 
any more, the expenditures of these retailers are 
not whispers . . . If you’re not hard of hearing, the 
best automotive medium in New York isn’t hard to 
hear from . .. A low-voice phone call to The News 
may be a short cut to conviction! 


THE [4 NEWS, New York’s Picture Newspaper 
220 East 42nd St., NewYork City... TribuneTower, 
Chicago... 155 Montgomery St., San Francisco 


out of the trade with profit, for|not make him a trader for life. 


Constant study of the market 
| iS necessary to trade right. With 
| the change in the used-car mar- 
ket a few months ago, Geller 
and h‘s partner, Sol Charnes, de- 
cided to check each other on 
appraisals. They would figure ap- 
praisals independently on separ- 
| ate cards, and then exchange 
cards, 

The trader must allow enough 
on the old car to get the business, 
but not so much that he gets the 
business but loses money on the 
trade. 

When Geller and Charnes found 
they were matching each other 
| within a few dollars, they decided 
that they were keeping up with 
| the market. 


| Change 
|“JT’S ON THE trading that the 
green dealer falls down,” said 
Geller. “Business today is a long 
| way from what it was a few 
months ago when anyone could buy 
|a car at $2,000 and sell it the next 
| day at $2,200. 
Now nearly everyone that wants 
|to buy a used car wants to trade 
|an older one in. 
However, Geller is not one of 
| those who sees the used-car busi- 
| ness going to pot after July 4. 
“With so many people driving 
| junkers up to my lot,” he as- 
| serted, “it is certain that a lot 
of people need better used cars.” 
| And to stay in business, the deal- 
er has got to keep trading, Geller 
says, for the fresh cars on the lot 
| are the ones that move, while no- 


| body seems to want the old ones. 
+ * * 


* * * 





Some five miles from down- 
town Louisville, McMahan-Koch 
Motors (Studebaker) is attract- 
ing service business by advertis- 
ing: 

“Drive one of our courtesy cars 
free while we fix yours.” 

- cm +. 


A. R. G. Agassiz, assistant gen- 
eral manager of A. D. Gorrie, To- 
| ronto, estimated the other day that 
|his firm has sold 60,000 cars in 30 
years through classified ads. 


Wreckers Warned 


Clearwater, Florida, Stops 


Ambulance Chasing 


CLEARWATER, Fla. —Ambu- 
|lance chasing by wrecker trucks 
will be eliminated under a new 
schedule announced by poiice chief 
George McClamma. 

Under this schedule the six local 


firms operating wreckers will be 
assigned certain periods in which 
they will have exclusive rights to 


go after wrecks. Motorists _in- 
volved in acec‘dents have the right 
to call the firm of their choice. 

Business ‘will be divided among 
Clearwater Motors, Larry Dimmitt, 
Summerall, Wilkinson, Thayer Mo- 
tors, Otis Pruitt and Quality Body 
Works. 


Tom Felder Opens 


| Tom Felder Motor Co., Beau- 
;}mont, Tex., formally opened its 
|new $200,000 building May 14. Lo- 
|cated on Calder Ave., it contains 
| 23,000 square feet of floor space 
| devoted to sales, parts and service 
| departments, 
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AUTOMOTIVE WASHINGTON 
Compromise Is Elusive 


On New Labor Bill 
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pagent for a compromise on labor legislation which 
can be passed by the Senate, the Democratic membership 


of the upper cham 


r was locked in a seven-hour conference 


the other day. But at the end of two closed-door sessions 


the party found itself still split three ways. The Democrats 


were divided into these three 


factions: 

Administration leaders and 
their cohorts who want to add a 
few amendments to the Thomas 
bill, which would repeal Taft- 
Hartley and return a_ slightly 
amended Wagner act. 

The conservative Southern bloc, 
which wants something pretty close 
to the present Taft-Hartley law. 

And a smaller group, pro-labor, 
which wants the Thomas measure 
intact. 

Realizing the Truman bill for 


Better jobs in half the time 


with Manzel special tools 












repeal of the 
Taft-Hartley Act 
cannot be passed 
by either house 
in its present 
form, Senator 
Lucas, majority 
leader, is seeking 
to work out a 
compromise bas- 
ed upon five 
amendments, pro- 
posed by a bi- 
partisan group of 





William Uliman 


Manzel special fools are 


the Senate Labor Committee mem- 
bers. 

Lucas said that he has accept- 
ed these proposals “in principle” 
and his task is to gather to his 
side the uncompromising mem- 
bers of the labor bloc and those 
who want to keep the main por- 
tions of the present law on the 
statute books, 

The majority leader declined to 
say that the concessions he has in 
mind—closely resembling, except in 
one particular, the bill worked out 
by Speaker Rayburn on the House 
side but which failed of adoption— 
would pick up enough votes to 
assure passage. 

He said the discussion covered 
virtually all angles of the legisla- 
tion and included more than the 
five amendments which have been 
proposed by Senators Douglas, 
Hill, Morse and Aiken. 


* > * 


No Vote Taken 


— arguments were free and 
full and the conference did not 
attempt to bind anyone to any- 
thing, he reported. Nor was there 
a vote on any issue, he added. 
Vice-President Barkley visited 
the conference for a short period 
and was reported to have appealed 
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PONTIAC GETS REAL INDIAN FLAVOR—Pontiac's Philadelphia zone got off to a fast 


| ) (oa 





start in the company's nationwide service contest by appointing Billy Southworth, manager 


of the Boston Braves, an honorary chief. 


Pontiac is conducting a service contest and 


@ach 


of the company's five regions is competing as an Indian tribe. Personnel from the winning 


dealership will 
Park, Phila 
zone manager: Southworth, and A. 


to his party members to agree on 
the best bill that could be obtained. 
He reminded his listeners that the 
Democratic party had promised to 
change the present labor law and 
that this pledge must not be con- 
sidered an idle gesture. 

The attempt at a compromise 
contains a section permitting gov- 
ernment seizure in national emer- 
gency strikes. It would require dis- 





fy designed to help you 
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A COMPLETE 
SERVICE STATION 
IN ONE PACKAGE 


Manzel i« the single, 
money-saving source 
for cranes, chargers, 
engine analyzers, 
wheel balancers, 
spray equipment, 
body tools, axle tools, 
transmission and 
clutch tools, 

engine tools 
EVERYTHING. 


ZZ 


wt 
i 
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our complete catalog. 


INC. 
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STREET, BUFFALO 10,N.Y 


“under actual service department condi- 


There are Manzel tools and equipment to meet 


every service station need. Write for 


et a trip to the plant in August when the contest ends. 


deiphia, are (left to ae John F. 
. Marzelli, assistant general service manager of Pontiac. 





Shown in Shibe 
alone, assistant zone manager; C. G. Miller, 


puting parties to maintain the sta- 
tus quo for 90 days, during the 
first 30 of which an emergency 
board would be required to report. 

The government could seize the 
plant at any time during this 
entire period should a strike oc- 
cur or is threatened, but the 
plant could not be held by the 
government for more than 60 
days after the emergency board 
reported, unless Congress extend- 
ed the time in a particular case. 

“Just compensation” to the own- 
ers during the seizure period would 
be set by another board, whose 
decision would be reviewable by 
the courts. 

The other four amendments in 
the proposed compromise would 
require unions to bargain in good 
faith; guarantee employers free 
speech; require union officers and 
employers to file loyalty affidavits. 
and require unions to make finan- 
cial reports. 

The last four listed proposals all 
were contained in the Rayburn bill, 
but the seizure provision is sub- 
stituted in the Senate plan for in- 
junctions in national strikes. 

However, Senator Aiken, one of 
the Republican sponsors of the 
plan, conceded that once the gov- 
ernment has seized a plant the way 
is open for it to obtain an in- 
junction to halt a strike. 

He also said just because he sup- 
ported the five amendments did 
not mean he would not give his 
backing to others which may be 
submitted. 

One stumbling block is the in- 
sistence on the part of some Dem- 
ocrats from states which have out- 
lawed the closed shop that such 
laws should be protected in any 
new national law, and this was 
heatedly debated at the conference. 
The administration bill would wipe 
such state laws from the statute 
books. 


* . 2 

Word From Duryea 
T= WAS GOOD to receive a heart- 

warming note from Frank Dur- 
yea the other day. The co-designer 
and builder of America’s first gas- 
propelled automobile wrote from 
California, where he spends the 
winter months. 

He had heard that I had been 
very ill for a long time and wrote 
to wish me well. He was sure, he 
said, that there are better days 
ahead for me and that “your trou- 
bles surely will fade away.” 

Cheering words from a brave, 
kindly man who has had his share 
of troubles too. 


* : 

Like Old Times 
‘TH PASSING years bring so 
many changes that it is good to 
find some old-time friends still up 
and doing when you have occasion 
to do some digging into the past 
Recently in searching for some 
yesteryear information I had 
pleasant talks with Maj. Henry 
Cunningham, Ford; Carl Gubich. 
Buick; Burton Leary, Chrysler; 


| Joe Trew, Dodge; Stanley Hor- 


ner, Buick; Lou Jullien and 
Frank Stewart, parts supply—all 
friends of more than 20 years 
with Cunningham, Leary, Trew. 
Horner, Jullien and Stewart run- 
ning back to my first days in 
Washington 87 years ago. 
Cunningham then sold the Amer 
ican “underslunge.” Remember 
Leary, the Jeffrey; Stewart, th: 
Warren. Trew, the Overland. Jul- 
lien, the first shock absorbers 
Stanley Horner then—in 1912—wa 
with Buick, the only car I think 
he ever has been directly identified 
with. He was then a salesman with 
the Buick factory branch, under 
the management of Ted Johnston 
protege of William C. Durant. 
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T really happened! Recently, an advertisement in PUCK, 

The Comic Weekly, for the Unicorn Press, brought 
$300,000 in orders for their encyclopedia. A unique ex- 
ample of PUCK’s pulling power? No! The fact is that in 
each of the past three years PUCK, The Comic Weekly 
carried a larger dollar volume of mail-order book adver- 
tising than any other national publication ... and the mail- 
order book field is just about the severest test of a publi- 
cation’s ability to bring in profitable, volume sales. 


Back of PUCK’s ability to produce a sales response un- 
matched by any other medium is its all-star cast of char- 


§ Ka 00,000. rom one ad / 





acters, including Blondie, Jiggs, Tillie the Toiler, and others 
who command the interest and loyalty of millions of 
adult Americans. PUCK’s beloved characters are part of 
their very lives, influencing their habits, tastes, attitudes. 


PUCK, The Comic Weekly, distributed through great 
Sunday newspapers from coast to coast, is read by more 
than 18,000,000* adults plus millions of youngsters in 
7,400 places of 1,000 and more population and a multitude 
of smaller places as well. Today, when volume sales results, 
so vital to profit maintenance, are more important than 
ever, is the time to get full details of “The Book Story.” 





Read by more than 18,000,000 adults 


* ABC CIRCULATION SEPT. 30TH, 1948: 8,236,321, INCLUDING PHILADELPHIA BULLETIN 
The Only NATIONAL Comic Weekly . . . A Hearst Publication . . . 63 Vesey Street, New York; Hearst Building, Chicago 
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Face Present Facts, 


Economist 


By George Deery 


Associate Editor 


EWING to the line, one way or 

another (bearish or bullish)— 
or as is more frequently the case, 
straddling the fence of prophecy 
in championship style--most of the 
stock advisory services seldom ac- 
knowledge the heckling directed 
their way. 

Instead, a flip-flop quicker than 
you can say the name of the | 
stock with the fewest letters on | 
the Big Board and they are back 
on the right track, they hope. 

Now comes Argus Research Corp. 
in a refreshing manner to admit 
“that we know that there are those 
who have been critical of our eco- 
nomic comments for the past six 
months. 

“It is not particularly pleasant 
to be looked upon as a ‘prophet | 
of doom’ or a ‘sadist’ when one’s | 
basic characteristics happen to be 





THE NEW 


REPRESENTED 





Urges 


| just the reverse,” says Argus Pres- 
|}ident Harold B. Dorsey. 
“However,” he adds, “this is no 
time for emotional thinking. It is 
most important that we all be 
realistic. When a correction of seri- 
ous maladjustments in the econ- 
omy is under way, the sooner we 





Auto Stocks 


June7 May 30 
Chrysler 46 49% 
IIE Sins ccsicanesce 4% 4% 
General Motors .... 53% 56% 
Hudson .......... iants ae 11% 
Kaiser-Frazer ..... 4% 5% 
Nash-Kelvinator... 11% 12% 
Packard .................... 3% 38% 
Studebaker ...... . 18% 19% 
Tucker ........ on 5% 
Willys-Overland . 4% 5 
Average for —- -— 
10 Stocks . 15.63 16.68 








realize it and begin to cope with | 


| it, the better off everyone will be. | 


* * * 


T= GREATEST damage will 
be done by those who have 
been letting the hopes outweigh 
the economic facts because they 
are the very ones who will make 


| the wrong decisions when fear ulti- 


mately displaces hope.” 

While this column has not taken 
a stand either way, it finds con- 
structive thoughts in further 
spreading Dorsey’s warning that 
“these are the people who cause 
the extreme bottom portions of 
business setbacks; it is not the 
people who anticipated the busi- 
ness correction and were prepared 
to cope with it.” 

He points out that his eco- 
nomic and stock advisory service 
has made a “keen understand- 
ing” of economic facts “the sole 
objective” of its comments in the 
past six months because this is 
a “very important time” for a 
thorough understanding of con- 
ditions. 

Turning to a more optimistic 
mood, the survey’s most recent 
issue states: “As we have been 
pointing out recently, among the 
strongest factors in the current 
situation are the availability of” 








FIVE MINUTES FROM DOWNTOWN DETROIT—The new or Davison Co. Dodge truck 
service facilities at 2660 W. Fort St. have 32,000 square feet of floor area on a four-acre 


site. 


The service shop has 10 mechanically-operated doors to accommodate the largest 


tractor-trailers on Michigan highways. The showroom has ample room for seven large trucks. 


| Other features include free bunks, lockers, showers and food for truck drivers. 
| is in an industrial and truck storage area, so 
Thirty-one fleets were being served a month before ¢ 
Contracts have been made with large insurance com- 


work for fleets. 
gasoline is supplied to some fleets. 
panies for Davison to pick up wrecks within 
for repairs. 
manufacturer and as a dealer, is president. 


secretary-treasurer and general manager of operations an 
Charlies Gorris is in charge of the service shop and Frank Winegarden 


mercial sales manager. 


The location 
the truck center will SS, night sorte 
e formal opening en 


a 100-mile radius of Detroit and tow them in 


Walter Davison, who has had years of experience with a major truck and auto 


is vice- -president, Leonard Willis 
Gene Reynolds is truck and com. 


Dallas Kelse 


in charge of the commuter service as well as service customer relations. 





cash and absence of speculative ex- 
cesses in the stock market. 
a * +. 
Wee ARE currently going 
through a testing period dur- 
ing which we hope to be able to 
measure > the balance of desire for 





7 
ok — CIRCULATION 


You have been—and you will be — bombarded 
by propaganda on the circulation of Boston's news- 


papers. 


“Highest percentage gain since last 
statement.’ 


“Lowest percentage loss on 5c price.” 


These are a few of the statements being shouted from 


the housetops. 


We could shout too. 


But we do not believe you buy advertising on the 
strength of percentage gains or losses. 


We prefer not to do tricks with the official ABC figures. 


We believe the best— and most honest way —to tell 
our story is to list the official ABC figures for the first 
quarter of 1949 —the only reporting period in the past 
two years when all Boston papers have been on the 
same price level. 


Here are the latest ABC quarterly figures for Boston newspapers 


Standard Size MILLINE RATES 
HERALD-TRAVELER 351,654 $1.99 
POST 322,531 2.17 
GLOBE 285,625 2.45 

Tabloid 
RECORD-AMERICAN 578,667 $1.21 


And Boston’s Best Buy is A Better Buy Than Ever 


In Boston, 


the Herald-Traveler has carried the 


greatest volume of total paid advertising every year 
for 22 consecutive years. And 1948 was the largest in 
history — a whopping 24,227,454 lines. 


always first in odton 


THE BOSTON HERALD- TRAVELER 


NATIONALLY BY 


GEORG 


A. McDEVI 


TT COMPANY 


investment income on the one hand 
and the concern about capital loss 
on the other. 

“We doubt that this testing pe- 
riod can be called complete until 
investors at large have a good look 
at some of the deteriorating busi- 
ness figures which seem to be in- 
evitable for several months. 

“Consequently, we are recom- 
mending a continuation of the 
over-all cautious policy in re- 
spect to business and investment 
commitments.” 
| Argus calls it hazardous to come 
|} out point blank and compare the 
present trend with the 1929-1932 
affair and that of 1937-38. 


* * + 


| HE FORMER, it describes as 

being “caused by a combination 
| of maladjustments, of which exces- 
| sive credit expansion was the most 
important, although, in the pro- 
cess of correction it was realized 
that there had been an over-ex- 
pansion of production facilities, an 
over-expansion of inventories and 
excessive security speculation; 
commodity prices were not abnor- 
mally high because they had been 
in a moderately declining trend for 
| about four years. 


| 

| “The 1937-38 correction was 
| caused largely by excessive inven- 
tories in relation to current and 


| prospective demand. 


“Most people were caught off 
base at that time because the 
credit situation was not at all 
strained and, since tight credit 
was a paramount feature of the 
immediately preceding depres- 
sion, there was a tendency to be- 
lieve that the economy could not 

| have a correction as long as there 

| Was ample credit. 

| “Nevertheless, the liquidation of 
inventories, with the acc ompanying 
decline in productive activity and 

|commodity prices had to run its 

| course—incidentally, in spite of fu- 
tile efforts on the part of the fed- 
| eral government to sweep back the 

| tides. . 


* Ea 


Earnings 

Diveo—Six months to Apr. 30: 
| Net profit, $269,108, oqual to 60 
|}eents a_ share, contrasted with 
| $809,099, or $1.79 a share a year 
;earlier; sales, $3,618,648, against 
| $6,531, 711. Quarter to Apr. 30: Net 
profit, $178,098, or 40 cents a share 
lon sales of $2,040,537, compared 
with $447,555, or 99 cents a share 
on sales of $3.506,036 for April 
| quarter last year. 


* * * 


Cleveland Graphite Bronze—For 
1948: Pamphlet report shows rec- 
}ord net profit of $3,063,394, or $4.60 
}each on 643,840 common shares, 
j against $2,903,557, or $4.32 a share, 
|for 1947; sales, $29,277,979, against 
| $30,543,648. 


. * . 


Fram Corp.—-For 1948: Consoli- 
dated net profit, $646,379 or $2.21 
each on 286,170 common shares, 
against 1947 net of $402,538 or $1.36 
a share; net sales, $13,734.802 
against $12,611,629. 


* * * 


Waukesha Motor—-Nine months 
to Apr. 30: Net profit, $1,089,019, or 
$1.81 each on 600,000 capital shares, 
against $993,010, or $2.48 cach on 
Col. 1) 


| (Continued on Page 21, 
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Purchasing Men Say 


Economy Leveling Off? 


AUTOMOTIVE NEWS, JUNE 13, 1949 





Business Is Halfway 


Through Cycle Started Last Year 


NEW YORK.—General business 
is still on the down side of the 
present cycle which started in No- 
vember, according to the majority 
opinion of industrial purchasing 
agents reporting to a survey com- 
mittee of the National Assn. of 
Purchasing Agents. 

They estimate that business is 
probably half way through this 
cycle, the committee said in its 
monthly report. 

Business improvement during 
May was more than offset by fur- 
ther business declines, the com- 
mittee reported. Production has 
sagged, and the number report- 
ing increases dropped from 19 
percent in April to 9 percent in 
May. 

The committee found, however, 
that previously adjusted production 
schedules are being maintained by 
54 percent. Order bookings fol- 
lowed the production trend closely, 
those having increases dropping 
from 23 percent in April to 16 per- 
cent in May. Others, holding even 


with the previous month, amount- | 
ed to 47 percent, the highest num- | 


ber since November. 


| 


| report said, purchasing agents 
will look for lower prices. Pur- | 
chases of mass production items, | 
normally priced on a bread-and- 
butter or overhead absorbing ba- | 
sis, can now be negotiated at | 
lower prices where the seller can | 
be assured of continuing volume, | 
the survey found. 
Purchased material inventories 
continued the sharp drop recorded 
jin April, 60 percent again report | 
|declines. As lower production | 
schedules are set, inventories are 
being consumed at a much faster 
rate than they are being replaced. 
Price uncertainty and increasingly 
greater availability of most prod- 
| ucts dictate the extremely cautious 


| view now held, the report noted. 


Turnover rate of purchased ma- 
terials has dropped slightly, ac- 
cording to the report, but this con- 
| dition may correct itself in the 
| next few months. 

The survey found that in buy- | 
ing policy the  shortest-range 
commitment policy since the war 








Although of little weight statis- | 
tically, the slide-off in production | 


and the reversal of the trend to 
build up back orders ire more im- 
portant when considered in the 
light that May was looked to as 
a month of seasonal recovery, the 
report stated. 

It was noted that June and July 
production is expected to be ad- 
versely affected by industrial vaca- 
tion periods and labor disturb- 
ances. The down trend is expected 
to continue through these months 


and level off through August and | 


September, improving gradually in 
the last quarter. 

Inventories are being reduced 
rapidly. New orders are usually 
for a limited quantity and early 
shipment, This policy is expect- 
ed to continue until inventories 
are worked down to new lower 
operating requirements and 
prices show a definite trend to 
stabilize. 

In the current situation, pur- 
chasing agents are neither optim- 
istic nor pessimistic, according to 


the report, but are carefully evalu- | 


ating price, supply and demand 
factors for each commodity. 


The trend in commodity prices | 


continued down through May, 
though not with the rapid pace of 


April. There is no sign of general | 
price stabilization, the report said. | 


Basic taw materials predominate 
in the price slide. 

Fabricated items have been slow 
to adjust prices to new lower raw 
material costs. Buyers believe the 
policy being pursued by many sell- 
ers, of offering token or a «eries 
of small “cut and try reductions,” 
is not attracting much business, 
it was reported. 


The survey committee found 
strong expression of opinion that 
sellers should take a more realistic 
view of present business condi- 
tions and mark goods down to the 
lowest base consistent with lower 
cost trends. Prices of a number of 
important commodities have not 
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yet been reduced but there are 
definite signs of weakness. 

Until more confidence in the | 
price structure is established, the | 





Safety Plaque Awarded 


Perfect Circle Workers 


HAGERSTOWN, Ind.—Employes 
of the Perfect Circle Corp. plant 
here have been honored with the 
presentation of a plaque for work- 
ing two million man-hours without | 
a lost-time accident. The Perfect | 
Circle plant became the fifth manu- | 
facturing plant in the United States | 
to pass that mark in 1949. 

Presentation was made by R. E. | 
Dalstrom, representative of the| 
American Motorists Insurance Co., 
which carries workmen’s compen- 
sation insurance for Perfect Circle, 
Dalstrom stated that in the past 12 
years Perfect Circle has received an 
average return of 40 percent of the 
annual premium on its workmen’s 
compensation insurance. “That is 
the best performance for so many 
years throughout the country that 
I know of,” Dalstrom said. | 


t 





MONROE —rTHE GREAT NAME IN SHOCK ABSORBERS 


A precision mechanism, each Monroe Shock Absorber contains from 
30 to 40 working parts—assembled under constant supervision of 
trained foremen and experienced engineers. Careful attention to en- 
gineering details is one important reason why Monroe is the leader in 
ride control products. 








| received a certificate of merit, it sponsored a banquet. 


HENRY M. LELAND .o< 
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STUDEBAKER HONORS SOUTH BEND DEALERSHIP—When Scherman-Schaus-Freeman Co. 


Victor Harshman, service manager, 
accepted the plaque on behalf of the dealership from Frank Urquhart, Studebaker regional 
manager. Arrangements for the affair were in charge of Eli Spicer, vice-president. Left to 
right: G. L. Schaus, secretary-treasurer; Garman Woker, distict manager of Studebaker; 
Harshman; Spicer; Urquhart; Charles Kidder, service representative, South Bend branch; Roy 
Bender, general service manager; Victor Freeman, president; Paul H. Davis, general sales 
manager of Studebaker, and Elwood W. Dalton, general manager of the dealership. 





was in effect in May. In the ance of this policy, the committee 
“hand-to-mouth - to - thirty - day” | said. 

category were 62 percent of those | In employment, more layoffs 
surveyed; 37 percent were on a@ were reported in May and more 
60-90 day basis. Inventory reduc- | factories reduced to shorter hours. 
tion and suppliers’ prompt de- | Weeding out of inefficient em- 
livery positions favor a continu- | ployes continued. 
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Monroe Shock Absorbers are standard 
equipment on more makes of new cars 
than any other brand of shock absorber. 





T.M. Reg. U.S. Pat. Off. 


MONROE AUTO EQUIPMENT COMPANY, MONROE, MICH. 


WORLD’S LARGEST 





MAKER OF RIDE CONTROL PRODUCTS 
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Lube Guaranty 


Pa. Refining Offers to Bond 
30,000 Miles of Driving 

CLEVELAND.—A 30,000-mile 
guarantee bond is being offered 
new-car purchasers by Pennsyl- 
vania Refining Co. through distrib- 
utcrs and dealers of Penn Drake 
motor oil and other automotive lu- 
br:cants. 

The bond guarantees car owners 
against damage due to lubrication 
failures for 30,000 miles, or two 
years (whichever comes first), when 
genuine Premium Penn Drake mo- 
tor oil is used for crankcase lubri- 
cation. 

The provision for keeping the 
bond valid is that the automobile 
covered be taken to the dealer 
named every 1,000 to 1,250 miles (or, 
in accordance with the car manu- 
facturer’s recommendations) for a 
crankcase change of Premium 
Penn Drake motor oil. 

The various engine parts covered 
include the following: camshaft, 
camshaft bearings, connecting rod 
bearings, crankshaft, crankshaft 
bearings, cylinder walls, oil pump, 
pistons, piston pins, piston pin 


bushings and p’'ston rings. 


| 
| 
| 
| 
| 
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DEALER PROMOTES SALE—Suppes Motor Sales Co., Johnstown (Pa.) Ford oo. is usin ng 

weone wagon service in promoting the 1949 Ford car. Pictured are Walter R . Suppes a 
ed S. Suppes, presenting the keys to a 1949 fordor to Alma Davis, welcome wagon hostess 

who will drive the car when making her rounds. 





ice facilities and buildings are be- 
ing expanded by the new owner- 
ship. H. Steinruck, vice-president, 
says the dealership will offer spe- 
Van Dyke, just outside Detroit.| cial service on major repairs of a 
The property was originally known | pickup and delivery service at no 
as Northern Motor Sales. All serv-! extra cost to customers. 


Henderson—Detroit 


Bill Henderson Motors, Inc. (De- 
Soto), has been opened at 23677 
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They Always Act Like That 


MONTREAL.—The waywardness of accident-prone drivers is mere- 
ly a reflection of the anti-social behavior that characterizes their 
personal lives, according to a report presented at the annual meeting 
of the American Psychiatric Assn. convention here. 

They are the individuals who have shown marked intolerance for 
any authority from youth, the study of Dr. W. A. Tillman, clinical 
fellow in psychiatry at Massachusetts General hospital, and George 
E. Hobbs, professor of clinical preventive medicine at the University 


of Western Ontario, revealed. 


Their analysis included 40 cab drivers, another 96 taxi drivers with 
a record of four or more accidents, and 100 drivers representing a 
cross-section of the population who have been free from accidents. 





4-Year Sentence Blots 


Vanishing Ink Writer 

ST. LOUIS.—Irvin O. Haney, 35, 
accused of buying a used car with 
a check written in vanishing ink, 
was sentenced to four years in a 
federal penitentiary last week by 
U. S. District Judge Moore. Haney 
admitted that he took the car 
from a Houston dealer after hand- 
ing over a bogus check but denied 
the story of the disappearing ink. 


Haney was arrested in St. Louis 
after he complained to police that 
a confederate had driven off with 
the car in which both had driven 
here from Houston. Judge Moore 
said that the type of ink was not 





Why MONKEY around? 
For top performance .. . 








set the timing 


involved in the Dyer Act violation 
and pronounced sentence. Assistant 
District Attorney David M. Robin- 
son stated that Haney gave a 
check for $250 Feb. 13 as down 
payment on the car. When the 
dealer arrived at the bank, he said, 
the writing on the check had 
vanished. 


V. A. Williams Sells 


Volie A. Williams, Sanford 
(Fla.) pioneer auto dealer, an- 
nounces the sale of Sanford 
Buick Co., 210 Magnolia Ave., to 
W. B. and J. H. Nicholson of 
Orlando. 

Williams had owned the deal- 
ership since 1928. 


to take full advantage... 





of the high antiknock quality of 
“ETHYL” Gasoline... 





and keep customers happy 
with you and your service. 


ETHYL CORPORATION, New York 17, N.Y. 


Products sold under the “ETHYL” trade-mark — Antiknock Compound . . . 


Salt Cake. . 


e Ethylene Dichloride . . . Sodium Metallic . . 


. Chiorine (liquid) . 


- « Ol Soluble Dye 





Synthetic Process 
May Raise U.S. 
Fuel Supply 25% 


OLEAN, N. Y.—Members of the 
press assembled at a luncheon here 
last week heard Col. Ernest 0. 
Thompson, commissioner of tlie 
railroad commission of Texas sta‘e 
that “the hydrocol process (for 
making gasoline out of natural gas) 
can easily mean an added 25 per- 
cent to the motor fuel supply of 
America.” 

Press representatives shortiy 
thereafter witnessed initial tests of 
part of the centrifugal compressors, 
which are being shipped to Browns- 
ville, Tex., where they will be in- 
stalled in the first hydrocol process 
plant for making gasoline out of 
natural gas to be built in this 
country. 

Assuring this group that there is 
plenty of gasoline for everyone to 
drive anywhere and stay as long 
as they desire, and ample oil to 
keep everybody warm who wants 
to use oil for heating, Col. Thomp- 
son said: 

“The refineries have increased 
their plants by 1,000,000 barrels per 
day capacity, There will be ample 
heating oil on hand for keeping 
everybody warm who wants to use 
oil for heating. We are discovering 
more oil all the time. 

“It might be proper to make clear 
that heavy imports of crude last 
winter and a light winter conspired 
to fill up stocks, But it is reassur- 
ing to the consuming public to 
know that we are not short of oil. 
This new process will be all the 
more reassuring of an ample sup- 
ply of motor fuel.” 


Claim Withdrawn 
For Tune-O-Lene 


WASHINGTON.—The Federal 
Trade Commission last week ap- 
proved a stipulation in which Hobb 
Swetnam Co., Inc., Wichita Falls, 
Tex., and its officers agree to discon- 
tinue representing that their prod- 
| uct Tune-O-Lene, when added to the 
motor oil of automobile or other in- 
ternal combustion engines, reduces 
friction by as much as 50 percent or 
has any measurable effect on reduc- 
ing engine frictions, and eliminates 
carbon or removes or prevents car- 
bon deposits, 

Officers of the corporation are 
Shafter C. McAdams sr., Shafter C. 
McAdams jr. and William J. Mc- 
Adams. 





Piggy Bank 
Dimes and Quarters Pay 


For New Hudson 


BEAUMONT, Tex.-—“Just pass 
by my house and I'll pay you,” a 
new-car purchaser told the unsus- 
pecting salesman for Jefferson Mo- 
tor Co. (Hudson), Beaumont, Tex. 

So the salesman did. He received 
the amount, nearly $3,000, in $1,350 
worth of quarters, $80 in dimes 
and the rest in small bills! 

It took several men four hours 
to count the money, some of which 
was musty with age, being a 10- 
year accumulation of coin saving. 
It was this customer's seventh car 
from Jefferson Motor Co. in the 
past 20-odd years, but none previ- 
ously was paid for like this one. 





Penn Refining Changes 
Name of Motor Oil 


CLEVELAND.—Pennsylvania Re- 
fining Co. has announced a change 
in the name of its motor oil to Pre- 
mium Penn Drake motor oil. This 
change was prompted by the new 
nomenclature to be used on lubri- 
cating oils as established by the 
American Petroleum Institute and 
the Society of Automotive Engi- 
neers. Premium Penn Drake con- 
|forms to the definition of a pre- 
mium-type oil as set by the above, 
it is claimed. 

Premium Penn Drake motor oil 
is said to possess high oxidation 
stability and bearing corrosion pre- 
ventive qualities necessary to make 
it suitable for use in internal com- 
bustion engines where operating 
conditions are more severe than 
normal. Pennsylvania Refining si- 
multaneously announced that Pre- 
mium Penn Drake is now packaged 
in five-quart litho cans as well as 
the one-quart can, five-gallon pail 
and drums, 
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Trucks Carry the Meat 


Ten Million Tons of Livestock Shipped 
Last Year, Report Farm Dailies 


CHICAGO.—Nearly 10,000,000 tons 
of livestock, or 68 percent of the 
total tonnage of cattle, hogs and 
sheep arriving at market terminals 
in 1948, were delivered by truck, 
according to Corn Belt Farm Dail- 
ies, publications of the livestock 
industry. 

It is estimated by the publica- 
tions that 3,220,000 truck-loads were 
needed to transport the 48,295,833 
live animals from farms to market. 
Placed bumper to bumper, this 
number of trucks would reach 
seven-eighths of the distance around 
the globe at the equator, and the 
miles that loaded trucks traveled 
would equal 15,000 trips around the 
equator. Four and one-half billion 
dollars were received by livestock 
farmers for the animals trucked in. 


While only figures on livestock 
transported to the markets are ob- 
tainable, it is estimated that nearly 
100 percent of all meat animals 
ride part, if not all the way, to mar- 
ket destination by truck. Roughly 
70 percent of the cattle and hogs 
are hauled directly to market by 
truck. A distance of 110 miles is 
estimated for the average truck 


haul to market. Some trips of 1,000 


Economist Finds 
U.S. Facing Only 
Slight Recession 


ATLANTIC CITY.— While fur- 
ther deterioration of business is 
to be expected, “happily, it does 
not appear likely that we shall 
have one of our severe depres-| 
sions,” Joseph L. Snider, Harvard | 
professor of business economics, 
declared here at the annual con | 
vention of the Pennsylvania Bank- | 
ers Assn. | 

There are several strong sup-| 
ports in the current situation which | 
suggest that we are not on the} 
brink of a severe depression, Snider 
said, adding: 

“My analysis suggests that we| 
are facing a general business re-| 
cession somewhat more. severe 
than 1923-24 but not so severe as| 
1920-22, 

“During 1920-22, industrial pro-| 
duction declined 33 percent and) 
commodity prices fell 46 percent. | 
My guess is that the monthly in- | 
dexes of industrial production and 
wholesale prices, at some time be- 
fore the end of 1950, will reach 
levels something like 25 percent | 
below their peaks of 1948.” 

Snider said that since produc- 
tion and prices have already fallen 
6 or 7 percent, the expectation is 
for a further fall of as much as 
15 to 20 percent. 


FWD, Mayor 


Named in Deal 


ST. PAUL.—An alleged truck- | 
purchase “deal” involving two offi- | 
cials of Minnesota Four Wheel 
Drive Co. and the mayor of Orton- 
ville, Minn., is under investigation 
by the county attorney following a | 
report by the state public examiner, | 
Richard Golling. 

The mayor received a $250 check | 
which he said he got from the St. 
Paul truck firm as a legitimate 
“dealer’s commission” on the $4,- 
995.50 truck bought in 1947 by the 
city council, with the mayor not | 
voting. 

The examiner’s report quoted the 
mayor as saying he had made out a 
false invoice for two outboard mo- 
tors from his hardware and auto- 
motive supply firm in order to se- | 
cure “a little something” in pay-| 
ment for awarding the order to the 
truck company. 

But Vice-President Sherburn| 
Flowers and President Harvey No- | 
lan of the truck firm were reported | 
by Golling as insisting the outboard 
motors were actually received and 
that the $250 check to Mayor Evans 
was therefore a bona-fide payment. 


New Heil Distributor 


Heil Co., manufacturer of dump 
bodies and hoists, has announced 
the appointment of Knoxville 
(Tenn.) Mack Distributors, Inc., 
510-512 N. Central, as dealer for its 
equipment. J. Herbert Stamps is 
general manager of Knoxville Mack. 


miles and more are made with 
stock. 

Chicago leads among the nation’s 
markets with receipts of 863,437 
tons of meat animals by truck and 
Omaha next with 802,467 tons. 


Livestock farmers and the meat- 
packing industry are more than 
ever dependent on trucks for con- 
veniences and flexibility in handling 
of live animals and processed 
meats, say the publications, and 
the livestock industry could not 
possibly operate at its present capa- 
city without the motor truck. 


Driver Training Opens 
July 5 at N. C. State 


RALEIGH, N. C.—The first 
North Carolina driver training 
school, designed specifically for 
truck drivers, will begin at 
North Carolina State college, 
Raleigh, July 5, according to 
Edward W. Ruggles, director of 
the school’s extension division. 

Ruggles said the six-week 
course will offer instruction “in 
the theoretical aspects of safe 
driving” and will also provide 
“behind-the-wheel training.” 


William Ullman, Washington correspon- 
dent, keeps AUTOMOTIVE NEWS readers 
up to date on political and economic trends 
in the nation’s capital every week. 


A Rotary gives you these 
6 money-saving features 


1. Maximum undercar accessibility 


Fast spotting and loading 


Easily operated axle supports 


Clear floor with lift lowered 


Low-cost installation 


Famous Rotary jack 
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Body Engineers 
Set Nov. 2-4 for 
Detroit Parley 


DETROIT. — The American So- 
ciety of Body Engineers will hold 
its fourth annual technical conven- 
tion Nov. 2-4 here in the Rackham 
Memorial Bldg., it is announced, 

Eight technical sessions are to be 
directed by outstanding speakers 
and engineers in the auto industry. 

Displays for the convention are 
being arranged by suppliers and 
parts manufacturers, who will show 
the engineers their newest products 
and the means used in developing 
them. 

Glenn F. Doyle, engineering su- 


FLUSH MODEL 


SURFACE MODEL 


MECHANIC’S 


pervisor, Ford Motor Co., has been 
named to act as general chairman 
of the parley. 


Bakelite Expands Facilities 


For Plastic Materials 


NEW YORK.—Greatly increased 
facilities for the production of 
polyethylene resins are now in 
operation, according to George C. 
Miller, vice-president and general 
sales manager, Thermoplastics de- 
partment, Bakelite Corp. 

The new production facilities are 
located at South Charleston, W. 
Va., and are operated by Carbide 
and Carbon Chemicals Corp. The 
new production makes available 
polyethylene resins in a wide range 
of molecular weights and colors. 
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Highways & Safety... 


AUTOMOTIVE NEWS, JUNE 13, 1949 


Death Rate Target: 





for a quarter to drive on any 
road in the state.” 
To eliminate this situation the | 
President declared: “States and lo- 
cal governments have a duty to)| 
deny the privilege of using public | 


highways to the irresponsible, the|  ~ 
























5. — b EK d "51 unfit and the chronic lawbreakers.” ; - 

© 7 i oO Another deficiency noted by the ; 

President was in the collection and ie eu 

“ o Dect Rot J 

CHALLENGE to states and) was 8.1 deaths per 100 million | use of accident reports. fag oe he vo pr 

cities to bring the nation’s| miles of travel. a otal = tox tas ein ee # é i co! 

traffic death rate down to five by| The more than 2,500 delegates to rams ” he said & | 4 oeeee ce : a | 

the end of 1951 was issued by|the conference _ re Pb itt ge a a | «am “. as ’ 
i - = ‘ 

Lyman W. Slack, Portland (Ore.) Hag mle satabliah diner HE President declared “gratify-| = ‘ Ras ae $19 
Mercury dealer licensing systems “worthy of the ing progress” had been made in = ee moe as aT tes 
and chairman of | ame.” other segments of the Action Pro-| mm «7 Aa oF ie 
the Oregon Inter- F oa gram, notably in the fields of high}. = © wen ae : a 
Industry High-| wraqinGc that. the “frightful|School driver training, highway wi ee : a b ga 

ws way Safety Com-| * slaughter on our streets and| construction, enforcement, admin- cs TOTAL FOR U. S.--- 32,000 ec we : r 
mittee. bistewars continues,” the President | istration and dissemination of in-| —* % nee eG ; 

% Delivering the| added that “in too many cases the formation to the public. te . dash inetd paral ddaes cad sacs eee 4 

Us oO closing address at/jaws are pitifully weak and the| Few changes in the Action Pro- | a q 
TRN the third annual! procedures for driver examination| gram formulated in 1946 were) THE RECORD, STATE BY STATE—Little Rhode Isiand looms as the biggest state in the | D 
President’s High-| are scandalous.” made by the conference. Such | nation from the — < oe ay ee - 73) oe , 
‘ | i est in e VU. S. in . was 

rr eee Semerenes Sh Wale In a deviation from his pre- oo Se Siew Staten “ee 121 death tate. The national average was 8.1 as traffic accidents killed S 

ington, Slack noted that the goal! pared manuscript, the President | #bout “in the light of experience | 500 meneoes Gat year. ) 

of six set by the 1946 Conference) ¢ited the “terrible” licensing law =— ae ae oe a ia | F 

had not been met, but declared; jin his home state of Missouri, cemeennabin Safety Seeakaiien. | plishments up to report time | state still does not have a driver - 

that vigorous action could drive! stating: “A man can walk out of | Brief highlights of reports by| were termed “disappointing.” | license law. | Ba 
the death toll to five. an insane asylum, go into a drug- | technical committees follow: | There are still 17 states without | aaa records- cee, states f xt 

__ The national average in 1948 | store and buy a driver's Jicense Laws and ordinances—Accom- | @ certificate-of-title law and one | inne = eer sae aoe fob , ae - 

| field of collecting and utilizing ac- Ste 
cident records.” Recommendations ; T 
|included increased budgets and i $1.4 
|}combining of accident reports in cen 
|one central bureau. grec 
Education—Interest and activity uct 
-ncreased sharply. More than 3,000 pre 
| driver-training cars in use in high 192 
schools. About 465,000, or 26 per- ste 
cent of all eligible boys and girls duc 
throughout the nation, are receiv- abc 
|}ing driver education but less than 192 
|half of these are getting both T 
classroom work and _ behind-the- par 
wheel instruction. $54 
* * * eac 
NFORCEMENT — Traffic law . 
enforcement continued to make last 


gains in 1948 in both states and 
cities but police departments and 
courts generally have fallen short 
of meeting recognized performance 
standards. State police strength in 
general was not sufficient to cope 
with increased vehicle registra- 
| tions and travel. 


Motor Vehicle Administration 
Committee reported “no overall 
| decisive or solid gains” in this 
field. Only 12 states have laws re- 
quiring periodic motor vehicle in- 
spection. This is believed due to 
failure to inform public of the 
necessity for such programs. 

Public Information—This ac- 
tivity measures up as the “big- 
gest and most effective in his- 
tory,” the committee reported. A 
| better all-around public informa- 
tion job in 1948 than in 1947 was 
credited to 55 percent of all 
cities. Twenty states had a high- 
er public information rating last 
| year than in 1947 while 24 were 
lower and four were unchanged. 
Organized Public Support 
|Greatest organizational gains in 
| municipalities with accelerated ac- 


|tivity in smaller cities. Last year 
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| 38 states held highway safety con- soli 
| ferences. Ten states still have not qua 
| complied with this first recommen- cre: 
ago 
| pre: 
° mai 
| Child Safety luo 
The “‘Brass-o-matic” process is just one of the ing closely with Automo- | Spurned. Mass inv 
scientific operations U.S. Rubber uses to help tive Engineers. Today, | P ? F = 
you make today’s cars . the U.S. technical team can help you on a wide Aide Charges O 
and trucks ride more variety of problems involving noise,vibration Taking care of child safety is not : 
: ” considered important by “the heavy c 
smoothly and silently. and wear—by means of rubber-to-metal and |brass” in most police departments wal 
This unique system of all rubber parts. This team | in Massachusetts, William Reardon, cat 
: 2 : M : director of safety education for the 
brass-plated adhesion results in a permanent __ consists of chemists, physi- Massachusetts registry of motor ve- ~ 
: ° ie |hicles, charged at the first state- : 
bond between the metal and the rubber... cists, metallurgists and de- wide conference of police safety saic 
Gia and only U. S. Rubber _ sign engineers. education officers in Springfield, . 
ee + 99 | Mass. prov 
offers “Brass-o-matic. Just call or write, United States Rubber Reardon said the Massachusetts og 
Thi } : registry has “failed utterly to con- § 53, 
his technique ofbond- Company, Engineered Rubber Products vince people of the importance of a 
ing rubber to metal was Division— Fort Wayne, Indiana or 5850 Cass = a. oo are oct the 
developed by U. S. Rubber Engineers, work- Avenue, Detroit. |Proud of its record, and asserted 
that the “top brass” in most police Col 
departments feel that safety as- | s 
MADE AT FORT WAYNE BY signments can be given to anyone.” To 
_He singled out Boston for par- F 
ENGINEERED RUBBER PRODUCTS ticular criticism, blaming parents Mfg 
there for the tremendous increase thre 
in accidents among youngsters of son 
FOR THE AUTOMOTIVE INDUSTRY ear se 
“We find it difficult to educate te 
UNITED STATES children in highway safety there,” it * 
RUBBER COMPANY he said, “because few mothers will shay 
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Automotive Finance 





(Continued from Page 16) 


400,000 shares for similar period of |cline in earnings to the cost of 
previous year. |converting production lines and 


Bohn Aluminum and Brass and |¢duipment in seven major plants 
Subsidiaries—March quarter: Net |ffom old to new-car body models. 


; | profit, $121,371, or 34 cents a share,| Production schedules, based on | 
ag ' compared with $3,389, or one cent |customers’ schedules already re- 
: ' a share last year. |leased, will reach an all-time high | 
, No Ik Tire & Rubber—Six |i” the company’s history during 
* months to March 31: Net loss,|*#e second quarter of 1949, he 


rap : stated. Briggs is currently employ- 
$19,522, after giving effect to $11,965 ‘ing more than 35,000 persons, a 


. ' tax credit, compared with $29,736 | : 
loss, including $18,225 tax credit for | pe ge seo eeSects the rapid 

similar period of prior year; sales, |e "She aemieoae cna Es 
$3,073,983 against $3,402,194 sion. The company’s steel inven- 
“1 3.073, . . 7; eee | tories have improved steadily, and | 
ma ‘ iv = te Seo plant in 
«3 oungstown, O., is expected to go) 

} 48 Steel Sales | into production shortly. ” be used in instructing the school's students to drive properly. Demers, at the far right of 
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| the front row, is shown with police and school officials of Shrewsbury. 
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DEALER ASSISTS SAFETY COURSE—Theodore J. Demers, of Demers Brothers, Inc. (DeSoto) 
in Worcester, Mass., recently loaned a Plymouth to the Shrewsbury (Mass.) high school to 
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nvehi- | Double Level Commercial Credit Ups Net | 9 3.60 
le was S 7 1929 T in |dends of $225,000 on the 3. per- | Sweeney Honored 
s killed Set in 0 $3,542,395 in Quarter 'cent cumulative preferred stock | E ‘ 
Consolidated net income of Com-| outstanding, net income applicable | Bernard H. Sweeney, resident 
Record sales of more than $8 bil- . . e of Com- | &, PP | manager in St. Louis of the Gen- 
. lion were made in 1948, year of mercial Credit Co. for the first| to the common stock for the first | & - ‘ Bod 
river ti | activity, by | Wuarter ended March 31 was $3,-| quarter was $3,317,395, or $1.80 per | eral Motors Corp. Fisher Body 
greatest peacetime steel activity, by | 549395 compared with $3,006,453, | share, compared with $2,781,453, or| division, has been elected vice- 
jtates | iron and steel companies having 90 | for the same period of 1948, $1.51 per share for the same period | president of the Greater St. Louis 
3 are percent of the raw steel capacity) After payment of current divi-! in 1948 | safety council 
n the of the country, American Iron and | —————_____ ‘ eee ; aa le 
g ac- Steel Institute has reported. 
itions | The sales total rose more than | 
and $1.4 billion, an increase of 21 per- | 
ts in cent over 1947. This sum, including | 
gross receipts from fabricated prod- | 
tivity ucts, by-products and steel mill 
3,000 products, was more than double the | 
high 1929 gross sales. The volume of 
per- steel sales measured by ingot pro- 
girls duction in 1948 was 4.3 percent 
ceiv- above 1947 and 40 percent above 
than 1929, the institute states. 
both The total net income of the com- 
|-the- panies in 1948 was approximately 
$542,000,000. The average profit for 
each dollar of sales,.at 6.7 cents, 
\aw was up about 8 percent over 1947. 
mnie It was exceeded four times in the 
and last 20 years when volume of steel 
al | production and sales were less than 
short in 1948, 
ance It was 1% cents less than the 
th in annual average throughout the 
cope 1920s. The margin of profit on sales 
istra- in the iron and steel industry was 
more than 10 percent below the 7.5 
. percent average of other industrial | 
on groups, according to the National | 
a City Bank of New York. 
= Men Dividends of $205,000,000 showed | 
» in- an increase of less than $21,000,000, | 
e to or 11 percent, as compared with | 
the 1947. Federal and state taxes, ex- | 
cluding social security taxes, 
showed the greatest relative in- | 
ame” crease of any item, rising to $494,- 
4 000,000, up 32 percent, it is said. 
i et Employment costs, including so- 
ath, cial security and pensions, as well 
was as wages and salaries, increased | 
on nearly 15 percent to more than | 
rea $2.8 billion. Other costs were up 
L ; 24 percent to $3.7 billion. 
last . A pa | 
vere 
e 
pe Auto-Lite Sales 
P 
: e 
s in | Rise Over 1948 
year Electric Auto-Lite reported con- 
con- solidated net sales for the first | 
> not quarter of 1949 of $52,321,459, an in- | 
men- 


crease over the same period a year | 
Bs ago of $2,914,749. Royce G. Martin, 
president, stated that replacement | 
market sales declined drastically | 
due to the general adjustment of | 
inventory positions by all dealer | 


2 eae 


and jobber outlets, This decline 
continued through April. 
On the basis of orders received, 
» not it would appear that the adjust- | e 
; ment period is past and the down- V9 tak th | cat 
me ward trend should now reverse | mM xh é ace YL 
nt itself, This seasonal trend, while | 
» the not new in the history of the com- | sak : ‘ ; 
— pany, has been more drastic than | lo the designer and maker of motor-cars, there, is no substitute for 
r ve- ; , , , 

i ds the war, h : ; 
mp aed a ee ee ee 7 leather for the upholstery of a fine car. . . for the car that sets the pace for 
afety ; , : ; R 
field, Net consolidated earnings, after smartness and service. + For genuine leather is smart . . . colorful 

t provisions for taxes, for the first 
setts quarter of 1949 amounted to $2,203,- ... the most enduring of all materials that can be employed. 
con- 853, equal to $1.47 per share. This : F , eee ee an on 
re of compared with $2,708,998, on the And its beauty is matched by its flexibility of application . . . its 
ers.” same basis, or $1.81 per share for Y an 2 , ] 
not the like period a year ago. serviceability to the customer . . . the pride the owner takes in the possession 
d * ; 

*-e : eon ae of a car so upholstered. + The feel of leather . . . the look 
as. § Conversion Cuts Briggs Net ; : 
niin @ To $465,504 in Quarter of leather . . . the very quality of leather yields to no other material 

3 

par- First-quarter earnings for Briggs | for durability and distinction . . . for smartness and service. 

pene Mfg. were below those for the first 

“oe three months of 1948, W. D. Robin- | 

sO son, president, has reported. Briggs | THE UPHOLSTERY LEATHER GROUP + TANNERS’ COUNCIL OF AMERICA+100 
on earned $465,504 for 1949’s first quar- | 

S ter, or 24 cents per share, whereas : : 
ere,” it ane $2,044,036, sa” NORE “thee The Ashtabula Hide & Leather Company, Ashtabula, Ohio + Blanchard Bro. & Line, Newark, New Jersey + Conneaut Leather, 
will Inc., Conneaut, Ohio + Delaware Tanning Inc., New York, N.Y. + Eagle-Ottawa Leather Company, Grund Haven, Michigan 





Share, during the same period in 
1948. Robinson attributed the de- 
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The Lockawanna Leather Company, Hockettstown, New Jersey « Radel Leather Manufacturing Company, Newark, New Jersey 








PRA Requested 
‘To Study Local 
Rural Roads 


WASHINGTON. — The Senate 
Public Works Committee has re- 
quested the Public Roads Admin- 
istration to undertake a_ special 
study into all phases of the “local 
rural road” problem. ‘The study is 
not expected to be ready until next 
year, when a regular federal aid 
bill for roads probably will be con- 
sidered by Congress. 

This does not mean, however, 
that action on the rural road prcb- 
lem has been deferred for the ses- 
sion. Two bills making special 
authorizations for local rural roads 
are still alive in the roads sub- 
committee. 

These bills would authorize $100,- 
000,000 or $150,000,000 annually, re- 
spectively, to be matched by the 
states for improvements. Several 
groups have testified in favor of 
aid for this part‘cular class of 
roads, whose mileage has ben es- 
timated to total some 2,090.090. 





FOR DURABILCITY 
AND DISTINCTION 
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Michigan Used-Car Clinic 


By Bob Finlay 

Managing Editor 

ITH new-car dealers convinced 
that used cars are becoming 
again their No. 1 problem, a clinic 
on used cars was one of the best 
attended features of the annual 
convention of the Michigan Auto 
Dealers Assn. in Detroit last week. 

Panel members who led the 

discussion were veterans of the 

business, all with more than 20 
years of experience, 

A. 8. Levinsohn (Hudson), Sagi- 
naw, handled appraising; H. J. 
Cook (Chevrolet), Lansing, recon- 
ditioning; Howard Pore (Ford), 
Kalamazoo, displaying, and Arthur 
E. Summerfield (Chevrolet), adver- 
tising and selling. 

* . + 

Appraisal 
OEVER handles appraising 
at the dealership, said Levin- 
sohn, must have a thorough knowl- 
edge of these points: 

1. Market values. 

















2. Performance and appearance. 

3. Reconditioning costs. 

The appraiser should drive the 
car, either alone or with the own- 
er. If the owner is along, the ap- 
praiser has an opportunity to dis- 
cuss the car with him. 

Then the appraisal should be 
made in writing on an appraisal 
form, with notations on all 
points having a bearing on the 
value of a car. 

Items that must be _ recondi- 
tioned and the cost of recondition- 
ing are noted. Say it is estimated 
that the car will sell for $1,000, 

that reconditioning will run $125. 
Then the dealer’s overhead must 
be considered. This will vary with 
the dealer, said Levinsohn, but he 
used a figure of 10 percent as an 
example. This gave a basic figure 
of $775. 

At this point the trading policy 
of the dealer enters the picture. 
No attempt was made to estimate 
this, but it was emphasized that 
the basic figure was still essential, 
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Super Pyro! 
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since it gives the dealer a starting 
point for trading. 

Levinsohn suggested that one 
of the key points in a deal was 
the presentation of the trade-in 
offer. 

It should never be made at the 
curb, Levinsohn said. A good time 
to make it is immediately after 
a road or showroom demonstration, 
or both, when the key family mem- 
bers are together. 

Take the customer inside with 
a remark, like: “Let’s see how the 
appraisal figures add up.” 

If there is any resistance at this 
point, the written appraisal gives 


“Great windshield-wiper weather, 


an intelligent basis of discussion, | joy ¢ jt?” 


while the demonstration has left 
(or should have left) desire at a 
high point. 
* + * 
Reconditioning 


ESPONSIBILITY for recondi- 
tioning, said Cook, should be 


the shop foreman or a specialist— 
but never all three. 

Usually the used-car manager 
has the responsibility for seeing 
that the car gets through the shop 
rapidly—but not so rapidly that 


delegated to one and only one per-/| points are overlooked. 


son—either the used-car manager, 
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phasized, that the decision as t» 
whether to recondition, sell as is 
or wholesale the car be made at 
once, 

If the car is rough, wholesale or 
junk the car—and do it right 
away. 

If it is an exceptional prewar 
that will bring a good price throuzh 
reconditioning, go ahead and 
condition it, but be sure that you 
are not putting more money into 
reconditioning than you can get 
out of the sale. 

If the decision is to recondition, 
double-check the appraisal items, 
road test the car and use a prep- 
aration sheet to insure that no 
point is overlooked. 

Many a sale, said Cook, is lost 
because of poor reconditioning. 

“We pay money,” said Cook, “to 
bring in every used-car prospect. 
Don’t send them away through 
faulty reconditioning.” 

Use the check sheet to see that 
all the little items that may sour 
the prospect are taken care of. 
Trash in the luggage compart- 
ment or in the dash compart- 
ment may give the prospect the 
idea that you have overlooked 
big items as well as little ones. 

Use specialists in reconditioning, 
said Cook, for they know the 
short cuts, and you don’t want the 
used cars to get in the way of your 
pay service business, anyway. 

Whatever you do, do it thor- 
oughly and do it fast, said Cook, 
for the used car properly prepared 
is half sold, while more losses can 
= traced to delay than anything 
else. 


re- 


* * * 


Display 


PORE suggested that if there is 


a lot adjacent or across the 
street from your dealership, an ad- 
vantage can be gained through a 
tie-in. Supervision is easier and 
the used-car lot gains prestige 
through the new-car dealership. 

If the lot can’t be near the new- 
car deal, some think it is better 
to be on used-car row to get traf- 
fic while others say a lot away 
from the row gains through indi- 
viduality. 

(While not mentioned, it is ob- 
vious that if individuality is the 
goal, strong advertising must be 
used to bring the customers your 
way.) 

A used-car salesroom helps, 
said Pore, when it is possible or 
practical to have one. If you 
have one, paint the walls in light 
pastel shades, said Pore, to show 
up the cars better. Cleanliness 
and neatness are musts. 

Signs are important. They should 
carry the dealer’s name and the 
new car he handles. 

If you have an open lot, it should 
be paved and attractive. Don’t ex- 
pect customers to walk through 
mud or snow to see your cars. 

Lights close together seem to at- 
tract customers, said Pore. 

Lots should be kept open until 
9 p.m. for the convenience of used- 
car customers, many of whom can- 
not get to the lot except in the 
evenings. However, Pore said he 
believes that Sunday selling is not 
necessary. 

In displays, make the full use 
of eye appeal. Study the efforts 
of non-automotive lines like de- 
partment stores in emphasizing 
attractive displays. 

If a car has a good front end, 
get it in the front row at a slight 
angle. Use variety in your front 
row to show that you have a wide 
choice of cars. 

Neat signs should be used on the 
cars themselves, showing the price 
and giving a brief description of 
the car. 

If you handle trucks, too, give 
your trucks the same touch of 
showmanship used to display 
cars attractively. Too often, said 
Pore, they are at the back of the 
lot and look junky. 

Set off a section of the lot ex- 
clusively for trucks, and make this 
section attractive to the eye and 
convenient to reach. 

Be sure there is enough space 


| between the cars to allow custom- 


ers to get into the cars. 
* * +” 


Advertising and Selling 


HE PUBLIC, said Summerfield, 

has formed the habit of looking 
to outlets other than the new-car 
dealer for used cars during the 
last seven years. 

And since customers are acti- 
vated to a great extent by habit, 


the new-car dealers have a big 
(Continued on Page 24, Col. 1) 
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Highways and Safety 








(Continued from Page 20) 


join safety organizations. They are 
toc busy at the horse races and the 
dog races to join such clubs.” 

Reardon forecast a sharp jump in 
automobile registrations in the next 
10 years, and declared that police 
departments must be ready to as- 
sign increasing numbers of quali- 
fied men to the safety program to 
cope with the problems resulting 
from having more cars on the high- 
ways. 


F atalition Dro P 
18% on Ohio 
Rural Roads 


According to the Ohio division 
of traffic and safety, 125 traffic 
deaths have been reported on 
rural state highways for the first 
three months of 1949, a decrease 
of 18 percent under the 152 deaths 
for the same period in 1948. 

This reduction in rural deaths is 
even more significant when com- 
pared with highway travel, the re- 
port said. During the first three 
months of 1949, motor vehicle 
travel on rural state highways was 
up 9 percent over the correspond- 
ing period of 1948. The 1949 death 
rate (deaths per 100,000,000 vehicle 
miles) was 8.0 compared to 10.4 
for the same period in 1948, a de- 
crease of 23 percent. 

For the first three months of 
1949, a total of 3,949 traffic acci- 
dents have been reported on rural 
roads compared to 4,144 for the 
first quarter of 1948, a reduction 
of 5 percent. 

The injury toll in 1949 accidents 
was slightly higher than the same 
period last year. So far in 1949, 
a total of 2,601 persons have been 
injured in rural accidents as com- 
pared to 2,542 for the same period 
in 1948, an increase of 2 percent. 


Driving Booklet 
Nash Publishes Tips 
On Safe Motoring 


Nash Motors announces publica- 
tion of a pocket-size “Safe Driv- 
ing” booklet for free distribution as 
a part of its “Better Driving Pro- 
gram.” 

The booklet, “How to Drive Safe- 
ly and Economically,” was written 
by Cannon Ball Baker, the veteran 
automobile road test driver. Aimed 
at increased highway and urban 
driving safety, the booklet is a 
complete resume of Baker’s advice 
to drivers based upon 44 years of 
experience behind the wheel as an 
auto test driver, according to H. 
C. Doss, Nash sales vice-president. 

The booklet, complete with pass- 
ing and stopping speed charts and 
reproductions of highway markers 
and driver signals, is already in its 
second printing. Copies are avail- 
able at all Nash dealers or may 
be obtained by writing to Nash 
Motors at Detroit. 

It feasures the theme that “safe 
driving is smart driving—and smart 
driving is economical in terms of 
cars and people.” | 


* - * 
Accident Study 
Blames Liquor 

6 om a 

And ‘Stupidity’ 

Seventy-four percent of all traf- 
fic fatalities in the U. S., or more 
than 24,000 a year, are caused by 
plain stupidity, bad manners and 
liquor, according to a survey by 
the Northwestern National Life 


Insurance Co, 
Top killers are the “stupid” of- 








Traffic Deaths Rise, 
But Rate Declines 


The nation’s traffic death toll 
in the first quarter of this year 
was 6,610, or 2 percent higher 
than for the same period of 1948, 
the National Safety Council re- | 
ports, 

Because of the continuing in- 
crease in travel mileage, how- 
ever, the death rate for the first 
three months of 1949 was down 
to 7.6, compared to 8.1 for the | 
year 1948. 





fenses classified in the report as 
excessive speed, ignoring traffic 
signs and traffic officers, passing 
on hills or curves and other “dim- 
wit” violations. 

They are the principal causes of 
32 percent of the fatal accidents 
and contributing causes in 40 per- 
cent of them. 

And drivers aren’t the only ones 
who act foolishly, the report dis- 
covered. Pedestrians, too, are 
guilty of stupidity when they cross 
against traffic signals, jaywalk, 
cross between intersections, come 
from behind parked cars or walk 
with the traffic. 

It’s this type of thoughtlessness 
on the part of pedestrians that 
causes 12 percent of all fatalities, 
according to the study based on 
traffic records of 1946, 1947 and 
1948. 

Bad manners—road hogging, 
driving over the center line or on 
the wrong side of the road and 
barging through when another 
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driver has the right of way—cause 
another 15 percent of traffic deaths, 
while alcohol is estimated to cause 
at least a like percentage of deaths. 
Of the 15 percent of deaths 
caused by drinking, 12 percent is 
attributed to drivers and 3 percent 
to pedestrians. 
. 


Fisher Truckers 


Tops in Safety 


DETROIT.— Truck drivers for 
Fisher Body division of General 
Motors led the nation for safe 
driving among the large trucking 
groups of over 50 units during 1948 
with an average of less than one 
accident per 100,000 miles of driv- 
ing, according to J. J. Cronin, gen- 
eral manager of Fisher Body. 


Safe driving certificates issued 
by the Detroit Industrial Safety 
Council have been awarded to 105 
Fisher Body drivers for going 
through the year without an acci- 
dent, Cronin added, pointing out 
that of this number, three have 
finished 21 years of driving with- 
out an accident. Eighteen Fisher 
drivers have gone 10 or more years 
without a single accident, and in 
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NASH DEALERS' EXHIBIT DRAWS—Nash dealers of metropolitan Los Angeles were enthu- 
siastic about the public interest and response to their exhibit at the Los Angeles Sportsmen's 
show. The Nash dealers report that a high percentage of the 265,000 people attending the 
show visited the Nash exhibit. 





more than 30 years of trucking AUTOMOTIVE NEWS WANT ADS have 


operations, there have been no been proven the quickest, least expensive 
: : method of reaching the men who want 

fatal accidents involving Fisher| y4+ you have or have what you want! 

drivers. See the back pages of this issue. 
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Model No. V-2. Fits Studebaker models with center wind- 


For New and 
Unusual Automotive Accessories ... it’s 


CASCO 


LOWER INVENTORIES, TOO! 


You can still sell those car owners who want a painted visor to match their cars. 
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Dealers Offer Tips... 





Clinic on Used-Cars 
Michigan Highspot 


(Continued from Page 22) 


job to do in getting used-car cus-|be used continuously, but is of 


tomers to think of them instead 
of independent lots or individual- 
to-individual sales. 

In this respect, Summerfield 
told of dealer groups in some 
cities which have been using co- 
operative ads to get across the 
advantages of buying cars from 
new-car dealers. 

Each dealer, Summerfield said, 
should have a basic plan of adver- 
tising, making use of all media, 
each of which has value when 
properly used. 

The dealer should figure the 
amount of money needed in re- 
establishing himself as a good 
source of used cars, and then 
should budget that amount. 

He should determine which days 
of the week are best for used-car 
sales, and then should dominate 
the classified sections on those 
days. 

Summerfield advised sincere 
advertising descriptions, avoid- 
ing the hackneyed, like “clean in 
and out,” and such messages, 
which have lost their punch. 

In some cases, there is an ad- 
vantage to stressing the down pay- 
ment in these days of high prices. 

As for radio, Summerfield point- 
ed out that the human voice is a 
persuasive sales medium. Spot ad- 
vertising before or after good pro- 
grams plants the dealer’s name in 
the public mind. 

Handb'‘ll advertising should not 
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value for special cleanup sales, said | 


Summerfield. 


Direct mail is valuable to keep) 


contact with customers. Timing 
here is important, too, as it is in 
all media. Try to catch customers 
just before they complete the final 
payment on their old used car. 

Direct mail is also of value for 
institutional advertising, Summer- 
field said. 

* + * 
Selling 

GELLING, said Summerfield, be- 
“ gins when the salesman meets 
the customer. And don’t s2nd a 
boy to do a man’s job, ne advised. 

The customer sees the dealer 
through the salesman, and it is 
therefore essential that salesmen 
be properly screened. The sales- 
man must be a reputable person, 
and he must not lie or misrepre- 
sent. 

Summerfield emphasized the 


| AIDA formula of selling: Atten- 


tion, interest, desire and action. 

The salesman must give the 
appearance of one worth listen- 
ing to, and must have the knowl- 
edge to create interest and then 
desire for the product. 

He should figure out the cus- 
tomers inclinations, and then em- 
phasize the idea that the customer 
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slight change in dimensions to fit Jeep body. ¢ Like 
all Manley Automotive Service Equipment, these 
Wrecking Cranes are sold only through Automo- 
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FLEISCHLIS WIN STUDEBAKER 
mony are, left to right, three Fleischlis—Gus 


baker regional manager, and William T. Clement, district manager. 


should have this car for reasons 
that the customer will react to. 

Once desire is created, action is 
easy, said Summerfield. 

In the broad view, it is the boss 
who sets the pace for selling by 
his own enthusiasm, Summerfield 
said. 

Take a look at yourself, Summer- 
field advised the dealers. 
keeping abreast of conditions or 
are you day dreaming? 

Summerfield said that the best 
salesmen he ever knew set a 
goal of 10 contacts a day, and 
never left a prospect until he had 
made use of all the salesinanship 
he knew. 

During the discussion 
Levinsohn told of a_ six-month 
campaign Lansing dealers had used 
to reestablish new-car dealers in 
the used-car field. 

Every evening for three months 
radio advertising told why custom- 
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Shown here are 
a few of the many 
minute-and-muscle- 
saving items offered 
by Manley. Investment 
in good Manley 
Equipment pays off — 
over and over again. 
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SERVICE 


EQUIPMENT 





CITATION—Fleischli 
marking its 30 years in business at Cheyenne, Wyo. Taking part in the presentation cere- 


Are you | 


period, 






Truck Tonnage 


Rises Steadily 
For 10 Years 


WASHINGTON.—An increase in 
intercity truck tonnage over the 
past 10 years is reflected in a new 
truck loading index released by the 
American Trucking Assns. 


The new index replaces the ind»x 
formerly compiled by the associ:- 
tion from reports voluntarily sub- 
mitted by carriers and based on the 
1938-40 average as 100. The present 
index is compiled from quarterly 
reports of Class I motor carriers of 
property filed with the Interstate 
Commerce Commission and is based 
on the year 1941 as 100. 

The new index shows that an in- 
crease in intercity tonnage handled 
by Class I motor carriers has been 
recorded every year for the past 10 
years with the exception of the war 
years 1944-45. In 1944 the volume of 
traffic remained the same, while in 
1945 a slight decrease was recorded. 

The index for the U.S. is 171. The 
New England index of 129 is the 
lowest in the country, while the 255 
figure of the northwest region is the 
highest, 


Motor Co. is awarded a plaque 


ir., Gus sr. and William; A. E. Stacy, Stude- 


| ose should look to new-car dealers 
for used cars. 

This was followed by _ three 

|months of newspaper advertising 
|on the same theme. 
Recently, a special two-page 
| Spread was used to carry the over- 
| all message and also special classi- 
| fied ads of new-car dealers. 


Fruehauf’s Iowa Plant 


Site of Sales Meeting 


CEDAR RAPIDS, Ia.—More than 
80 branch managers of Fruehauf 
Trailer Co. of Detroit gathered here 
| June 2-3 for a two-day sales meet- 
ing and inspection tour of the 
Fruehauf machine plant. 

In addition to the managers, 
Fruehauf officials from Detroit in- 









Caravans Take 
Dodge Route-Van 
Through 57 Cities 


DETROIT.—Fifty-seven cities in| 
32 states will be visited by six) 
caravans of Dodge Route-Vans 
during the next two months to/cluded Harvey C. Fruehauf, chair- 
show the diversified uses of the | man of the board; Roy Fruehauf 
new type of door-to-door delivery|and L. C. Allman, vice-presidents; 
vehicle, it is announced by L. F.|W. J. Robinson, sales vice-presi- 
Van Nortwick, director of truck|dent F. M. Reid, engineering vice- 








sales. 

Three-day showings are being 
arranged in many of the cities for 
truck users, special body builders, 
editors of truck and vocational 
magazines and automotive editors. 
| Ten Route-Vans covering a wide 
range of vocations form the nuc- 
leus of each of the six caravans. 
Unique but practical interior con- 
|versions are featured in these 
units. Additional Route-Vans being 


57 cities. 


7-foot, 9%-foot and 12'2-foot body 
sizes. Also included is a chassis 
with body front section, which was 
added only recently to the Dodge 
truck line to permit the installa- 
tion of special bodies. 

The first caravan showing will 
be in Buffalo June 14-16. The sec- 





ond and third caravans will be in| 


Detroit and Chicago June 28-30, 
while the fourth, fifth and sixth 
caravans will be in Memphis, At- 
lanta and Los Angeles July 5-7. All 
|cf the caravans will conclude their 
showings Aug. 12. 





Purolator Adds 
20 Sales Reps 


| NEWARK, N. J.—An expanded 
| product and sales promotion pro- 
|gram by Purolator Products, Inc., 
manufacturer of automobile oil fil- 
ters and industrial filtration equip- 
ment, has been further stepped up 
by the recent addition of 20 new 


sales representatives to the com-| 
pany’s nationwide organization, it | 


is reported by Carlos D. Kelly, 
vice-president. 
Kelly announced 
sales appointments: 
Leonard R. Akin, Dallas; Robert 
|R. Vaiden, Houston; 


the following 


Schuman, Denver; Timothy R. Mc- | 


Carthy, Philadelphia; Oliver T. 


Baird, Pittsburgh; George W. Ernst | 


jr., Kansas City; Frederick A. Fer- 
nee, Detroit; John L. Fort, Mem- 
phis; John Merrifield, Los Angeles. 

Also, Robert E. Norris, Newark; 
Renus C. Swenson, Chicago; Wil- 


liam P. Ross, Chicago; Alex Wal-| 


ters, Los Angeles; George D. Brim, 
| Atlanta; John R. Belt, Portland, 
|Ore.; Milton E. Wilcox, Detroit; 
|Gerard W. Ahrens, Chicago; Mau- 
| rice Muser jr., Kenosha. Wis.; 
|Charles W. Wulff, Detroit, and 
|Richard P. Milliken jr., Montclair, 
IN. J. 


. 
William Ullman, Washington correspon- 


| dent, 


up to date on political and economic trends | 


| 
i 
| in the nation’s capital every week 


used in unusual ways in the areas | 
visited also will be displayed in the | 


Units in the caravan include the} 


Kenneth L.! To 


keeps AUTOMOTIVE NEWS readers 


| president, and others. R. A. Bilton, 
| manager of the Cedar Rapids plant, 


| was host to the group. 


AUTO BOOKS 


That Should Be in 


7 + 

Every Dealer’s Library 
These books should be in the library 
of every franchised dealer—available 
to his mechanics and salesmen—the 
knowledge they contain will be valu- 
able when the ‘“‘chips are down’’ and 
real competition arrives. 


AUTOMOTIVE FUNDAMENTALS, By 
Irving Frazee and Earl L. Bedell. Cover- 
ing the entire field of automotive main 
tenance and operation. $4.90 postpaid. 


|THE LAST BILLIONATRE — HENRY 
FORD. By William C. Richards. ‘‘An in- 
formal portrait of an industrial genius who 
was also a most unpredictable human be- 


| ing.’ $3.75 postpaid. 


KNUDSEN. A BIOGRAPHY, By Norman 
Beasley. 397 pages, cloth bound, §3.75 
postpaid. 5 


AUTOMOTIVE MECHANICS. Wm. £E 
Crouse. A comprehensive and basic course 
en the subject of fundamental automotive 
mechanics, Cloth binding. $5.00 postpaid 


DEALER BUSINESS COUNSEL. Business 
guidance for automobile dealers, By J. B 
Van Tassel, Dealer Business Consultant 
| Three books—Book No, 1, $2.00. Books 
2 and 3, $3.00 each postpaid, 








DETROIT IS MY OWN HOME TOWN. 
Malcolm Bingay A story of Detroit and 
| Sidelight history of the fabulous motor 
car business. $3.75 postpaid. 


FABULOUS HOOSIER. By Jane Fisher 
A story of Carl Fisher, early pioneer of 
the automotive industry. $3 postpaid. 


FASTEST ON EARTH. By Capt. George 
Eyston, Complete history of every land 
speed record from 1898 to the present 
| Paper-bound, $2; cloth-bound, $3. 


FLOYD CLYMER’S MOTOR 
BOOKS. Order Edition No. 1, 
paper cover, $1.50 each. 
|} bound, $2.50. Steam-car 
| cloth-bound, $3 postpaid 

| HENRY FORD—HIS LIFE, HIS WORK. 
| HIS GENIUS. By Wm. A. Simonds. Re 
| printed by Floyd Clymer. Deluxe edition 
| $4 postpaid. 

| INDIANAPOLIS RACE HISTORY — 1909 





SCRAP- 
2, 3 or 4 in 
Deluxe cloth- 
edition, $2 or 





1946. 852 pages, 1,000 illustrations 
Deluxe edition, $5 postpaid. Paper-bound 
| $3.50. 





MOTOR MEMORIES. 
gears by Eugene W 
paid. 

FLOYD CLYMER’S INDEPENDENT TEST 
REPORT OF KAISER-FRAZER CARS 
Deluxe edition, $2.50 each Paper-bound 
$1.50 postpaid. 

FLOYD CLYMER’S INDEPENDENT TEST 
REPORT OF POST-WAR STUDEBAKER 
| CARS. Deluxe edition, $2.50 each. Paper 
| bound, $1.50 postpaid. ‘ 

| FLOYD CLYMER’S INDEPENDENT TEST 
|REPORT OF POST-WAR MERCURY 
| CARS. Deluxe edition, $2.50 each. Paper- 
bound, $1.50 postpaid. 7 
FLOYD CLYMER’S INDEPENDENT TEST 
REPORT OF 1949 FORD CARS. $1.50 
postpaid. 

COMPLETE 1948 INDIANAPOLIS 500- 
|MILE RACE SUPPLEMENT. By Floyd 
|} Clymer. $1.50 postpaid. 

BOOK DEPARTMENT 


AUTOMOTIVE NEWS 


DETROIT 26, MICH. 


A saga of whirling 
Lewis $3.50 post 
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Auto Personnel 


i ; . ] | Clark, Formica Co., Cincinnati; | 
Fairless wine cary Modat vice-president, J. J. B. Fulenwider, | 
Of Iron-Steel Institute | Hercules Powder Co., Wilmington, 

Benjamin F. Fairless, president, | Del., secretary, William S. Perry, 
United States Steel Corp., and vice- | Franklin Plastics division, Robin- | 
president, American Iron & Steel | son Industries, Franklin, Pa., and | 
Institute, was presented the Gary/|treasurer, J. E. Gould, Detroit | 
memorial medal for outstanding | Macoid Corp., Detroit. 
achievement in the industry at the > 2 


dinner of the 57th general meeting, Snyder, Gould Veteran, Feted | 


American Iron & Steel Institute, in | ' ‘ 7 
| At Testimonial Dinner 


New York. 
It was the first time the Gary| In recognition of his 50 years’ 


medal, top honor in the industry, | service with the company, Almond 


directors of the institute since 1944.| Gould Storage Battery Corp., was | 


IN CITY WITH 5,500 INHABITANTS—Camas Motors (Chrysler), Camas, Wash., is operated | 
had been awarded by the board of | H, Snyder, chief design engineer of | by L. J. (Luke) Snoey and A. L. (Al.) Eighmy, a former member of the staff of the central | nounced that E. 


service division, Chrysler Corp. _ 
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The presentation was made by Eu-| honored by executives and veteran |Elkhart (Ind.) firm bearing his| ican Manganese Steel division of 


gene G. Grace, chairman, Bethle- | employes at a dinner May 3. 

hem Steel Co. Snyder received a wrist watch 
. |from Richard H. Rowland, vice- | 

|president of National Battery Co., 

| parent company of Gould. 

| * + * 


Philco Promotes Woods 


To Head Research 


Leslie J. Woods has been ap- 
pointed vice-president and director 
of research and engineering of| Names New Officers 


Philco Corp., it is announced by | William B. MacDonald, Mid- 
William Balderston, president. | States Trailer Corp., Chicago, was 
From 1930 to 1938, Woods was in | elected president of the Trailer 
charge of automobile radio engi-|Coach Manufacturers Assn., suc- 
neering for the car manufacturers’ |ceeding Harold Pratt, head of the 
division of Philco, which supplied | es 
original equipment radio sets for | 
automobile manufacturers. In 1941 
he was made manager of this divi- 
sion with headquarters in Detroit. 
* > + 


Ford Promotes Scanlon 


To Used-Car Manager 


Appointment of Blair F. Scanlon 
as used-car manager for the North- 
east region, Ford Motor Co.,, has 
been announced 
by Charles J. 
Seyffer, regional 
sales manager. 

In his new posi- 
tion, Scanlon will 
supervise used- 
car and truck 
sales activities of 
four district sales 


| Trailer Coach Assn. | 








offices in nine 
northeastern 
states. 
B .S : 
ae ae Scanlon previ- 


ously was a sales representative in 
the company’s Somerville (Mass.) | 
district. He joined Ford in March, 
1947. 


Sheldon, Anderson Elected 


Brake Shoe Officers 


Donald C. Sheldon has_ been 
elected assistant treasurer and 
Kenneth A. Anderson, assistant sec- 
retary of the American Brake Shoe | 
Co., according to William B. Given 
jr., president. 

Sheldon has been with Brake 
Shoe since 1941, serving in its treas- 
ury department. Anderson has been 
with the company since 1944, also 
serving in the treasury department. 
Prior to joining Brake Shoe he was 
associated with Interchemical Corp. 

o * . 


4 District Sales Chiefs 
Named by Studebaker 


The appointment of four new 
district managers in the sales 
department of Studebaker Corp. 
has been announced by K. B. 
Elliott, sales vice-president. 

D. R. Femal has been assigned 
to the company’s Minneapolis re- 
gion; G. G. Palmer takes up 
duties in the Kansas City region 
after having served in the St. 
Louis office; J. C. Knoll goes to 
the Dallas region, and R. J. 
Adams leaves the Omaha office 
to assume the new assignment 
in the St. Louis regional head- 
quarters. 


* 7 + 


Auto-Lite’s Hilkert Moved 
To Toledo Main Office 
R. E. Hilkert, former district rep- 
resentative of Auto-Lite Battery 
Corp. in Washington and Rich- 
mond, Va., has been transferred to 
the corporation’s main offices in 
Toledo. He will assist C. H. Mun- 
son, who is assistant to J. A. Minch, 
vice-president. 
as 7 > 


Plastics Society Elects 


Gooch to Presidency 


Horace Gooch jr., treasurer of 
Worcester Moulded Plastics Co., 
Worcester, Mass., has been elected 
President of the Society of the 
Piastics Industry. 

Other officers are as _ follows: 
chairman of the board, George H. 


name. 
Other officers elected were: 


American Brake Shoe Co., accord- 
ing to J. B. Terbell, division execu- 


George F. Miles, Vagabond Coach | tive vice-president. He will be lo- 


president; 
Kozy Coach Co., Kalamazoo, Mich.., 
secretary, and Walter O. Wells, 
Schult Corp., Elkhart, Ind., treas- 
urer. 

* + * 


Ward Heads Up Sales 


Carleton W. Reade, | 


| Mfg. Co., New Hudson, Mich., vice- | cated in Chicago Heights, Il. 


* * * 


Russell Heads Finance 
For GM Overseas 


Announcement has been made 
of the appointment of George 
Russell as finance manager of the 


Gilfry Ward has been appointed| General Motors Overseas Opera- 
vice-president of sales of the Amer-_ tions division. He has been as- 


25 


sistant treasurer of General Mo- 
tors since 1944, 

Howard W. Megee has been ap- 
pointed assistant treasurer of 
General Motors to succeed Rus- 
sell, 


* + + 
Perfect Circle Promotes 


Bookout to Manager 


C. Dewey Bookout, industrial en- 
gineer at Perfect Circle Corp., has 
been named manufacturing divi- 
sion manager, it is announced by 
General Manager W. B. Prosser. 
In his new position, Bookout will 
assume administrative supervision 
of Perfect Circle’s U. S. plants. 

At the same time, it was an- 
B. Schultze has 
| been assigned staff responsibilities 


for labor relations. 
* * + 


Seiberling Promotes 


George W. Staples, former New 
York district manager for Seiber- 
| ling Rubber Co. and recently a spe- 
|cial sales representative for the 
| company, has been named Boston 
| district manager, according to L. 
| M. Seiberling, sales vice-president 
lin charge of sales. Staples replaces 
|L. E. Kersey, who has been trans- 
ferred to Akron and will work on 
special assignments from the sales 
manager’s office. 





Maximum Protection for Truck, Load, Owner and Driver 


On any hauling job, rain or shine, day or night—when you need your brakes 
suddenly, only the best are good enough. And that means Bendix- Westinghouse 
Air Brakes. Because, Bendix-Westinghouse is the oldest and largest manu- 
facturer in the field. Every Bendix-Westinghouse Air Brake device is designed, 
built and tested with the same painstaking care that goes into your truck, to 
give you the finest braking protection money can buy. That’s not all, Bendix- 


Westinghouse Air Brakes are economical, quickly 
paying for themselves in savings on maintenance 
costs. So, safeguard your business, equipment, and 












yourself, with the world’s safest power-to-stop— 
Bendix-Westinghouse Air Brakes. 


% & 
Mhsseeds 
BENDIX-WESTINGHOUSE AUTOMOTIVE AIR BRAKE COMPANY 
ELYRIA, OHIO 
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Arkansas Posts 
Increased Rates 


On Truck Tags 


LITTLE ROCK.— Schedules for 
the new truck and trailer fees di- 
rected by the 1949 Arkansas legis- 
p . ~" lature have been prepared by the 
: ez state’s motor vehicle division and 
will be effective July 1. 


W. L. Woodyard, division super- 
visor, said the higher licenses must 
be paid by July 31 to avoid penalty. 
New fees are based on gross loaded 
weights and trailers, rather than 
on the manufacturer’s rated ca- 
pucity. 

Classifications are: from 1,000 to 
6,000 pounds, $12 to $18; 6,001 to 
20,000 pounds, $35 to $70; 20,001 to 
40,000 pounds, $125 to $200; 40,001 





used 


RUSTIC DEALERSHIP—E. A. Grogan Motor Co. _ Weatherford, Tex., has 


knotty pine to advantage in the interior of its building. 


William Ullman, Washington correspondent, keeps AUTOMOTIVE NEWS readers up | 
to date on political and economic trends in the nation’s capital every week. 








New ae Car Registrations, 31 States 








1949 


to 60,000 pounds, $270 to $360, and 
60,001 pounds up, $450 to $511. 

Trucks carrying natural resources 
of the state, with loads from 1,000 
pounds and up, are charged $12 to 
$50. In some instances classifica- 
tion of fees will result in lower 
fees for this class of carriers. 


must be re-registered during July. 
Owners will be granted one-half 
|eredit on the price paid for 1949 
license plates. The law authorizing 
the rates also changes the licensing 
period from a calendar to a fiscal 
year. 


The department 
weighing facilities, but responsi- 
bility for reporting the load is 
placed on the owner when he ap- 
plies for the license. The Arkansas 
state police has added 12 men to 


is expanding 





help enforce the new law. 


for April, 1949-1948 


About 150,000 trucks and trailers | 


$500,000 Boiler 
For Studebaker 


SOUTH BEND, Ind.—In order to 
meet high production demands on 
electric power, steam and com- 
pressed air, Studebaker Corp, has 
installed a huge boiler at a cost of 
approximately $500,000, according to 
P, O. Peterson, manufacturing vice- 
president. 

Claiming that Studebaker now 
has one of the most modern power 
plants in the country, Peterson said 
that technical experts have come 
from England, New Zealand, Aus- 
tralia, South Africa, Belgium, Hol- 
land and France to inspect the 
equipment in operation with a view 
to making similar installations in 





their own plants. 
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Truck registrations by states are 
released here weekly, as com- 
pleted by R. L. Polk representa- 
tives in state capitals. 


Autocar 
Brockway 
Chevrolet 
International 





Studebaker 
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Truck registrations by states are 
released here weekly, as com- 
pleted by R. L. Polk representa- 
tives in state capitals. 
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The following advertised delivered prices PONTIAC—Streamliner Six—4-dr. sed., 
are based on factory retail prices at the $1,739 (deluxe, $1,834); sed. cpe., $1,689 
factories. (deluxe, $1,784); Sti t—4-dr. 


They include dealer delivery 
and handiing charges and federal taxes. 
They do NOT inelude transportation 








charges, state sales taxes, or optional 
equipment. 613.75; New Yorker (eight)—-(Prestomatic | 798.75; Super Eight—4-dr, sed., $2,295.50; 

BUICK—Super Series 50—4-dr. sed., $2,- | standard)—4-dr. sed., $2,760.75; club cpe., | 2-dr. sed., $2,245; club cpe., $2,292.25; 
157; 2-dr. sed., $2,059; conv., $2,583; stat. | $2,734.50; conv., $3,240.75. Commodore Six—4-dr. sed., $2,382.75; club 
wag., $3,178; Roadmaster Series 70—(Dy- CROSLEY — 2-dr. deluxe sed., $959; | cpe., $2,358.50; conv., $2,951.50; Commo- 
naflow standard)—4-dr. sed., $2,735; 2-dr. | conv., $959; stat. wag., $991. dore Eight—4-dr. sed., $2,472; club cpe., 
sed., $2,618; conv., $3,150; stat. wag., DeSOTO—Deluxe—4-dr, sed., $2,006.25; | $2,447.75; conv., $3,040.75. 

. 734. club cpe., $1,995.75; Custom—(Tiptoe Shift KAISER — Special — 4-dr. sed., $1,995; 

CADILLAC—Series 61-—4-dr. sed., $2,- | standard)—4-dr. sed., $2,193.75; club cpe., | Traveler, $2,088.48; Deluxe — 4-dr. sed., 
893; sed. cpe., $2,788; Series 62—4-dr. sed., | $2,175.75; conv., $2,598, $2,195; Virginian, $2,995. 

050; sed. cpe., $2,966; conv., $3,497; DODGE—Waytarer—2-dr. sed., $1,757.50; LINCOLN — 4-dr. sed., $2,574.50; club 
Series 60 Special—4-dr. sed., $3,828; Series | roadster conv., $1,747; bus. cpe., $1,631.25; | cpe., $2,527; Cosmopolitan—4-dr. town sed., 
75—5-pass. sed., $4,750; 7-pass. sed., $4,- | Meadowbrook—4-dr. sed., $1,868.25; Coro- | $3,238; sport. sed., $3,238; club cpe., §3,- 
970; 7-pass. Imperial, $5,170; 9-pass. sed., | met—4-dr. sed., $1,947.25; town sed., $2,- | 185.50; conv., $3,948. 
$4,650; 9-pass. Imperial, $4,839. 031.50; club cpe., $1,933.50; conv., §$2,- MERCURY—4-dr. sed., $2,031; club cpe., 

CHEVROLET — Fieetline 8 — 4-dr. | 348.50. $1,978.50; conv., $2,409.50; stat. wag., $2,- 
sed., $1,460; sed. cpe., $1,413; Fileetline FORD — Six — 4-dr. sed., $1,472; 2-dr. | 715.50. 


Deluxe—4-dr. sed., $1,539; sed, cpe., $1,- | sed., $1,425; bus. cpe., $1,333; Custom Six NASH — 600 Super — 4-dr. sed., $1,811; 


492; Styleline Special—4-dr, sed., $1,460; |—4-dr. sed., $1,558.50; 2-dr. sed., $1,511; | 2-dr. sed., $1,786; club cpe., $1,808; 600 
2-dr. sed., $1,413; club cpe., $1,418; bus. | club cpe., $1,511; Eight—4-dr. sed., $1,546; | Super Special — 4-dr. sed., $1,849; 2-dr. 
epe., $1,339; Styleline Deluxe—4-dr. sed., | 2-dr. sed., $1,498.50; bus, cpe., $1,419.50; | sed., $1,824; club cpe., $1,846; Ambassador 


$1,539; 2-dr. sed., $1,492; club cpe., $1,508; | Custom Eight—4-dr. sed., $1,637.50; 2-dr. | Super—4-dr. sed., $2,195; 2-dr. sed., §$2,- 


conv., $1,857; stat. wag., $2,267. sed., $1,590; club cpe., $1,595.50; conv., | 170; club cpe., $2,191; Ambassador Super 
CHRYSLER — Royal (six) — 4-dr. sed., | $1,948.50; stat. wag., $2,263.50. —Special—4-dr. sed., $2,243; 2-dr. sed., 

$2,158.75; club cpe., $2,138.75; Windsor FRAZER—4-dr. sed., $2,395; Manhattan | $2,218; club cpe., $2,239; Ambassador Cus- 

(six)—(Prestomatic standard)—4-dr. sed., | —4-dr. sed., $2,595, tom—4-dr. sed., $2,363; 2-dr, sed., $2,338; 

$2,353.50; club cpe., $2,332.50; conv., $2,- HUDSON — Super Six — 4-dr. sed., $2,- | club cpe., $2,359. 

766; Saratoga (eight)—-(Prestomatic stand- | 206.50; 2-dr. sed., $2,156; club cpe., OLDSMOBILE — Series 76 — 4-dr. sed., 

ard)--4-dr. sed., §2,640; club cpe., $2,- | $2,203.25; bus. cpe., $2,053.25; conv., $2,- | $1,832 (deluxe, $1,974); 4-dr. town sed., 











Current Prices on New Automobiles 








$1,821 (deluxe, $1,963); 
(deluxe, $1,900); club cpe., 
$1,873); conv., $2,148; stat. wag. deluxe, 
$2,895; Serles 88—(Hydra-Matic standard) 
-—4-dr. sed., $2,244 (deluxe, $2,375); 4-dr. 
town sed., $2,233 (deluxe, $2,364); 2-dr. 
sed., $2,170 (deluxe, $2,301); club cpe., 
$2,143 (deluxe, $2,274); conv., $2,559; stat. 
wag. deluxe, $3,296; Series 98 — (Hydra- 
Matic standard)—4-dr. sed., $2,500 (deluxe, 
$2,594); 2-dr. sed., $2,426 (deluxe, §$2,- 
520); conv. deluxe, $2,973. 


PACKARD — Eight — 4-dr. sed., $2,249; 
2-dr. sed., $2,224; stat. wag., $3,449; De- 
luxe Eight—4-dr. sed., $2,383; 2-dr. sed., 
$2,358; Super — 4-dr. sed., $2,633; 2-dr. 
sed., $2,608; Super Deluxe — 4-dr. sed., 
$2,919; 2-dr. sed., $2,894; conv., $3,350; 
7-pass. sed., $3,950; lim., $4,100; Custom 
—(Ultramatic standard)—4-dr,. sed., $3,- 
975; conv., $4,520. 


PLYMOUTH—Deluxe P17—bus. cpe., $1,- 
385.75; Suburban, $1,855; Deluxe P18— 
4-dr. sed., $1,566; club cpe., $1,534.25; 
Special Deluxe P18—4-dr. sed., $1,644; 
club cpe., $1,617.50; conv., $1,997; 
wag., $2,387. 


2-dr. sed., 


$1,758 
$1,732 (deluxe, 


stat. 





sed., 
$1,757 


$1,809 (deluxe, $1,904); sed, cpe., 

(deluxe, $1,852); Chieftain Six— 
4-dr. sed., $1,760 (deluxe, $1,855); 2-dr. 
sed., $1,710 (deluxe, $1,805); club cpe., 
$1,710 (deluxe, $1,805); conv. deluxe, $2,- 
137; bus. cpe., $1,588; sed, delivery, $1,- 
750; stat. wag., $2,543 (deluxe, $2,622); 
Chieftain Eight—4-dr. sed., $1,828 (deluxe, 
$1,923); 2-dr. sed., $1,778 (deluxe, $1,873); 
club cpe., $1,778 (deluxe, $1,873); conv. 
deluxe, $2,205; bus. cpe., $1,656. sed. de- 
livery, $1,817; stat. wag., $2,611 (deluxe, 
$2,690). 


STUDEBAKER — Champion Deluxe — 
4-dr, sed., $1,688.50; 2-dr. sed., $1,656.75; 


club cpe., $1,683; bus. cpe., $1,588.25; 
Champion Regal Deluxe—4-dr. sed., $1,- 
762; 2-dr. sed., $1,730.50; club cpe., $1,- 
756.75; bus. cpe., $1,662; conv., $2, 086.25; 
Commander Deluxe—4-dt. sed., $2,019.25; 
2-dr. sed., $1,987.75; club SS $2,014; 
bus, cpe., $1,919.25; — 
Deluxe—4-dr. sed., $2, non va. 


$2,108.75; club cpe., $2,135; bus. cepe., $2,- 
040.50; Land Cruiser 4-dr. sed., $2,327.75; 
conv., $2,467.59. 


WILLYS-OVERLAND — Jeepster conv., 


$1,602.22; 4-cyl, stat. wag., $1,708.89; 
a stat. at: $1,814.14; 6-cyl. stat. 
-, $1,866. 
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Salesense in Advertising 


Tested Ideas for Small Business 


And what/the year, Sundays included. Sell’s| 
copy is as friend-| § 
Local Color ly as Dagwood| 
Brings Copy Bumstead’s pup- 
or Home pies, and as local | 


By James D. Woolf | business philosophy? 
. ‘ . | does he know about your town and 

N A CERTAIN midwest city iS | the people in it? 

a store that operates under the | cae 
name of Big Bob Feed & SepPly | W/RITE your copy yourself, 
Co, It deals in grain, hay, feeds, | have it written for you by one as the newspa- 
fertilizer, seeds, garden supplies, ; : g | Pers society column. Each ad re-| 
etc of ao ro eo employes | farg pleasantly and entertainingly| AMPLE SHOWROOM—Capito! Garage, Inc. (Chrysler), Willimantic, Conn., recently 
with your help. to a resident of the community, | opened facilities that rank with the best in that part of New England. A feature of the 


All over town and for miles If this isn’t feasible, employ the i 2 | design is a showroom that extends across the entire front of the building, with plate glass 
nd the owner of this store is : : : ploy : and during the year hundreds of | windows covering virtually all of the front wall. 
arou skilled services of a local outsider - : bad tes ; ‘ 


local citizens will see their names 
familiarly greeted and referred to who knows you, your business, and and the names of their friends in| 
as “Big Bob.” He is a huge man, |your community, and then give print. As an example, one excerpt 
6 feet 5 and tips the scales at 17| him all the time he needs for close |fT0M & typical piece of John Sell’s 
stone. Unlettered, rough-and-ready, | collaboration with you. : copy will suffice: 
and an appalling assassin of the | 4k the tall Sen ees oe 


““When a man is happy in his 
King’s English, Big Bob is none- tising of Sell & Sons Mercantile Co. 


, n his) couldn’t achieve this kind of ef- 
home,’ says Delbert Lehman, ‘he is| fect with syndicated canned copy. | good for Pittsburg. 
theless liked by his customers for of Pitteburs, Kans. Ite sicean— happy in his work, and happiness | 
his earthy, back-slapping friendli- “Smiling Rasvied”"—ehtene Gat 


is the pathway to success’ And|\ The results? “We know that the “IT never know from day to day 
eee. | says. 


Delbert can add that folks who in-|Whole community reads our ads,” | what our ads will be. On the day 
The principal thing that is wrong | stall a Youngstown Kitchen in| Says Sell, “and every day we have | before they are printed I literally 

with Bob’s operation, which is John Sell himself writes the 

; store’s ads, five inches by two col- 


fairly successful, 


our advertising, and we have lots 
of fun selling merchandise. In 
|} 1948 our sales hit the $200,000 
|mark, a volume we think is pretty 


man got a kick out of that, and 
so did all his friends. And you 
can also bet that Sell & Sons 


their homes are happy, for that | calls for the items described in our | write them as I wander up and 
eliminates work for mother.” |copy. Our 15 salesclerks try to|down the aisles of our store and 
You can bet that Delbert Leh- | keep up the smiling friendliness of | chat with customers.” 


a 


162512 


is his advertising. 
His copy is so 
out of key with 
his character that 
it is ridiculous. Big Bob subscribes 
to a syndicated copy service. Last 


Ads Fail That 
Are Out of 
Character 


umns, which appear every day in 


140992 week, in a newspaper ad featuring 

1841 garden supplies, there appeared a 

poetic effusion over Big Bob’s name 

97% that opened up in this vein: “Spring 

5955 unlocks the flowers to paint the 

10795 laughing soil.” 

2994 Now that doesn’t sound like Bob. | 

647 Such fancy talk is utterly beyond | 

687 his powers, and everybody knows | 

490 it. What makes the ad such a) 

712 transparent fake is the fact that 

. the copy is written in the first} Y D | C 
a person, and the reader is asked ee} our ea er an 
om believe that Big Bob actually} 
209953 : 
me |e peach | Put EXTRA COIL 
101916 If Big Bob talked that way to | 


014366 


his customers over the counter 
they would think he was as nutty | 
as a slab of peanut brittle. | 
“Spring unlocks the flowers to 
paint the laughing soil!” 

The easy way to handle your| 
advertising problem is to subscribe 
to one of the syndicated boiler plate | 
copy services. There’s nothing to 
it—the only thing you will have to| 
write is your name, | 

: 7 . 

"ES, THAT’S the easy way. But} 
unfortunately it is not, in most | 
cases, the smart way. The stock 
syndicated canned copy services 
used by thousands of local adver- 
tisers are, even when intentions | 
are of the best, a pretty poor thing. 

One trouble is the fact that syn- 
dicated copy reads like syndicated 
copy, looks like syndicated copy, is 
patently stock stuff. There is some- | 
thing unnatural and unreal about 
much of it; it is as empty of local 
“feel” and folksiness and warmth | 
as a letter from the Bureau of| 
Internal Revenue; but—worst of all 

it is so dreadfully impersonal. It 
fails wholly to reflect the person- 
ality of the man who allegedly | 
writes it. 

And, of course, a great deal of 
syndicated “advertising” is fright- 
fully silly. A lot of it is nonsense 
written to entertain rather than 
to sell, and much of it is not 
planned and written by qualified 
ad men; it is produced by fourth- 
rate cartoonists and humorless 
gag-writers who know less about 
advertising, in any real sense, 
than I know about nuclear fis- 
sion, which is nothing. 

You are proud of your business; 
it is your lifework, the realization 

of your dreams, the culmination, 
perhaps, of years of sacrifice and 
struggle. Your business is YOU- 
the product of your imagination, 
your intelligence, your philosophy, 
your faith, your energy. 

Your advertising is your mouth- 
your public-opinion-forming 
Its dignity of form and ex- 

pression, its sin- 

Your Business cerity, what you 

Must Be Billed say in it, the ideas 

As Personality you voice, the 

words you use 
weigh heavily in your efforts to 
acquire for yourself and your busi- 
ness a winning, confidence-building 
personality. 

Every business, for better or for 
worse, does have a_ personality. | 
Syndicated boiler plate ad services 
are certain to do a meaningless 
and even hurtful job as your per- 
sonal mouthpiece. What does some 
“clever” writer in some far-away 
place know about you and your| 


piece, 
vehicle. 


SPRINGS in Your 
New Car Cushions® 


ad 


YAH oN re 


ATLL AO 


Many leading makers of new automobiles now factory install this 
revolutionary new type coil spring seat cushion construction ... 


only “Select-O-Seat”’' adjusts without disturbing upholstery .... 


your dealer quickly inserts extra pocketed coil springs where needed! 


HELA Ww .- +. your dealer will explain how you too, may 


“Choose Your Own Comfort’ and enjoy Personally Selected Riding Luxury ! 


na 


aa 


"Only new cars, factory equip To adjust ‘‘“Select-O-Seat’ ¢ Select-O-Seat,” as installed 


Select-O-Seat vides superior comfort and 


ped with can your desires, the dealer mere p 


be adjusted to prevent ‘sink inserts extra pocketed coi n additio adjusts to you 


ing hitting bottom, and springs into spaces provided 


as above n each coil spring cushion 


obstructed vision 


L. A. YOUNG SPRING & WIRE CORPORATION 


GENERAL OFFICES: DETROIT 11, MICHIGAN...1IN CANADA: L. A. YOUNG INDUSTRIES, LTD., WINDSOR, ONTARIO 


i 


Precision Springs of allkinds; Refrigerator Shelves and Baskets; Automotive Garnish Mouldings; Wire Garment Hangers; Inner-spring Units for Mattresses; Flex-o-lator Padding Supports 
Plants in Detroit, Mich.; Chicago and Joliet, Ill.; Trenton, N. J.; Memphis, Tenn.; Leeds, Ala.; Los Angeles and Oakland, Calif.; Windsor and Toronto, Canada 
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Dealer 


Harry A. Conlon of Mt. Vernon, 
N. Y., has been appointed manager 
of national accounts for Ralph 
Horgan, Inc. (Ford), New York 
City, Ralph T. Horgan, president, 





has announced. | 


Conlon brings to the Horgan or- | 
ganization experience and contacts 
gained in 35 years in the truck | 
industry. During World War II he | 
served as civilian expert in trans- | 
portation at the U. S. Naval Base, 





Davisville, R. I., and head of trans- | 


naval station. 
* * * | 


4 Chartered in Texas 

The following firms have been in- | 
corporated in Texas, records at the 
secretary of state’s office show: 

Dugger Motors, Dallas, $2,000 
capital stock, and W. L. Dugger, 
S. F. Dugger and L. M. Baird, in- 
corporators. 

Frank Hayden Motors, Corpus 
Christi, 5,000 shares of no par value 
stock is capital stock, and F. A. 


AUTOMOTIVE NEWS, JUNE 13, 1949" 


Doings 


Hayden, Raymond Etter and Hardy 
Hollers, incorporators. 

Monroe Buick Co., Inc., Garland, 
$35,000 capital stock, and W. F. 
Monroe, Jane Forrester Monroe 
and C, J. Britton, incorporators. 

North Texas Autos, Inc., Dallas, 


$1,000 capital stock, and E, Charles | 
Patton jr., Lollah Patton and Lew 


M. Patton, incorporators. 
* * + 


Weld Gets Ford Deal 
John Weld, regional public rela- 


leave his present post June 1 to 
take over the Ford dealership in 
Laguna Beach, Calif., now operated 
by Sam Taylor, it is announced by 
J. P. Roberts, Long Beach district 
sales manager. 

Weld came to Los Angeles as re- 
gional public relations manager for 


from New York 


the northeastern region. His asso- 
ciation with Ford began in April, 














| CELEBRATES SECOND ANNIVERSARY IN NEW HOME—Midway Ford Sales, Inc., 3003 E. 
| Michigan Ave., Lansing, outgrew its original headquarters in two years. Almost two years 
to the day the dealership started operations in Michigan's capitol city, it became necessary | 
. to move to larger quarters. The present building has a floor space of 30,000 square feet. | 
portation at the Lonsdale (R. I.) | tions manager for Ford, was to | it places special emphasis on truck needs. Robert D. 


| Manager. 


loo Machinery, Ltd., and Waterloo 
Industries, Ltd., has announced the 
expansion of Waterloo Motors 





Leppo is president and general | 
| 





at Dearborn. 


* * 


* 


W atts—Mt. Gilead 


| 





| Day Stauffer, a veteran of 34 | 1945. 
| years with the auto industry, has 
Ford operations in the 11 western| returned to the automobile busi- 
states in January, 1946, transferring | ness after an absence of three) 
City, where he had | years. His new post is that of man- | 
served in a like capacity covering | ager of Watts Motor Sales (Hud-| Meteor-Lincoln), 
son), Mt. Gilead, O, 


| Harris, 


HOW TO MAKE 
AUTOMOBILE 


It’s a pretty good chance that you, like other dealers, recently 


have hired one or more alert, aggressive, sales-minded men. 


You’ve shown them how to sell your line of cars. Now they 


say all the right things to prospective buyers . . . they ably 


demonstrate impressive new features . . . they skillfully lead 


up to the closing of the sale. And that’s good. 


BUT DO THEY INCLUDE YOUR FINANCE PLAN IN THE SALE? 


For the sake of your profit and future good will have you taught 


your sales staff how to sell your finance plan? Have you shown 


them that their own future earnings might well depend on your 


finance volume? Do they know the customer advantages your 


plan has over competing plans? Have you instructed them how to 


make the best use of the sales helps Universal C.1.T. provides? 


All of these should be made part of your sales program. If you 


neglect them, then you’ve equipped your sales force to do 


only a 50 per 


cent selling job. 


To get the other 50 per cent, call in your Universal C. I.T. 


representative today to work with you and your salesmen. 


His tested method of closing time sales will produce results. 


UNIVERSAL C. 1. T. 


UNIVERSAL C.I.T. 


CREDIT CORPORATION * Q 


ver 300 LOCAL 


OFFICES 


MEN 





IN PRINCIPAL 


+ 


| 1944, in the publications department | Stauffer opened his first dealership | 
in Cleveland in 1923. He went to 
Mt. Gilead in 1924 and purchased | 
the Ford firm of Buckmaster & 
which he operated until) 


” * 


W aterloo—Edmonton 
Waterloo Motors, Ltd. (Mercury- | 
Edmonton, 
berta, owned by James A. Chris- | 

After starting with Ford in 1911,| tiansen, who also controls Water- | 





CciTies 


Al-| 


Kingsway, Ltd. 

The Kingsway plant has been 
developed on a service basis, to 
include body repair, radiator repair 
and a welding shop with a port- 
able welding unit which will han- 
dle trucks or cars. Special empha- 
sis is placed on lengthening and 
fish-plating truck chassis. The bocy 
shop is equipped to handle ail 
types of automotive and truck 
body repair work, including paint- 
jing and upholstering. 
> * * 


Conshafter & Farr 


Conshafter & Farr, Inc., Buf- 
falo’s oldest Dodge dealer, ex- 
tended a welcome to the public 
for the opening of its new $200,- 
000 sales and service center at 
1501 Kensington Ave. 

Leslie M. Farr, president, and 
Henry D. Conshafter, vice-presi- 
dent and secretary, both veteran 
automobile specialists, have in- 
corporated their long experience 
in the designing of the new deal- 
ership. 

The center is located adjacent 
to the Cleveland Hill Plaza on 
a 200-by-135-foot lot. Conshafter 
said the concern’s old building 
at 3006 Bailey Ave. would con- 
tinue to operate as a truck de- 
partment. 


Farmington (N.H.) Motor 


Farmington Motor Co. (Ford), 
Farmington, N. H., of which Carl 
C. Blanchard is proprietor, held 
week-long observance of its 20th 
anniversary. 
| Souvenirs were given away ‘o 
| car owners and other special fea- 
| tures were arranged. The dealer- 
| ship has been in continuous opera- 
|tion at the same location on S. 
Main St. since it was established 
by Blanchard in 1929. 

o + 7 





W hiteleather to Towell 


David J. Towell, president of 
Dave Towell, Inc. (Cadillac-Olds- 
mobile), Akron, has purchased Can- 
ton Cadillac-Oldsmobile Co. from 
Raymond F. Whiteleather, retiring, 
who has operated the dealership 
since it was organized in 1934. 

C. N. Winston has resigned as 
assistant Cleveland zone manager 
for Oldsmobile to manage the Can- 


ton business for Towell, 
” + * 


San Angelo Elects Key 


John W. Key of Key Olds- 
Cadillac, Inc., has been elected 
president of the San Angelo 
(Tex.) Automobile Dealers Assn. 

Woody Holt of Bailey Auto Co. 
was elected secretary. Key suc- 
ceeds V. H. (Red) Wright of 
Wright Motor Co., while Holt 
succeeds Bob Smith of Central 
Motor Co. 


* * * 


Reeves—Memphis 
Russell Reeves Co. (Oldsmobile), 
Memphis, will erect a 67-by-137-foot 
shop building facing on Monroe St. 
in the rear of its present plant on 
Union. The construction is planned 
to be of masonry faced in brick, 
with cast stone caps and tile coping. 
+ + am 


Brents Succeeds Pate 


C. E, (Bud) Brents, Brents Mo- 
tor Service, Lebanon, Ky., has suc- 
ceeded James L. Pate, Pate Motor 
Co., Elizabethtown, who resigned, 
as a member of the Kentucky Au- 
tomobile Dealers Assn. voard of 


directors. 
7 . * 


Prehn—S pring field 


Harold Prehn, Ine. (Dodge), 
Springfield, Ill., has announced the 
opening of its Prehnco Driv-Ur- 
Self service as a licensee of the 
Hertz system. New 1949 cars, half- 
ton pickup and half-ton stake body 
Dodge trucks have been placed in 
service for rent on an hourly-mile- 


age basis. 
+ * * 


Mayor Picks Barwick 
E. C. (Chip) Barwick, head of the 
Chip Barwick Chevrolet Co., Mem- 
phis, has been named by Mayor 
Watkins Overton as a member of 
the Memphis park commission. 
+ * + 


Wisconsin Corporations 
Schmitt Motors, Inc., Milwaukee, 
has incorporated to deal in motor 
vehicles. Capital stock is set at 250 
shares of common at $100 per 
|Share par value with minimum 
} (Continued on Page 29, Col. 1) 
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(Continued from Page 28) 


capital to be $2,000. Incorporators | 
are Alvin Schetter, H. R. Glick and | 
Kathleen Schmitt. 

Ziebarth Motors, Inc., Milwaukee, 
will conduct a general auto sales 
and repair business. Capital stock 
is fixed at 100 shares of common 
at no par value with minimum 
capital to be $1,000. Incorporators 
are Otto H. and Evengeline Zie- 
barth and Glen C. Wilnick. 

* * + 

5,000 at Chief Opening 

About 5,000 persons attended 
the grand opening of Chief Pon- 
tiac, Inc. (Pontiac), of Albu- 
querque, N. M., in its new stucco- 
brick, 12,500 square-foot home at 
625 N. Second St. Ward Derry- 
berry, president, and J. R. (Bob) 
Derryberry, secretary - treasurer, 
presided over the open house. 
Guides directed guests through 
the $120,000 plant. 

The front showroom is capped 
outside with a dome on which a 
revolving neon-lighted Pontiac 
Indian head stands out striking- 
ly on a 20-foot suppo 


: = a | 


Sutton—Clayton 


| 

George A. Sutton, who was gen-| 
eral manager for Fred Evens Co. 
for five years prior to the war, has 
re-entered the automobile business 
as operator of the Ford dealership 
at 7717 Forsythe Blvd., Clayton. | 
Mo. Under the new organization. | 
the firm is known as Sutton Ford, | 


Inc. 
+ * # 


Sloate—Hartford 


Harry M. Sloate has announced | 
the appointment of Arthur S. Man- | 
ning as manager of the Sloate | 
Chevrolet, Hartford (Conn.), used- | 
car department. For the past 26| 
years, Manning has been engaged | 
in the sale of used cars in the| 
Hartford area with the exception | 


of a brief interlude during the war. | 
* * * 


Iron City—Ironton 


Iron City Pontiac Co., Ironton, 
O., has been incorporated with 750 
shares of common stock by Robert | 
S. Rees, Raymond T. Alliason, U. | 
A. Cornett and Joseph F. Tomko. | 

* | 


* * 


Hudson Estaver—Miami_ | 


Hudson Estaver Motors, Inc., has | 
opened its new home at 2100 Bis- | 
cayne Blvd., Miami, Fla. George W. | 
Estaver is president. 

The building occupies approxi- 
mately 17,000 square feet of ground | 
area. It has 9,000 square feet of | 
service space and 2,500 square feet | 
of motor tune-up and lubrication | 
area. The building is of modern | 


design, with showroom on the| 
main floor and general offices on | 
the mezzanine. The offices are 
fully air-conditioned. 

* * * 


Cobb & Ferrill 


Cobb & Ferrill Motors, Inc. (Hud- 
son), New Orleans, has opened a} 
used-car lot at 711 N. Broad St. 
Basil B. Cobb, partner, has placed 
Eugene Hornke in charge of the 
used-car operation. 

+ e * 


Vickery Buys Share 


John A. Vickery of Union City, 
O., has bought the interest of Roy 
C. McClurg in Thompson-McClurg 
Packard Sales of that city. 

The concern will now be known 
as Thompson-Vickery, Inc. Vickery 
has been associated with the deal- | 
ership since 1946, 


* * * 


Syracuse Guesses 


Rusterholtz & Rossell, Inc. 
(Chrysler), 917 W. Genesee St., 
Syracuse, did its bit for the local | 
Cerebral Palsy Assn. and also at- 
tracted attention to its showrooms 
with a unique game of guessing 
the weight of two Clydesdale 
horses. Souvenirs and prizes were 
given away. 

* * + 


Pioneer—Fort Worth 


Pioneer Motors, Seventh and 
Henderson Sts., has been appoint- 
ed a Hudson dealership for the 
Fort Worth area, according to 
Paul G. Alford, president of the 
company. 

a ok 
Gooch—Utica 
Mell A. Gooch (Cadillac-Pontiac), 


423 W. Oriskany St., Utica, N. Y., | 
has purchased property at 1707-1713 | 


opened its new building at Calder 
| Ave. and Ewing St. on May 14, 
| The new building, which con- 
| tains 22,000 square feet of floor 
| space, was constructed at a cost 
| of $200,000. The firm is headed 


by Tom Felton. 
* * * 


Baker—Ruston 


Genesee St., including the present | 


home of the Gordon-Davis Motor | 


Sales, Inc., for approximately $125,- 
000. 

The sale is subject to a lease by 
the Davis company which has two 
years to run. The Davis firm is re- 
ported considering erection of a 
building in South Utica. 

* + . 


Legvold Motors 


Legvold Motors, Inc. (Studebak- 
er), has been opened at St. James, 
Minn., by William Legvold. 

* * * 


Davis-Williams 
John Brewington has been named 
Pontiac sales manager for Davis- 
Williams Motor Co., San Antonio. 
He was formerly with A. P. Poe 
Motor Co. for 27 years. 


Felton—Beaumont 
Felton Motor Co. (Lincoln-Mer- 


Guy Baker Motors has been 
|chartered in Ruston, La., with a 
| capital stock of $100,000. 

* * - 
Roberson—Louisiana 


| Articles of incorporation have 


| been filed by Hugh Roberson Mo- | 


| tor, Inc., Alexandria, La., to oper- 
|ate a general automobile sales 
dealership at 1028 Bolton Ave. The 
| firm is headed by John Hugh Rob- 
| erson, president; Mary Lyle Rober- 
|son, vice-president, and Lamar 
| Polk, secretary-treasurer. Author- 
|ized capital stock has been listed 
at $50,000. 


Mrs. Manager 
| Widow Heads Fleet Sales 


In Missouri 
Dorothy G. Dennis, 35, widow of 


DEALER 


The firm will use the first floor for its 
be leased to a single tenant. At 1221 


roof. The showroom will have pegged plan 
windows. Costing an estimated 





ager of Rauscher Chevrolet Co., 
Kirkwood, St. Louis ‘Mo.) county. 

The company claims she is the 
first woman to attain such a posi- 
, tion in the Middle West. She will 
direct a sales force that deals with 
large concerns that operate fleets 


$200,000, it is expected to be finished Sept. |. 
Inc., headed by Sam Davis, will continue its service headquarters at 1241 N. Wells St. 





DAVIS FOLLOWS WILLIAMSBURG TRADITION—Unusual in dealership buildings 
is this structure in colonial style being built for Davis Motors, Inc. (Oldsmobile), 

eneral office and salesrooms. 
. LaSalle St., the structure will be 74 by 135 feet. 
Among features will be a colonial entrance, shuttered second floor windows, and mansard 
floors, wood panel walls, and two large bay 


Chicago. 
The second floor will 


Davis Motors, 


Rauscher early this year and her 
rapid promotion, company officials 
said, was due to “an outstanding 
sales record, unique in the fleet- 
car sales field.” 

Mrs. Dennis is the widow of Les- 
ter J. Dennis, who was manager 





|an automobile dealer, has been ap- 
pointed new-car fleet sales man- 


of Feld Chevrolet Co. in St. Louis 
county at the time of his death. 


of company-owned cars. 


cury), Beaumont, Tex., formally Mrs. Dennis went to work for 


SPECIALISTS IN ALL TYPES OF STARTING 





/ 


ayn PEDAL STARTING hop 


ADDED SAFETY 


“Bendix 


STARTER DRIVE 


for Added Reliability... 


The extra safety of clutch pedal starting combined with the 
time-tested reliability of the Bendix* Starter Drive makes a 
sales combination that is hard to beat. Best of all, you can add 
clutch pedal starting at a lower cost with the Bendix Starter 
Drive than any other way. With a record of over 80,000,000 
installations, it's the best proved drive in the industry. In addi- 
tion, its compactness lets you mount starting motors almost any- 
where, giving greater flexibility of design. No matter which 
kind of engine starting you employ, specify Starter Drives by 
Bendix —specialists in all types of starting. 





*REG. U.S. PAT. OFF. 


ECLIPSE MACHINE DIVISION of 
ELMIRA, NEW YORK 
Detroit Office: 8-212 General Motors Bidg. 





Aviation conPpeRation 









A heavy demand still exists in 
automotive circles for college grad- 
uates this spring, according to 
AMA. To fulfill their companies’ 
annual requirements, recruiting 
staffs are again being sent out to 
scout the graduating classes of the 
country’s colleges, 

Most desired of the graduates 
will be those who have specialized 
in production engineering fields. 
Specific demand is for men in pro- 
duction control, product design, tool 


United Expands 
Boston Office 


Construction of a one-story, 85,- 
000-square-foot office and ware- 
house building in Woburn for the 
Boston zone of United Motors Serv- 
ice is under way. 

The new building, of steel and 
masonry construction, is scheduled 
for completion next fall. Present 
zone headquarters are at 175 Ips- 
wich St., Boston. E. N. Smith is 
zone manager. 


Scout College Talent 


Annual Automotive Hunt for Promising Graduates 
Takes Personnel Men to Campuses 











engineering, processing methods, 
testing and research. There will 
also be openings in the business ad- 
ministration field, particularly ac- 
counting. 

AMA reports that several plans 
are used to speed the assimilation 
of new talent into the industry. 
One firm, General Motors, has a 
special department which corre- 
lates requests for college grad- 
uates from various divisions of 
the company. 

After these requests are com- 
piled, a special staff visits 75 col- 
leges yearly, interviewing students 
and sending in the records to the 
central department. The records 
are made available to the divisions, 
which may screen them before 
bringing the students to the plants 
for final interviews with the de- 
partment heads, who do the actual 
hiring. 

This firm may hire 350 college 
graduates this year, with an addi- 
tional 50 college seniors for the 
summer only. Of the 400, about 340 
will be from engineering schools, 

Ford has a two-year course for 
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AWALDS' $150,000 DEAL IN KENMORE, N. Y.—About 10,000 visitors attended the opening 
after the mayor cut the ribbon. As a part of the opening day festivities, 1,000 helium-filled 
balloons with imprints were released. Twenty-six carried cards offering a prize, if returned, 
according to Louis E. Awald. The firm has grown in the past 14 years from an organization 
of nine to its present size of 50 employes. Organized in 1935 as Awald-Jenkins, Inc., it 
became Lou Awald Chevrolet in 1940. Louis E. Awald is president; Clifford J. Awald, vice- 
president and treasurer, and Marie S. Awald, secretary. 


graduates called the Ford Field| ployed college student in a regu- 
Training Program. The men attend | lar job with provisions for on- 
classes eight hours a day, and are| the-job training to make way for 
introduced to all phases of the field,| further advancement. 
including non-technical as well as Chrysler selects 40 to 50 engineer- 
engineering work. | ing college graduates a year from 
Graduating an average of 48 men | 45 colleges for enrollment in a two- 
per year, the company maintains a | year course in the company’s own 
“talent pool” which is split equally | post-graduate engineering school, 
between non-technical and engi- They are paid while training, and 
neering personnel. receive an accredited master’s de- 
Some firms put the newly em- | gree in automotive engineering at 
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When you put a good advertisement in a bad environment—you lose! When you put a 


sie’ 10 KEEP G00D HOMES blr iy Y 





good advertisement in a good environment—you profit! 


THERE never was and, so far as can be foreseen, never will be a subsitute for HOME as 
the happiest place to read. To read leisurely—thoughtfully—thoroughly. And every adver- 
tiser in the Chicago Daily News receives the extra benefit of HOME reading for his adver- 


tisement. It's the extra benefit of extra attention. 


Many an advertiser rightly rates the Daily News reader group to be Chicago's most 
IMPORTANT million. Taken by themselves alone they make one of the most important 


What is a good= the best — 
the ideal environment for an 
advertisement? It’s the HOME! 


lt takes a lot o’ buyin’ to 


keep good HOMES 


these HOMES where the Daily News is 
welcomed as a family friend. 


a-goin’. Especially 





markets in America. And their doors are open to you-and your sales message through the 
HOME-going Chicago Daily News! 


the end of the course. After grad- 
uation, the men are offered jobs in 
the engineering departments of the 
company. 

“The fact that we go out to th: 
colleges after the men, means onl; 
that we want to locate suitable can- 
didates,” one firm’s college rela- 
tions staff director explained. “Any 
college graduate who applies for a 
position gets the same considera- 
tion that would be afforded if we 
had made the approach.” 

On an industrywide average, 
approximately one out of six 
drops out of training in the first 
two years for various reasons, re- 
ports AMA, 

Colleges report that 200 to 300 
companies in all fields come to the 
various schools each year in the re- 
cruiting season, Graduates are 
chosen on the basis of scholastic 


record, extra-curricular activities, 
leadership, appearance and other 
factors. 


Columbus Levy 
On Income Is 


Upheld by Court 


COLUMBUS. O.—Validity of a 
local income tax levied by the city 
of Columbus has been upheld in an 
opinion handed down by Common 
Pleas Judge Dana F. Reynolds. 

Levied at the rate of % percent, 
the local levy has been in effect 
since Jan. 1, 1948, and brings the 
city an annual revenue of $3,000,000. 
Several other Ohio cities have simi- 
lar levies. 

The ruling by Judge Reynolds, 
sustaining a demurrer filed by the 
city, was given in a suit filed nearly 
a year ago by Fred Stockwell, a 
member of the United Steelworkers 


|of America-CIO. The Ohio CIO in- 


dicated it would appeal the deci- 
sion. 

An amended petition filed by 
Stockwell had listed 10 grounds 
claiming the income tax measure 
illegal. He contended that the state 
has exclusive right to levy an in- 


|come tax and that the city had in- 


vaded this field. 

Replying to Stockwell’s charge 
that the state has exclusive right to 
levy an income tax, Judge Reynolds 
said: “The city ... is not precluded 


|from levying an income tax, where 


the state has not preempted the 
field, but left it entirely open... . 
This court is of the opinion that 


|}unless and until the state of Ohio 
;}enacts laws providing for an in- 
|come tax, a municipality may do 


so.” 
Judge Reynolds noted that an in- 


|come tax imposed by the city of 
Toledo had been found valid by 


Lucas county courts. 


Playboy Sop 
Miami Dealer Eying 


Foreign Car 


MIAMI. — Gabriel 'T. Podlofsky, 
distributor of the Playboy, against 
whom action has been threatened 
by a number of prospective pur- 
chasers who made deposits of $200 
each, has advised the county solici- 
tor’s office that he hopes to get 
the dealership for a small foreign 
car. He will then offer it to his 
customers at $200 under list price, 
thus making good their deposits. 

Meanwhile, a Playboy is on dis- 
play in his Biscayne Blvd. show- 
room, but that establishment is 
without telephone or lights. It is 
said the demonstrator was sold to 
one customer, the funds making 
it possible for Podlofsky to renew 
his lease on the property. 





|Chemical Additive Said 
|To Improve Motor Oil 


NEW YORK.—A new all-chemi- 
cal additive which, it is claimed, 
will improve the operating charac- 
teristics of motor oils, has been an- 
nounced by petroleum chemicals 
department of American Cyanamid 


| Co, 


| 
| 


The new product, called Aerolube 
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|70, is available to refiners and 
| blenders of motor oils, and is said 
|to be an exceptional oxidation and 
| bearing corrosion inhibitor. In ad- 
dition it may offer economies to the 
| oil refiner because it is said to be 
| easily handled in its pure state and 


| therefore requires no dilution with . 


| carrier oil. This, in turn, conserves 


| Shipping and storage space, says 
| American Cyanamid, located at 30 


Rockefeller Plaza, New York 20. 


Want to Buy or Sell something? Try 


AUTOMOTIVE NEWS Want Ads! 








aaeeevers 


eee ee en eee 


ome 


se ne es hee IIe 


oe neceasian sea een ateas 


; 
: 
; 
i 









G 


2yrg 


- = = HN | a at: Ss. ae ai 


ing 
leg 
lice 


wh 
of 

onl 
for 
pai 
the 
su] 


tise 
mol 





grad- 
»bs in 
of the 


oO the 
3 onl; 
> can- 
rela- 
“Any 
for a 
dera- 
if we 


re, 
six 
first 
re- 


0 300 
o the 
e re- 

are 
lastic 
ities, 
other 


AUTOMOTIVE NEWS, JUNE 13, 1949 


Lawsuits Affecting Dealers ... 
Court Decisions 


By Leo T. Parker 
Attorney at Law 
\ FEW days ago a reader wrote 
‘% as follows: “Is an automobile 
dealer liable on a guarantee where 


model was worth on the used- 
car market from $300 to $350 less 
than a 1947 model Ford dump 
truck.” 
This 


court explained further 


he unintentionally misrepresents | that if Gris had proved that before 
the year’s model of a used car,|making the deal for the truck 
when the buyer is familiar with! Tucker knew that it was a 1946 
the different models and should| model instead of a 1947 then, under 


have known that the dealer was|these circumstances, 


Gris would 


mistaken? If the dealer is liable | not have been liable. 


what can the buyer collect?” 


This is so because a purchaser 


purchaser knew, before he made 
the purchase contract, that the 
| seller was practicing fraud or mis- 
| taken as to the guaranteed quality 
|of the automobile. 
* * 
For Comparison 
N THE other hand, a seller al- 
ways is liable for his fraud or 
guarantee if the purchaser pur- 
chased the automobile when rely- 
ing on statements made by the 
seller. 
See Morriss-Buick Co. v. Huss, 


| q 
| 
| 
| 


SMART APPEARANCE FOR SMALLER DEALER—Emrich Chevrolet Co. recently completed 


construction of this new buildin 


that when the testimony shows|~ 


that the buyer did not know from 
his own experience whether the 


representation made by the auto-| 


In Gris v. Tucker, 216 S. W. (2d) | cannot recover damages based on mobile dealer was true or false. 


276, testimony showed these facts/ a seller’s fraud or warranty if the! 


to be true: One Tucker was haul- 
ing gravel with a 1942 Ford dump 
truck. He went to a truck dealer 
named Gris to obtain a later model 
truck. Gris told Tucker he had} 
three trucks, two of which were 
1946 models and one was a 1947 
model, each priced at $1,750. 


Tucker decided to take the 1947 
model, and made a deal by which 
Gris accepted Tucker’s 1942 mod- 
el truck in trade at $500, and 
$1,250 in cash for the 1947 model 
truck. Tucker operated the truck 
for 60 days and was well pleased 
with the way it functioned but 
he noticed that the license re- | 
ceipt had been changed from 
1946 to 1947 and became con- 
vinced it was a 1946 model. 


He went to Gris and asked for 
an adjustment of the difference in 
the. value of a 1946 and a 1947 
model. Gris refused to make any 
adjustment, saying that Tucker 
had examined the truck, and drove 
it before making the trade deal 
and should have known it was a 
1946 model, since he was well ac- 
quainted with all Ford truck 
models. 


+ * . 


Gris Award $3 


NSvar tHe aes the higher 
| court held that Gris must pay 
Tucker $300 damages. This court 
said: 

“It is the settled rule that 
covenants, promises and asser- 
tions made by a seller concern- 
ing the quality of an article sold, 
if relied upon by the buyer, 
amount to warranties. . .. There 
was ample testimony to the effect 
that a Ford dump truck of 1946 

| 


Studebaker Holds 
First Directors’ 
Parley in Canada 


HAMILTON, Ont.—Studebaker 
Corp. of Canada, Ltd., handles al- 
most 20 percent of all export busi- 
ness Of the Studebaker Corp. of 
America, Harold S. Vance, presi- 
dent and general manager, declared 
here last week at the first board 
meeting in the company’s history 
held outside the U.S. 

“Twenty-five percent of the pro- 
duction of the Hamilton plant is for 
export,” Vance said, “and this fig- 
ure represents about 20 percent of 
the corporation’s entire export busi- 
ness.” 

The Canadian plant, he said, has 
a production schedule of 15,000 
units for this year. At the present 
time it is producing about 70 cars a 
day for a nine-hour day and a five- 
day week, 

“General business,” he said, “ac- 
cording to the experts, will be off 
perhaps 10 percent this year. In the 
auto business there will be not 
much difference over 1948. So far 
this year, our business is ahead 
about 20 percent and is at an all- 
time high.” 

The Studebaker president said he 
did not foresee a cut in Studebaker 
new-car prices. 


New Tags Every Year 


Proposed in Wisconsin 

MILWAUKEE.—A bill is now be- 
ing considered by the Wisconsin | 
legislature to change the color of 
license plates each year. 

This is at the request of police 
who have complained about the use 
of the present plates, which require 
only an insert to indicate the year 
for which the license fee has been 
paid. Ben Marcus, commissioner of 
the motor vehicle department, is 
supporting the bill. 


AUTOMOTIVE NEWS offers to adver- | 
tisers a weekly audience of an estimated 
more than 100,000 cover-to-cover readers! 


upon the statements of the sell- 
er. Such representations became 
warranties. 


in Manchester, Pa. Structure is modern in every respect 
113 S. W. (2d) 891. This court held | and contains the most advanced equipment. 


| purchaser to sue and recover dam- 


ages equal to the difference be- 
tween the value of the guaranteed 


A breach of such warranties on | automobile and the actual value of 


Quantity 


PRODUCTION 


cee 
GREY IRON CASTINGS 


ONE OF THE NATION’S 
LARGEST AND MOST MODERN 
PRODUCTION FOUNDRIES 


ae 


ESTABLISHED 


1866 


But the purchaser relied solely | the part of the seller entitles the| the car delivered the purchaser. 


THE WHELAND COMPANY 


FOUNDRY DIVISION 


MAIN OFFICE AND MANUFACTURING PLA 
CHATTANOOGA 2, TENNESSEE 
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Ghost Walks 
Show Biz 
Al Digs 






AN OLD ghost is rearing its ugly 
~% head in franchised dealer serv- 
ice — dealers and factory service 
managers are beginning to worry 
about the loss of new-car customers 
to their service departments, 

To illustrate what is happening, 
a firm of service merchandisers 
recently incorporated what hap- 
pened in one dealership for one 
month in a recent bulletin to their 
subscribers. 

This dealership sold 32 new cars 
in October of last year. Six months 
later only 13 of these owners were 
still coming back to the dealer for 
service and many had not even) 
returned to get all of their war- 
ranty services, 

Broken down into percentages, 
the history reads: 40.6 percent are 
still regular service customers, 12.5. 
percent have not been in for 60 
days, 18.8 percent have not been in 
for 90 days, 21.9 percent are on the 
120-day delinquent list and 6.2 per- 
cent have been lost entirely or have 
moved from the dealer's area. 

+ . * 

Ts charted experience takes 

one back to prewar when the 
same problem was prevalent in the 
industry—when car and truck deal- 
ers as a whole were not as service- 
minded as they are now and most | 
dealers did only a perfunctory job 
of followup on the new-car owner 
to keep him “in the family.” 

Then, in the average shop, 80 
percent of the new-car customers 
started to drift away from the deal- 
er’s service shop and by the end | 
of the year only one out of five 
were still buying service from the 
dealer who sold them the car—and 
by the end of five years the new-| 
car customer following had been | 
entirely lost. | 

However, when the dealer had 
put into operation a well-organized | 
followup system, got his shop per- | 
sonnel properly organized and | 





trained and was giving good service | 


Lights in 75% 
Of Unsafe Cars 


Dealers Are Urged 
To Make Continuing 
Check on Vehicles 


— . headlights and brakes 
were the cause of over 75 per- 
cent of the mechanically unsafe 
cars found on the roads during the | 
May Safety Check month drive, ac- | 
cording to the meager reportings | 
made to the Inter-Industry High- | 
way Safety committee. 

This checks fairly close with the | 
findings of the first six weeks’ re- 
sults of the two-month safety drive 
put on by the Michigan State Safety | 
commission, in which 94,000 motor- 
ists were stopped by the police who 
found that 35,400 of these cars were 
unsafe, with 83 percent of the fail- 
ure to pass inspection due to faulty 
lights and brakes. | 

In the Michigan inspection, 
22,500 of the cars found unsafe 
had faulty lights, 7,000 had bad 
brakes and 5,900 were turned 
down for other defects. 

Partial New York State figures 
for the first two weeks of the drive 
found 74.5 percent of all cars 
checked in passable mechanical 
shape and 25.5 percent mechanically 
unsafe. Of these cars which were 
unfit to operate on the highways, 
84.7 percent had either faulty lights, 
brakes or both. | 

+ 


* * | 
O’N THE opening 








day of the| 

safety check program in Wich- | 
ita, Kans., police checked 1,025 cars. | 
Of this number, 700 were given a/| 
complete check and 325 were | 
checked for lights only. Of the 700| 
cars completely checked, 510 “OK | 
Stickers” were issued by the high- | 
way patrol and 190 were found in | 
need of mechanical attention. Faulty | 
headlights led the list of unsafe | 
items with 94, tail-lights 70, muf- | 
flers 27, windshield wipers 42, de- | 
fective glass 44, bad brakes 34, ille- 
gal or no horns 65, defective tires 2, 
defective steering, 1. Six operators | 
had no driver's licenses. 

Even these meager reports in- 
dicate that dealers who follow up | 
the safety check program will | 
find a source of considerable addi- | 
tional service revenue in checking 
the cars that come into their 
service stations. 

Checking for faulty headlights, 
taillights, stoplights, brakes, tires, 
defective glass and steering should 
have active dealer cooperation, 





at reasonable rates, many dealers | Judging from the figures received 
were able to hold as high as 97) on this drive, one out of every four | 
percent of their new-car customers | cars at least will be found to need 
as regular service shop patrons for | correction in one or more of these 
two years, 50 percent for three | mechanisms. 
years and 30 percent for five years.| In the case of the New York State 
In the meantime, of course, many | figures, it was reported that the 
of these original new-car customers | majority of the cars checked were 
were driving their second and third | late-model vehicles which would 
car of the same make. seem to indicate that the percent- | 
One notable example of such a/ages given above would hold fairly | 
service setup as I recall was oper-|uniform. The figures from New 
ated by the DeNoyer Bros. (Chev- | York State check fairly close, as 
rolet), Battle Creek, Mich., which| noted with the percentages from 
set a very hot pace with over 80/ the Michigan check where the com- 
percent of the owners in their trad- | mittee had the full cooperation of 
ing area as regular service cus-|300 county and municipal police 
tomers. Another example, in De-/| groups. 


troit, was the Raynal Bros. (Dodge) 2 a 8 
HE PERCENTAGES also check 


who put out such good service . : 
that people in the neighborhood fairly close with those developed 
(Continued on Page 37, Col. 1) 


switched their make of car just so 
that they could be a service cus- | Supplier Loses Judgment 


tomer of this shop. 3 é 
es ‘For Faulty Antifreeze 
T° THE smart operator, sales MINNEAPOLIS.—Erwin Heller, 
and service are a cycle deal, and | proprietor of a market here, won a 
it’s hard to put the finger on which | judgment of $107.40 against Nate 
comes first—the service egg or the | Marcus, an automotive supply 
new-car sales chicken. But it’s a/| broker, for selling harmful anti- 
leadpipe cinch that no poultry man freeze. Heller said he purchased 72 
(See BACKSHOP, Page 41, Col, 1) gallons of a guaranteed antifreeze 
| but that it was harmful to motors. 
Tucker Northwest Sales, Inc., St. 
Paul, was named as a defendant 
along with Marcus, but the judge 
|dismissed the case against the 
| Tucker firm. 
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More Police Aid Needed 
In Safety Drive 


It seems evident that, before a national safety drive 
can be as successful as it should be for the driving public, 
the state and local police must become active in the safety 
drive picture. 

This year’s reports on results obtained by the national 
drive in May are not only very disappointing but give the 
whole drive a “soft tomato pedal’ reaction. 

Dealers and other service sources need the figures 
that are produced in a drive, when the police are active- 
ly interested, to shake them loose from their natural 
lethargy on such matters. Visions of dollars in pockets 
to be gained by active cooperation in such drives act 
as a spur. 

The public also needs the threat of police inspection to 
make them bring their cars in for check and correction 
—in those states where there is no compulsory inspection 
legislation. 

The results of the Michigan drive, under Max Halsey 
and the Michigan Safety Committee, amply demonstrates 
that if the National Safety Council and the Inter-Industry 
Highway Safety committee set up their annual inspection 
month so as to get the active cooperation of the state 
and local police as well as the sheriffs, they can get 
results—as well as make the public safety conscious. 

The two years when the national safety month drive 
was held under the auspices of the National Assn. of 
Police Chiefs, as compared with the results obtained 
this year, also emphasizes the need for active police co- 
operation. 

The aid of the police can be obtained if the program 
is set up to incorporate their participation. This was 
amply demonstrated by the Michigan committee. 

As long as the month of May has been definitely set 
as a national Safety Drive month, let’s get police coopera- 
tion from now on. 




































‘Dealers Face 


Repair Delays 
| Manufacturers Group 


Working to Build Up 
Help in the Field 


‘| ESS THAN 3 percent of the job- 
| #4 bers selling shop equipment to- 
| day have servicemen who will 
|travel out of their home base to 
|franchised dealers service shops 
| when repairs are necessary, AUTo- 
| MoTIVE News has learned in a sur- 
vey. 
| Only slightly more than 7 percent 
|of the jobbers representing the 
|larger shop-equipment manufactur- 
}ers are even qualified as service 
| representatives of the manufactur- 
|ers they represent, the survey also 
| pointed up. 
| This failure to provide mainte- 
| mance on tools and equipment in 
| the field not only is of deep con- 
cern to the makers who are striv- 
ing hard to correct the situation, 
but should also be of concern to 
franchised car and truck dealers. 
When a hoist or a piece of lubri- 
|cation equipment in the small deal- 
er’s shop goes out of repair, that 
dealer is out of business as far as 
| rendering that particular service is 
concerned. 


} 
| 
| 


| * * * 

ARGER dealers with two or 
more pieces of the same type 
|equipment may be only inconven- 
jienced for a time, but the dealer 
| with only one hoist, one lubrication 
|system, one air compressor or one 
|front-end machine not only loses 
the revenue that the machine and 
the labor normally brings in, but in 
|many cases loses a customer to a 
| competitor down the street. 
| Thus it behooves every dealer to 
| make certain in buying shop equip- 
|ment and tools that the jobber he 





|}buys from not only has a service- 
;}man trained to make quick and ef- 


| fective repairs on the equipment, 


Thermoid Insures Dealers wiser pet Binet 


Against Price Slashes 


TRENTON, N. J.—A 60-day re-| affect prices of the products of 
troactive guarantee against price|the industry. 
reductions on automotive replace- The announcement was made at | 
ment products, effective June 1 and|this time, it was said, because | 
continuing through Dec. 31, 1949, | urgent demands for prompt deliv- | 


|was announced last week by Ar-/|ery indicate to company officials | 


thur H. Styron, director of auto- 
motive replacement sales for Ther- 
moid Co. 

In a letter to Thermoid distribu- 
tors throughout the country, Styron 
said: 

“In the event that there be any 
reduction in price between now and 
Dec. 31 either because of 
costs or because of competitive 
necessity, we will make our price 
reduction retroactive for 60 days 


| from the date it was put into effect. 


In other words, on any purchase 
you may have made from us during 
the 60 days preceding any possible 
price reduction, you will get a 
credit to the extent of any differ- 
ence in price.” 

The action 
keep production on an even keel, 
and to allow distributors to build 


lower | 


is designed to help | 


| that stocks of Thermoid products | 


/on the shelves of distributors and 
jobbers are low, and the company 
|feels that the reason for this is a 


| general apprehension over business | 


conditions which has resulted in 
|lowering of inventories in the in- 
| dustry. 





CHICAGO. — Studiously avoiding 
direct mention by name of the Au- 
tomotive Service Industries Show 
or its plan of operation, the Motor 
and Equipment Wholesalers Assn., 
in a surprise statement last week, 
disclosed that its directors favored 
“a national automotive show held 


| annually and conducted in a man- | 


up depleted stocks to enable them /| ner to insure its being based on the 
to properly service their jobbers | manufacturer - through - wholesaler- | 
and dealers, Styron said, while at | to-retailer system of distribution.” 
the same time protecting them The action of the board by unani- 
against any possible decline in mous vote was interpreted as coun- 
prices which he does not believe|ter to what had been regarded as 
will take place in the industry this | industry sentiment favoring bien- 
year. | nial shows. 

In his letter Styron based this| Praising the annual exposition 
latter contention on the state of idea, the statement said the direc- 
the material and labor costs which | tors are “convinced that the demon- 


has either a parts book on the 
equipment or an effective parts list 
with illustrations to determine the 
correct part needed. 

Despite strenuous efforts by the 
Equipment & Tool Institute to 
provide better service in the field 
by the jobbers representing these 
topline manufacturers, service to 
the equipment owner is still far 
from being what it should be in 
these days of keen competition 
when the franchised vehicle 
dealer needs every penny of profit 
his service department can bring 
in, 

Far too many tool and equipment 
(Continued on Page 39, Col, 1) 


MEWA Asks Annual Show 


strated values of a properly con- 
ducted annual show for wholesalers 
and manufacturers should not b« 
discarded.” 

The board also voted for a booth 
conference convention this year 
similar to those initiated by MEWA 
during the war years. It took th« 
position with regard to regional 
shows that “wholesalers are best in 
position to determine whether re 
gional shows should be held in their 
areas, since they are closest to loca! 
| conditions.” 

It was further announced that 
Paul J. Bolton, executive vice-presi- 
|dent of the National Assn. of 
Wholesalers, has been retained as 
MEWA resident representative in 
| Washington. 


—— ——_— 
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GASOLINE SURVEY SHOWS* 


Sunoco Dynafuel used by more \ 
Automotive Engineers than  < Fa 
all other gasolines combined 


UE 
‘ ” IMPARTIAL SURVEY among 513 foremost FOR BEST RESULTS don’t dilute sunoco 
: automotive engineers in the Detroit area DYNAFUEL with other gasolines. Use it full 
shows more of them use SUNOCO DYNAFUEL strength. Wait until your tank is nearly 
: in their own cars than all other gasolines empty, then fill up with Dynafuel. You'll 
; combined. Dynafuel was preferred 4 to 1 get high-test performance without paying 
4 over the second choice gasoline. the premium price. 
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There is no more striking or conclusive evidence of Pontiac’s proved 
mechanical perfection than its two rightly famous power plants. 

Available as a six or a straight eight, with or without GM Hydra- 
Matic Drive,* they are among the world’s truly great engines. Their funda- 
mentally simple design has been acclaimed by more than 2,000,000 owners, 
many of whom have passed the 100,000 mile mark without major service. 

New and used car buyers both are aware of Pontiac fuel and oil economy, 
the fast, economical maintenance service that results from clean, uncluttered 
design, and the fact that Pontiac delivers its outstanding performance 
under widely varying operating conditions. 

Pontiac engines are unbelievably smooth and quiet at all speeds from 
idle to wide open throttle. They accelerate swiftly and silently —with ample 
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Power reserve for every normal driving need. And no other engines have a 
better record of dependability and quick starting under even the most 
severe conditions. 

Because they are the near-perfect result of many years of development 
and improvement, Pontiac engines have an all-embracing appeal which 
inevitably wins the enthusiasm and admiration of those who drive them. 

No wonder you so frequently hear it said, “‘Pontiacs are powered by the 
sweetest engines of them all!” 

That’s why the famous Pontiac engines are among the most important 
assets any Pontiac Dealer has! They build owner good-will—they create 
long-term Pontiac friends—they add to the profit and satisfaction of selling 
Pontiac—a truly great automobile! *Optional with either engine at extra cost. 











PONTIAC PARTS CONFERENCE—Parts and accessories merchandising managers from 23 
Pontiac zones and two distributorships are shown with central office & A heads during 
their annual conference at the plant in Pontiac. 





as: soda-acid extinguishers, for- 
: merly $26, now $22.70, and one-quart 
Fire Extinguisher Prices | vaporizing liquid extinguishers, for- 
DETROIT.—Price reductions ef-|™€Tly $12, now $10.45. 

fective today (May 23) on portable | 

fire extinguishers are announced by 
General Detroit Corp. and its affili- 
ate, General Pacific Corp. Small and 
medium volume purchasers will pay 
about 12% percent less for the cor- 
poration’s Quick Aid line of vaporiz- 
ing liquid, foam, soda-acid and 


General Detroit Lowers 


Vincent Buys Out 


Bus Vincent, of Bus Vincent Mo- 
tors, Inc. (DeSoto), Marysville, 
Kans., has purchased all the stock 
of this motor car firm and is now 
sole owner. Vincent and his part- 
ner, G. E. Howard, of Belleville, 
Kans., incorporated in September, 
1945. 


pump extinguishers, the company 


said. 
Typical reductions were reported 


|nois Automotive 
| Peoria. 
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SERVICE SECTION 


Bait in Luring Service Business 


oe modern equipment, 
4 cleanliness, well-trained me- 
chanics and promotion are essential 
to steady service volume, a forum 
of franchised dealers told the re- 
cent annual convention of the Illi- 
Trade Assn. in 


P. A. Lies (Oldsmobile), Aurora, 
believes in keeping close to the cus- 
tomer. He says the dealer must 
give recognition and greetings to 
new customers. Also modern equip- 
ment is a must, according to Lies, 
who has found customers more 
service minded. In general being 
courteous, stressing shop cleanli- 
ness and having a good mechanical 
training program has done the trick 
for his service operations, he says. 

E, J. Norem, Norem Buick Co., 
Ottawa, presented his side of the 
way he stimulates shop service 

business. He believes in selling a 
lubrication coupon book with 
every sale, including it in every 
billing, as they had done prior to 
the war. They also stress the im- 


portance of lubrication to their 
customers. 

I, A. Pfeffer, Centralia, said: 
“First build organization around 
service. We feel if we can get traf- 
fic we can do business. 

“In 1946, we picked out 100 names. 
People who had autos. We wrote to 
them. Told them we'd lubricate 
their car for one year without cost. 
About 11 percent came in. Repair 
jobs we got from this business were 
good sized. We concluded from this 
that we could not sell $350 jobs un- 
less we had a budget plan. So we 
advertised no money down and be- 
gan to get the business. 

“Our losses have been small on 
the budget plan. We guarantee our 
work. If something is wrong we do 
the job over free. We find people 
are really honest. The budget sys- 
tem in our shop has worked for 
three years. It’s really good busi- 
ness for us.” 

* * oe 
B. BURNS, Decatur: “We have 

*had some_ disappointments 

with credit business. The only thing 








YOU CAN SELL MORE PENNSYLVANIA OIL 


This year 90,000,000 advertising messages like this will tell the readers of 
Saturday Evening Post, Life, Holiday, Country Gentleman and Progressive 
Farmer why 100% pure Pennsylvania oil is the finest motor oil they can buy. 


Hundreds of car and truck owners who will read these ads will be people who live 
and buy in your own community—YOU CAN SELL THEM IF YOU TELL THEM. 


Sell them by letting them know you handle 100% pure Pennsylvania oil. 


Sell them by telling them Pennsylvania Motor Oil is preferred by automotive 
engineers (for use in their own cars) 2% to 1 over any other motor oil. 


Sell them by a display of your Pennsylvania oil. 


Sell them by telling them that there is no finer oil in all the world than oil from 


the oil fields of the Pennsylvania Grade Region. 


PENNSYLVANIA GRADE CRUDE OIL ASSOCIATION 


Oil City, Pennsylvania 





[ream a 
the highest grade crude oil in the world 


COPYEMAT 1952 6S A OY PlUmSVIVAMIA GRADE CRUDE Gu ASSeCurOR 
TRABEMANE REGISTERED 8S POTENT OFFICE 


For your protection, only oils made 


from 100% Pure Pennsylvania 
Grade Crude which meet our rigid 


quality requirements are entitled to 
carry this emblem, the registered 


badge of source, quality and 


membership in our Association. 





that’s sane and safe is to collect th 
|eash before they leave. Of cours: 
there are exceptions—fleet accounts, 
large firms. Most of them need 
credit and do get it. 

“Credit will bring some extra 
business. We've found out you must 
have some way of determining 
whom to extend credit to and whom 
not to. We use the same system 
that the banks use on us. 

“Many who have had credit 
extended to them fail to pay b) 
the 10th of each month when we 
clearly give them to understand 
that the payment is due. Some 
say that the work was not satis- 
factory. So we developed a postal 
card which asks the customer if 
the work was or was not satis- 
factory. 

“The majority of them when the 
work was OK will return the card 
signed and with no effort. We've 
used this card as a check on this 
very well.” 

Herman G. Wangelin (Chrysler), 
Bellville, uses this successful 
method of service stimulation in his 
shop: “We sell each customer a 
5,000-mile service periodic lubrica- 
tion, and haven’t failed a single 
time in doing it. The cost is $12 for 
five lubes and five oil changes. We 
use colored booklets to present the 
| sale. Each color with printed words 
designates its use and benefit to the 
customer, 





* * * 


E BELIEVE that you must 
get a customer in five times 
before you can actually claim him. 
For us it has worked out well. We 
use a special oil that is very good 
and not sold in filling stations. 
“Seventy-five percent of the 
first group comes in for a second 
periodic group plan which sells 
for $17. 

“We do not say, for instance, just 
| plain lubrication job, or wash job. 
| We take the operation step by step 
las it is done and explain it to the 
| customer in our selling and promo- 
|tion of this. We find it has more 
|value to the customer since he 
| knows exactly what he is getting. 
Otherwise he’s apt to do some 
| guessing as to whether it was done 
or not.” 


AAA Releases 
Warning on Use 


Of Brake Fluids 


WASHINGTON.—A warning that 
many available brake fluids are un- 
|safe for use becduse they cause 
brake failure due to corrosion and 
vapor lock has been issued to its 
contract garages and service sta- 
tions by the American Automobile 
Assn. 

In a bulletin prepared and edited 
by its automotive service depart- 
ment, the AAA said: 

“Vapor lock occurs when too 
volatile components of the fluid boil 
|and form vapor in wheel cylinders. 
|The brakes then cease to be hy- 
draulic and no braking action oc- 
curs when the foot pedal is de- 
pressed.” 

The AAA added: “Although priced 
higher, heavy-duty fluids represent 
an added servicing cost to the 
|}owner of only a few cents per car 
| over cheaper, hazardous fluids. The 
|added insurance is worth many 
times the difference in fluid cost.” 

Brake fluids should meet SAE 
specifications, the AAA contended. 


| Chek-Chart Sets June 
|For Accessory Manual 


CHICAGO.—The 10th edition of 
|the Chexall Accessory Manual will 
be available this month, accord- 
ing to Chek-Chart Corp., 31. E. 
Congress St., Chicago. 

This publication gives automobile 
manufacturers’ specifications for 
j}accessories and parts and has 4 
cross-reference to these parts 45 
designated by major independent 
manufacturers. 













St. Pierre Promoted 


| Michael (Mike) St. Pierre has 
| been promoted to service manager 
of the ultra-modern $185,000 serv- 
ice station of Hughes Motor Mart 
| (DeSoto), Cambridge, Mass.. it is 
| announced by Joseph Hughes, pres- 
ident. 
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SERVICE SECTION, re 
ln 75% of Unsafe Cars... 


Bad Brakes, Lights 


—a Radiator Repair Declared 
eS | Ripe Profit Source 
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d| OMAHA.—“Radiator repair serv-|Inland. The package consists of 











aa 
th 
ma ice is the last great undeveloped | five pieces of basic shop equipment 
oer A ead th e L ist \ | frontier of the automotive service —a flow-test machine, boiling vat, 
eed (Continued from Page 32) | industry,” according to Daniel| back-flush booth and test and re- 
’ | Langfeld, president of Inland Mfg.| pair bench—which can easily be 
xtra in last year’s safety month program, |from the National Safety Council | Co. of Omaha, whose company is | supplemented with additional units 
iust which was held under the direction | that show a total of 6,610 traffic fa- | spearheading a drive to encourage|as the volume of the department 
ling of the National Assn. of Police|talities occurred during the first | WELCOME dealers and jobbers to capitalize on| increases. Minimum floor space is 
10m Chiefs and during which 2,718,076|three months of 1949. This is 130 the opportunity for profit offered in | required, he said, since the individ- 
tem vehicles were checked. In last year’s |more lives than were lost in the| ¥ | this field. ual pieces are designed for the most 
program it was found that 28.7 per- | corresponding period last year, and Considering all factors of ex-| @fficient use of the available area. 
dit cent of all cars were unfit because | represents a national increase of | pense, no other phase of automotive| A new brochure, “Blueprint for 
by of faulty tail and stoplights and 18.2 | two percent. = 2 | service will pay such a satisfactory | Profit,” containing factual data on 
we percent had defective headlights. | While age of the car—or the "e4 9/“%. | return, according to Langfeld, who| radiator service, is offered free by 
nd The Southern California commit- | mechanical condition of the ve- | ry is kame ~~ | said installation of a radiator de-|the company. Write Dept. 5c, In- 
me tee is going all-out on a safety | hicles—is not the only reason | had his vehicle inspected and | partment opens new horizons of|land Mfg. Co., 1108 Jackson St., 
is check program during June instead | for the large number of fatalities | corrections made within that | profit to the alert and progressive | Omaha 8, Neb. 
tal of May. They claim that they will| or the increase, as far as is | time, the inspector will pick up | operator. intial 
if keep an accurate record of the re-| known, the condition of prewar | the license plates. | To get an idea of the vast poten- | Ss ial 
is- sults of the check and will be offer-| cars is of great concern to all While parts revenue is down |tial of the radiator repair service | — 
ing free inspections to the 2,800,000| having to do with highway safety. | somewhat due to the falloff in sale | market, Langfeld pointed out, one WATERTOWN, N. Y.—Quick 
the motorists in that area. Rhode Island, for instance, is (of complete engines, short-block | needs only to examine the current | Motors went after lubrication and 
ard This year’s safety check pro- | Working out a plan where all | assemblies and rebuilt engines this | estimates on the many millions of | il change business by offering a 
e've gram, under the direction of the eight-year or older cars, when up | year, most dealers can make up this |cars now needing either ring or|complete set of magnetic drain 
this Inter-Industry Highway Safety | for a license renewal, will be |loss by doing a better job of in-| valve work or both. plugs free with each lube or oil 
committee, seems to be sadly | Pegged for checking by an in- |specting older makes of cars, in| Langfeld reported dealers “enthu- | change job. 
er?, lacking in reports on the number | Spector to see that they are tested | particular, for faulty mechanisms | siastic” about the new radiator re- he pee ae 
ful of vehicles checked during the | within 10 days of the issuance of |and items that make them unsafe | pair department “in a package”) here are money-making opportunities in 
his month and on what were the | the license. If the owner has not | for highway use. which is now being marketed by AUTOMOTIVE NEWS Want Ads. 
r & causes for cars being found unfit, | aa a 
ica- for driving. ; ‘ Ce 
_ The lack of figures available for 
We the period seems to indicate that 
the such a national program does not 
rds accomplish its objective unless the 
the police organizations are brought 
into active participation in the 
check in every community, and that 
they keep the records of the causes 
just 
: for unfitness. 
nes > * * 
We IX MICHIGAN, the starting place 
; of the month of safety check 


sta program (1945), the committee in 


an charge has always made it a point 
to bring the police chiefs and sher- 


= iffs’ organizations into the picture 
and has always come up with fig- 
ust ures that should be of considerable 
ob value to both dealers and manufac- 
no turers of the parts found unfit for 
i. driving. ici 
no- That this national safety drive is 
ore needed is seen in the recent reports 
he Site ———- 
. 
ns | MEWA Directors 


me | Elect McClure 


i, Bonddlanes CAR MANUFACTURER 
ee CAR DEALER & SERVICE STATION 


Assn. have elected as_ president 
John M. McClure, president of) 

















Minneapolis Iron Store, Minne-| WIX hits hard in today’s growing buyers’ 
apolis. market. WIX’s low cost and time-tested Engi- 
€! 
hat Other officers are James C. Park- 4 oe : 
un- er, president of Motor Parts & neered Filtration invites attention at every 
- Supply on ee Ala., vice-pres- level of automotive marketing . . . as Original 
> . r., presi- , 
its aoe ‘of Saraem a aes Co., Equipment for the car, truck and tractor 
“a eo Ay ey, — oeees | manufacturer and as the leading replacement 
gue . Hull, president o arks u * : " 
a Automotive Corp., Baltimore, treas- market sales idea for Dealers and Service Merchandising Plan. WIX Filter sales, Refill 
ec urer. Stations. i i 
rte Tid tue car ees Cention sales and oil sales are doubling and tripling 
aon with the immediate past president, The cost-conscious customer appreciates wherever WIX Engineered Filtration and 
o Erl ill titute th . : 
oil een oe — the added value the Car Manufacturer pro- WIX Engineered Selling go to work! 
Ts. The followi lected i i ’ i i i , alle ; 
wa a “a tollewing on: were 3 eahed ge with WIX neues hago ge Engineered Selling is based on a visual 
fl years to succeed retiring directors: o appreciates Me lower servies cost: a's demonstration of oil condition that no car 
A. Z. Helier, ro Saou Oo. Day- more, the car owner looks for WIX, more owner can misunderstand or forget! The 
on, O.; Edwar . Kelly, J. H. . . ° 
cmt | Keliy Co, Red Bank, N. J; Ray- ont Nate tee ae ee eee WIX Dirtector SHOWS him his own oil com- 
; mon , ellor, ellor's Auto over America ado the sales-makin : 
the San Selina & C: C. 6.e P & pared with 2 clean samples. The need for a 
ood delman, Motor Car Supply Co. WIX Oil Filter installation or a fresh WIX 
ae sattle; Harold E. Pirson, Pirson ° 2. , 
ny ie tek fk Seenwenis. 2. Filterefil is instantly apparent! And 


AE Y., and S. B. Sturtevant, Sturte- 


sales are quickly completed—the 
vant’s Auto Parts, Van Nuys, Calif. 


handsome WIX Cabinet Merchan- 
diser holds all that’s needed. 


Write TODAY for all the facts 
on the WIX way to make sales 
easier in today’s tougher market! 


ed 


Trico Triumph 
rico Triumphs 
Moves Whole Factory 
= To England 
aa BUFFALO.— Trico Products 
E. Corp. has solved the problem of 
plant expansion in England, where 


le building materials are painfully : = ; : ia 

for short, by shipping overseas a com-  — i ow 
a plete ready-made factory for its 

as British subsidiary. 

nt The prefabricated factory, which 


will cover more than two acres, | 
now is in the process of being put | 
together in London's industrial | 
west end for Trico-Folberth, Ltd. | 


The WIX Dirtector and Cabinet Merchandiser are on 
the island to stay—at the John Barbee Esso Service 
Like its parent company in Buf-| — a Say ae eee yrs = TRADE MARK 
Ze falo, Trico-Falberth makes wind- | - ee a a = 


dich shield wipers, rear-view mirrors ieee Oe Olt FILTERS eo FILTEREFILS 


| since I changed to WIX.”’ 
and other gadgets for automobiles. | WIX ACCESSORIES CORP’N ¢ GASTONIA, N.C. 


P AUTOMOTIVE NEWS Want ager | Canadian Factory: WIX ACCESSORIES CORP. LTD. 11 Wabash Ave., Toronto 3, Ont. 
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A page of briefs from the May | 


(1949) Chek-Chart service bulletin: 


Chek-Chart has estimated that 
there will be 100,000 European- 


built automobiles in the U. S. and | J 


Canada by the end of 1949, and is 
therefore preparing a special lu- 


brication guide for the most popu- | 


lar of these foreign-built cars. 
+ * * 


Service station operators are 
warned that lubrication of springs 
requires special care and study. 
For instance, nine 1949 cars now 
have liners or inserts in the rear 
springs. This type of spring must 
not be lubricated. The cars are 
Cadillac, Chrysler 8, Ford 6 and 8, 
Kaiser, Frazer, Lincoln, Mercury, 
Packard and Willys. 

> + 

Lubrication requirements of the 
new Chevrolet taxicab model are 
the same as those recommended 
for the 1949 Styleline sedan. 

+ * * 


+ 


Lubrication recommendations for 
the new Kaiser Traveler model are 
the same as those for the Kaiser 
Special models. 

+ 


+ * 
In a report of the Bureau of 





Quaker State Motor Oil - 
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TALKING ABOUT FORD SERVICE—Members of the Ford Southeast Arkansas Parts and 


Service Managers club at a meeting at El Dorado. 


promote high service standards. 


Standards, it is recommended that 
antifreeze solutions be drained dur- 
ing summer months and that the 
solution should not be used for 
more than one year. 


Goodrich Announces 


Plant Addition Plans 


AKRON.—Substantial additions to 
B. F. Goodrich Co. tire plants in 
Miami, Oklahoma and Tuscaloosa, 
Ala., will be started immediately, 
the company announces. New ware- 
houses for finished goods with 200,- 
000 square feet of floor space in 


Ten ayn ten 


The organization meets regularly to 


Oklahoma and 85,000 square feet in 
Alabama will be completed before | 
the yearend. 

The addition in Miami is the 
third made by the company since 
1945, and will be the second expan- 
sion in Tuscaloosa since 1947 when 
that plant began operations. The 
company also has tire and tube 
plants in Pennsylvania and Cali- 
fornia. 


AUTOMOTIVE NEWS, the Newspaper of 
the Industry, read by everyone who counts 
in America’s No. 1 Industry . . . an esti- 
mated more than 100,000 readers weekly! 


pamper 
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SERVICE SECTION 


Standardized Catalogs 


NSPA Issues Guide 
Specifications 


CHICAGO.—Referred to as the 
“keystone” in its new program for 
securing better cataloging, a 12- 
page booklet entitled “Industry 
Standards for Catalogs and Sug- 
gested Price Schedules” has been 
issued by the National Standard 
Parts Assn. 


The booklet covers all catalog 
specifications, such as page size, 
type-page size, margins, punch- 
ing, page identification, type 
sizes, paper stock and illustra- 
tions. In addition, several pages 
are devoted to illustrations of 
page dimensions, reconmended 
type sizes and page identifica- 
tions, so that the text can be 
followed simply. 

As a convenience for users in 
saving the material for reference, 
a bright red file folder is provided. 
The booklet was produced under 
supervision of the NSPA catalog 
standardization committee, of 
which Walter A. Kirkpatrick, Wil- 
kening Manufacturing Co., Phila- 


delphia, is chairman. The group is 


ME types of motor oils, as you know, have a tendency to break 
down and form gooey sludge and sticky varnish—the cause of 
many motor troubles. 


Not so with Quaker State. An engine lubricated with Quaker State 
Motor Oil stays clean—gets better, longer-lasting protection on 
every friction surface. 


Every drop of Quaker State Motor Oil is skillfully refined from 
100% pure Pennsylvania grade crude oil—world’s finest. It makes 
cars run better, last longer. More than 100,000 dealers have found 


it’s an oil that builds loyal, repeat business. 


Quaker State Superfine Lubricants - 


Quaker State Oil Refining Corporation - 


Oil City, Penna. 


Booklet Containing 
and Examples 


composed equally of manufacturer 
and wholesaler members. 

“Last year it became increasingly 
apparent that automotive wholesal- 
ers were deeply concerned and in- 
tensely interested in securing bet- 
ter catalogs from manufacturers,” 
said J. L. Wiggins, executive vice- 
president. 


“In order to accomplish this ob- 
jective, our marketing research 
committee set up a special catalog 
subcommittee, so that the problem 
could be studied and an equitable 
solution arrived at, consistent with 
the requirements of both whoie- 
salers and manufacturers. 

“The basic knowledge of cata- 
loging was supplemented by two 
extensive surveys conducted 
among our’ wholesaler members 
and their salesmen, plus data 
prepared by previous catalog 
committees. We feel that our 
present plan will be received by 
the automotive industry as a log- 
ical blueprint for better catalogs.” 

Recommended in the booklets 
are a standard page trim size of 
8% by 10% inches, a standard type- 
page size of 6%4 by 9%% inches, an 
inside margin of not less than 
one and 13/16 inches, a top margin 
of % inch, outside margin of 3/16 
inch, and bottom margin of % 
inch for all catalogs. 

Other recommendations include 
universal punching in a combina- 
tion fitting both 4-hole and 3-hole 
post or ring type binders; identi- 
fication in clear, bold type of each 
catalog page placed outside the 
standard type page, wherever pos- 
sible, to conserve the type page 
for essential listings; date cf issue 
and/or number; issue which is 
superseded or cancelled; manufac- 
turer’s name and/or trade mark: 
form number of catalog sheet or 
unit at lower left of type page; 
page number at bottom, and the 
words “Printed in USA” or “Litho 
in USA” to qualify for mailing 
outside the U. S. 

s Stressing that the size of type 

influences the total size and 

weight of the catalog, the book- 
let specifies 6 to 8 point type for 
specifications, tabular matter and 
price listings; 8 to 12 point for 
descriptive copy and sales data; 

12 point bold or extra bold for 

sub-headings and cross headings, 

and up to 18 point for necessary 
identification headings. 

In each of the foregoing particu- 
lars, samples of type styles and 
arrangements are contained in the 
booklet. ‘ 

The two styles of catalogs, both 
standardized, declared necessary, 
are: (1) the complete version for 
use on store counters, in offices, 





and in wholesaler salesmen’s cars: 
and (2) the condensed catalog to 
be carried into shops by whole- 
saler salesmen. 


Narcotics Ring 
22 Car ‘Jockeys’ Indicted 


As Dope Carriers 


PHILADELPHIA.—Federal nar- 
cotics agents last week traced the 
course of a flow of drugs from 
Philadelphia to Spartanburg, S. C., 
center of the used-car business in 
the south. 

“Jockeys,” hired to drive the used 
cars to Spartanburg from this city, 
were messengers for a huge nar- 
cotics ring operating from here and 
selling the dope in North and South 
Carolina. 

Twenty-two indictments were 
turned in against members of the 
ring, most of whom were involved 
in the used-car business, who sold 
throughout the Carolinas hypo- 
dermic morphine tablets stolen 
from the Sharpe & Dohme pharma- 
ceutical plant here. 

_Federal agents said the automo- 
bile jockeys had been engaged in 
illicit operations, for some time. 
When sugar was rationed, they car- 
ried sugar. They switched from one 
hard-to-get item to another, using 
their jobs of transporting automo- 
biles as a cover-up to get the goods 
south, where they sold at fabulous 
prices. 

During the two years the dope 
ring was in operation, more than 
$500,000 worth of morphine was 
transported and sold in the Caro- 
linas by the used-car people in 
volved. 
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i 9 : . . }open for some distributing firm to|they need the protection to their 
Makers’ Group Studies Field Aid... JoMer thin service on a notional Or service volume that Sremiet Railie 
e e | sectional basis. |tenance service and adequate me- 
|. Manufacturers of equipment and | chanic training will give them. 
oor e@rvice on oO Ul men | toate See Che automcuve retail in- But und resent conditions the 
|dustry, who have provided this er presen y 
service to date, have found an avid |#lone must protect their own in- 
acturer (Continued from Page 32) mechanic’s wages while he is learn- | business of the car and truck deal-|customer acceptance of their vestment by insisting that the 
manufacturers still haven’t supplied ing but his hotel and traveling ex-| ers, should not only be willing to product, source from which they buy their 
asingly their wholesale outlets with replace- | Penmses as well. provide maintenance and educa- | Franchised dealers today are | equipment assures them that this 
10lesal- ment parts lists or manuals. | The dealer also loses the time of | tional service for their customers; beginning to value the working (maintenance service is available. 
and in- Far too many jobbers have been|the man or men while they are| onthe products they sell, but should | time of every tool and piece of |The manufacturers of the equip- 
ng bet- content merely to offer the equip-|away attending such a school, and| see the advantage of furnishing the | shop equipment in their service | ment are working toward the ob- 
turers,” ment or tools for sale and have|in many cases has to employ an/|customer with this merchandising | departments and are weighing jective of having their distributors 
 Vice- done little or nothing about provid- | extra man to replace them in the | service, to the end that they are! the loss from idle time due to | provide this service, but their ef- 
ing maintenance service for the shop while they are being trained.| able to demonstrate the profit po-| breakdowns and lack of proper |forts cannot be anywhere near as 
hi items once sold, or providing the | He also stands to lose the entire in-| tential of a shop adequately| maintenance against a minor sav- effective as the dealer who does the 
Ss Ob- buyer and his mechanics with ade-|VeStment if the trained man “bites | equipped to handle the service po-| ing in the initial cost of the | buying. 
canoe quate instruction for the proper the hand that fed him” and leaves | tential of the dealer. | equipment, “ , 
aaion: and profitable operation of the| his employment for any reason. | fither the jobbers must be made| Since the end of the war, in par-| AUTOMOTIVE NEWS WANT ADS have 
juitable product. ae ee . | to see the light on the maintenance | ticular, they have become more ae oe eae one ae 
nt with . ee | ey who wish to continue|of the equipment they sell, or the | service-profit conscious than ever | what you have or A what you want! 
whole- FEW manufacturers have rec- | getting the equipment and tool! field will continue to remain wide! before and are appreciating that! See the back pages of this issue. 
£% ognized this weakness in job- — —— ST a eel : : 
 cata- ber distribution of shop equipment 
y two and testing tools, and have built up 
lucted their own force of representatives 


mbers in the field who not only sell, but cot ag c ee? 
dats service and instruct on the use of e: cas ' 
ata he tool ss bt : 3 ‘ “ i 
atalog — : : i — oe, eis 
t This method of distribution and begs iit 
a tor sale of equipment and tools is not ; “ — 2 ee 


ae feasible or efficient for a _ great 
we many manufacturers, however, and 


alogs. they are forced to depend upon ee \ eee tea VI he 
ooklets their jobbers taking care of this gir cua 4 
size of work for them. With most equip- : a ms ii 4 
d type- ment wholesalers failing to render a {3 oi 
hes, an adequate service to the owners of Fs i . d es 








s than their products, a number of tool 

margin and equipment manufacturers have 

of 3/16 supplemented the jobber with their 

of % own direct service representatives 

‘ or service branches in an attempt 

include to provide as efficient service as 

mbina- possible. i 

P| PR ee, mms KRW BUILDS IT FOR LONG LIFE 
identi- ognize that during the war there 

of each were a number of wholesalers : _ 4 

de the who entered the picture that have % 80 
c= Peo oee ag KRW SELLS IT FOR ONLY 


> page wholly, on the sale and service of 5 Mi 
f£ issue shop equipment: and have been ST ARTS LOW 3 / 8 F.O. B. FACTORY 
‘ich is able to do a respectable job to eek 


inufac- date, they look back at their pre- a ° e * 
mark: war experience and feel that it 1” i @ This improved KRW 2-Ton Hydraulic Jack will easily 
eet or will not be possible for these job- IFT HIGH 20 / 2 handle any car on the road today with a minimum amount 
page; bers to continue on this exclusive eee e ° 
nd the basis once the purchase of new I of pumping effort. It pumps through a handle motion of 
“yi i ff - 
colina sg a a a ROLLS r ASILY 45 degrees with only a quarter left turn of the handle 
sme Son at Chon Chess mete- ' necessary to operate the release valve. Handle can be 
. type salers will also be compelled to * : 2 
ond carry parts and accessories as well R 2” SINGLE quickly removed with a half right turn...a real space sav- 
book- es equipment, in order to maintain REAR CASTERS — ing feature. Read these specifications and you'll see wh 
pe for sufficient volume of business so that - ™ P y y 


r and they can provide adequate service. BALL SWIVEL...FRONT K RW is the leader in Garage Jack 


As it stands today, it is felt that 





it for x 
: fewer than 200 jobbers in the na- “ i Sales. Here they are: 

oa tion have the type of equipment CASTERS—4 STRAIGHT AXLE 

dings, specialty man that the E&TI feel 


every jobber of any size should 








ssary 
: have. 
. pg THE KRW 2-TON HYDRAULIC JACK 
articu- BACK OF the E&TI's promotion , 
” and of specialized selling of automo- ; 
in the tive equipment and tools is a 14- 
point. program that outlines the 
s, both ideal wholesaler setup from a sales 
essary, and service standpoint. 
on for This includes carrying adequate 
offices, stocks to represent the manufac- 
3 cars; turer’s complete line, to fully sup- 
log to port those lines, promptly follow up 
whole- all leads and inquiries, maintain 
adequate displays, train at least one 
counter man in the salient features 
FJ | Hime at sates "mectings. to cover SPECIFICATIONS KRW 2-Ton Jack 
- ime a Sales meetings Oo cover a 
rted equipment points, hold demonstra- on ae 
tion-type dealer meetings, examine 
se a —— — to de- @ Lifting capacity 2 tons (4000 lbs.). Weight 110 lbs. 
ar- ermine need of reconditioning or h Te ludi handle. 6’ 1”. Le th of ch . 
ed the replacement, aid dealers in selling Lengt overall, including nandlie, . ngtn of chassis 
aon use of equipment and develop a 2914". Length of detached handle only 49”. Floor to top 
ae ae maintenance department for the re- w w “ Floor to top of rest pad when 
less in pair and reconditioning of tools and PROOF SAFETY VALVE of rest pad vhen down 3% to top “os 
equipment. pes up 20%”. Floor to top of handle when upright 54”. 
- = Another important feature of BY PASS VALVE~ SELF CLEANING RELEASE VALVE Floor to highest point of jack body 6%". Width of jack 
s city, equipment sales that is sadly neg- I “ L or At . » 

; a acy : 5 : ae ® pody 1034". Rear casters 2” diameter, single ball swivel. 
go and is the qealeia ai ae © From the pumping plunger to the raising piston the Front casters 4" diameter, straight axle wee Swivel pad 
s the tr e cus s ea 8 > i e ° . . ’ ° 
South mechanics in the proper use of oil in a KRW Jack travels in a single casting. It just can’t 4" x 5%", curved to fit modern cars. Oil capacity 9/16 

the equipment and how the cus- get out or leak. All connecting passageways are drilled. int 
a ene Somer night increase his promt There are no particles of loosened core sand to lodge P 
v Ived gm a en of tage under valves and score cylinders. Pump is of displace 
voive e presentation o e service ; 7 VES = & + 
10 sold rendered to the vehicle owner. ment type therefore no troublesome cup washer is SAVE MONEY ORDER TODAY USE THE COUPON 
hypo- Several tool and shop equipment ’ All prices subject to change without notice. 


required on end of plunger. Packing around plunger 


-olen manufacturers have recognized the 7 
arma- acute need of this service by setting after 260,000 test lifts showed no trace of leakage. ¥ rod om oo ly (CRE Rg BS ‘Sear li, zo a 
67 


up schools at their home offices, Release valve is held closed by the oil pressure. Dirt 
itomo- where the vehicle dealer or shop s ‘otis is : a fl dod aw te : 
ged in operator can send his top mechan- between valve and Seat can ve flushed away y opening K. R. Wilson, 215 Main Street, Buffalo 3, N. Y. 
time. ics for a basic training in the use the release valve. There is no release valve failure in a = 
*y car- and maintenance of the product. = > : 
anil Wilie tite is @ teselior sheer ts .the »-KRW Jack. Enclosed find check ( Pie es in 
using right direction and is aiding in the . 
itomo- training of efficient operators, it payment for............. KRW 2-Ton Jacks @ $58.80 each. 
hee still falls far short of what dealers 
bulous feel is needed. 
"Sat eullp. ape’ the. seheocis tac Som s a I i oi, oousceineostahstaluebaoc eevee hakeaentinn ergiia eit amet teeiabeas Se a. scabuliemiaail 
» dope in number but the cost to the fran- 
» than chised vehicle dealer, for instance, a i oe ¥ :j Yio Seales dacheanab nate aX enanitiadee a aia a ta eae 
> WAS is too great to give a sufficient num- WORLD'S LARGEST MANUFACTURER OF GARAGE TOOLS AND EQUIPMENT 
Caro- ber of his men proper training on 215 MAIN ST.:- BUFFALO 3, N.Y. City and Zone santos onus iio ale cat 


le in all of the equipment in the shop. 
The dealer not only has to pay the 
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Money invested in merchandise 
and carried on your books as in- 
|ventory is exactly the same as 
| money in the bank, except one is in 
cash which 
time-lock safe heavily guarded and 
the other is 
money in the 
form of merchan- 
dise that is spread 
all over your 
place of business. 








MITCHELL'S PARTS CORRAL IN SAN ANTONIO—A decoration motif with a ranch scene 
was chosen for the parts department of the new O. R. Mitchell Dodge truck center. The 
truck center is in the stockyards area and is visited by hundreds of stockmen, so the decora- 
tion attracts considerable attention. The lasso is a real rope. 


penny each 
month; 


’ Faciliti and a service and sales building. 
Bape nd U.C. Facilities | Ted Chapman is Reese’s used-car 
Expansion of used-car facilities | manager. 
by two Toledo dealers was re- | Carl Weissenberger, Inc. (Chev- 
ported last week. rolet) was nearing completion of 
Bob Reese Motors (Ford) took | a large display and service build- 
over operation of a used-car lot ing for used cars. 





4. B, Van Tassel = =ment is the num- 


| keeper each month and if he finds 
a difference of one cent between 


Dealer Business Counsel 


Used Car and Parts Stocks Should Be Subjected 
To Rigid Inventory Control Systems 


(The opinions expressed herein are those of Columnist Van Tassel and are not 
necessarily those of Automotive News.) 


By J. B. Van Tassel 


is placed in a large | 


Also, the money | 
in the bank is) 
checked to the) 


in fact, | 


the reconciliation | 
of the bank state- | 


ber one job of the auditor or book- | 


1949 


the balance shown in his books and 
the balance shown on the bank 
statement, he is right on his way 
to the bank to find out where that 
penny is. 

How many bookkeepers or audi- 


tors do you know of that will check | 
|a $1,000 or a $100,000 stockroom in- | 


ventory once a month? Yet these 


| bits and pieces and old iron in the | 


|stockroom department are exactly 
|the same as dollars tucked away in 
'a well-guarded bank safe. 

The same goes for used cars 
that are taken in trade on new 
and used cars; only, they are 
checked more often than stock- 
room inventory. However, the 
change in used-car values is 
much more sudden than on parts 
and accessories. 





Your customers who own Plymouth, Dodge, De 
Soto, or Chrysler vehicles will thank you for 
using MoPar Cyclebond Brake Lining on their cars. 


Lasts up to 75% longer! Bonded to the brake 
shoe by a special process. No rivets! Serviceable 
through practically its entire thickness. 


Cyclebond Lining Sets 


Each set contains enough pre- 
cemented linings to service a specific 
vehicle completely. Can be bonded 
to brake shoes by those having prop- 
er bonding equipment. 


Steps up braking efficiency! Rivetless surface 
puts more lining area in contact with brake drum. 


Saves money! Not only lasts longer but also 
practically eliminates drum scoring. Smooth, un- 


broken surface—no rivet holes to catch dirt and grit! : f ; : 
If bonding equipment is not readily 


available, you can still take advan- 
tage of MoPar Cyclebond Brake 


Linings by using ready-to-install 


More and more Dodge, De Soto and Chrysler 
dealers now have factory-approved equipment for 
bonding MoPar Cyclebond Linings to brake shoes. 
Ask them about this service. Or, if you are prepared 
to bond linings yourself, ask for Pre-Cemented 
MoPar Cyclebond Brake Lining Sets. 


If you lack bonding equipment, get ready-to-install 
MoPar Brake Shoe and Cyclebond Lining Assem- 
blies from your Dodge, DeSoto or Chrysler Dealer. 


shoe and factory-bonded lining 
assemblies. No special equipment 


needed to install these assemblies. 


CHRYSLER CORPORATION e 





2. MoPar Brake Shoe and Cyclebond Lining Assemblies 





See your Chrysler, Dodge, De Soto or Plymouth dealers and get 
ready to supply your customers withMoPar Cyclebond brakes. 
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Hence, I would say that the two | 
'most important required inventory | 
control systems in a dealership are | 
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ithe stockroom inventory contro! 
|and the used-car inventory contro] 
|I recommend that every dealer se! 
his parts inventory control system 
up on a turnover basis of not les 
than four times per year and re 
member that the final turnove: 
ratio is not the final answer. 

The actual turnover ratio of indi- 
vidual items should be analyzed 
from the information that is usu- 
ally shown on the perpetual inven- 
tory control record cards that are a 
part of most factory recommended 
control systems. Dealers should re- 
quire their parts managers to fur- 
| nish them daily with a report cov- 
ering procurement and sale of parts. 

Parts inventory control record 
systems should show quantity of 
each part on hand, rate of move- 
ment of each part, date each part 
was ordered, received and _ sold, 
sales price, cost price, trade dis- 
|count, application of parts to the 
various model cars in your make. 

Also, one of the most important 
records to be shown is the de- 
mand record which should show a 
complete accounting of the num- 
ber of calls your stockroom de- 
partment has kad for a specific 
part that they have not carried 
in stock. 

One of the fastest ways to lose a 
good customer is to keep sending 
him to some other dealer for a part 
you do not carry in stock. Custom- 
ers like to deal with business 
houses that can supply them with 
their complete requirements. ° 

. * + 


Any questions concerning busi- 
ness management will be vladly 
answered by J. B. Van Tassel, 
care of Automotive News. 





Wilson Points 
Way to Reach 


Success Goal 


NEW YORK.—In an article en- 
| titled “Americans Are Lucky,” 
|Charles E. Wilson, president of 
|General Motors, offers in the June 
issue of American magazine some 
advice on how to achieve success. 

First of all, advises the automo- 
tive executive, get a good educa- 
|tion, make the most of your luck, 
give the job your best efforts and 
be able not only to recognize facts 
but also understand their meaning. 

“IT learned from my parents that 
a good education is worth almost 
any sacrifice,” states the GM execu- 
tive. “We must be willing to work 
for the things we would like to 
have.” 
| Wilson acknowledged that chance 
plays a role in everyone’s career. 
But he pointed out that the man 
who has expanded his knowledge in 
the direction he wants to go is bet- 
ter able to make use of the lucky 
breaks. 

“You can improve your chances 
if you make it a habit always to 
|give your current job your best,” 
he added. “That is what I call ex- 
posing yourself to good luck. To 
cash in on your luck it’s a good 
idea to acquire a reputation for 
keeping promises and commitments. 

“IT look upon America today as I 
look upon a 1949 car. They have 
both come a long way from their 
early beginnings. Both can stand 
improvement, but each is far and 
away the best thing of its kind that 
has been produced to date.” 








Dearborn Names 


2 New Outlets 


DETROIT.—Changes in Rich- 
mond, Va. and Portland, Ore., 
Dearborn distributors are an- 
nounced by Frank R. Pierce, presi- 
dent, Dearborn Motors Corp., De- 
troit, national marketing organiza- 
tion for the Ford tractor and Dear- 
born farm equipment. 

Universal Tractor Corp., Rich- 
mond, Va., has been appointed dis- 
tributor for Virginia and eastern 
North Carolina. Officers of the new 
company are William F. Knox, 
president, and John S. Woods, vice- 
president. 

Paul L. Henry has been appointed 
general manager of Pacific North- 
|west Ford Tractor Co., Portland, 
|Ore., new distributor in Oregon, 
|Washington and 20 counties in 
western Idaho. 


Wilson—Dallas 
B. W. Wilson jr. has been ap 


. | pointed used-car manager for Tri- 


j}angle Motors, Dallas Oldsmobile 


| dealer. 
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Backshop .... 


By Jack Weed 


(Continued from Page 32) 


would neglect his egg crop even if 
his major business was raising 
“fryers” and “stewers.” 

By which I am trying to point 
out that we are back in an era 
which I believe is going to last for 
some time—when good car and 
truck selling starts with good serv- 
ice and good service selling. A 
dealer who can’t hold his new vehi- 
cle customers as service customers 
had better make up his mind that 
the cost of buying business by the 
long-trade method is going to cost 
him a good share of his normal 
profit, and he had either better be 
darned good as a_ used-vehicle 
manipulator or finance his own 
sales so that he makes all of the 
profit that can be squeezed out of 
each deal. 

Of course, we have always had 
a few dealers who were very suc- 
cessful in “laying them on _ the 
street fast” and at a low unit 
profit, depending on volume and a 
good used-vehicle operation to keep 
them well on the black side of the 


guests. Things like this make one 
feel that the “grass roots” popula- 
|tion of this country are still doing 
|things the American way and are 
| basically just as sound as our pio- 
|neering forefathers who built this 
great nation. 
* * * 


a EICHHOLZ of Motor & Equip- 
|+% ment Manufacturers Assn. has 


| ber conditions that seem to throw 
some favorable light on their pres- 
ent standing, but isn’t too encour- 
aging as far as their position is 
concerned, if we were to face a 
wide flush of price-cutting in the 
parts field. 

In his financial standing survey, 
|he comes up with the information 
that last year brought sales to a 
new peak, with average sales per 
jobber of the 410 jobbers surveyed 
at $335,039 each, as against sales 
of $326,093 in 1947 and $303,586 in 
1946, or an increase of 2.7 percent 
over last year. What letdown oc- 





| been doing some digging into job- | 
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lecurred in late 1948, his _ report 


states, was not enough to affect the | 


final figure. Present ratio of cur- 


rent assets to current liabilities of | 


the jobbers surveyed was 3.44 per- 
cent for 1948, as against 3.11 for 
the previous year. Cash and ac- 
counts receivable exceeded total 


|short- and long-term debt. 


On the other hand, in a survey 
of 60 parts manufacturers, he found 


that only 22 offer their jobbers | 


some sort of protection in the event 


|of a sudden price decrease in their 





| lines. Only two of those who now 


do not have any protection are 
considering offering some plan. 


Nineteen of those offering protec- | 
|tion give the jobber 30 or more 
days advance notice of an impend- | 


ing price decrease and allow the 
jobber to buy at the low price dur- 


ing that period to equalize his stock |g 
| before the price decrease notice is 


sent out to the trade. 


Five of the firms questioned 
make refunds to the jobber on the 
difference in price of the goods he 


|has in stock at the time of the 


decrease. 

Fifteen of 28 accessory manufac- 
turers give their jobbers protection 
in event of price decline with only 





ledger. But for every P. T. Bar- 
num, there are thousands of show- 
men who have to make a modest 
income the hard way. 

* . . 


| parts, equipment and acces- 
sory show business is really be- 
ing stirred? up since the sponsors 
of the ASI show decided to go on 
an every-other-year basis. It kinda 
looks as if the exhibitor who even- 
tually pays the bill for these exhi- 
bitions is having something to say 
about when and how often he will 
lay his money on the line to show 
off his wares. 

An open letter to the trade from 
the Automobile Accessories Assn. 
states: “Your directors have agreed 
that after the AAA show, Aug. 8-11, 
1949, at the Navy Pier, Chicago, 
there will not be another AAA show 
in Chicago until 1951.” 

Thus, even the chain-store show, 
as this AAA exhibit is called, must 
have listened to pressure from the 
exhibitors—and certainly there is 
much more reason for showing to 
the “volume buyer boys” every year 
than showing to the exhibitors’ own 
wholesale outlets, as the ASI has 
been restricted to during the past 
few years. 

Intimation that the E&TI is 
also in the process of coming out 
soon with a definite show procedure 
that the majority of the equipment- 
maker members of this association 
agree to, is indicated. Many of 
these manufacturers complain that 
they are being “showed” to death 
and, under competitive trade con- 
ditions as now exist, just can’t keep 
spending the money it takes to 
satisfy each and every organization 
that wants to put on a show—and 
have the exhibitors carry the ex- 
pense, of course. 

Plans are going ahead, however, 
for the Equipment exhibition, to be 
held in conjunction with the NADA 
convention at Atlantic City this 
coming January. 

. + * 

ILL LITTLE, former Detroit 

head of Bearings Co. of Amer- 
ica and one of the real old-timers 
in this business of ours, is now 
retired but itching to get some little 
thing he can do to keep his finger 
in the automotive pie, Bill is one 
of the greatest story tellers of the 
myriads of funny things that hap- 
pened in the “borning” days of the 
industry when Bill was one of the 
best-known bearing peddlers in the 
country, and he called me up the 
other day to tell me about an inci- 
dent he witnessed while visiting his 
sister down in Norwalk, O. 

It seems that someone prevailed 
upon the city fathers of that “on- 
the-main-highway” Ohio town to 
put on a big kids’ pet show and 
parade, So with the cooperation of 
the state police they stopped all 
highway traffic from coming 
through the town for four hours 
and put on the shindig. R. H. 
Macy loaned the city its balloon | 
animals, over 10,000 people crammed 
into the town and they had a par- | 
ade of kids with their pets that | 
lasted for hours. 

Seems to me that America can’t 
be getting too crass, money hungry | 
or what have you, when one of the | 
heaviest truck traffic highways in 
the country can be shut off for| 
four hours just so some small-town | 
kids will have an opportunity to | 
Show their loved pets to their 
Neighbors, townsfolk and outside 
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NEW ORLEANS CHEVROLET MECHANICS' EXAM—Mechanics employed by Chevrolet 
dealers in the New Orleans zone pictured at Hattiesburg, Miss., where they took the annual 
mechanic's examination sponsored by Chevrolet. 
other meetings in the tone with total attendance in excess of 550. 


one other considering the adoption |more days and four others make 
of some such policy. 

Seven out of these 15 give their 
jobbers an advance notice of 30 or 


refunds. 


WASHMOBILE 





the car stands still | 


CELEBRATES 1°' YEAR! 


« PATENTED WASHER THAT 


UC ESTA 





EASY AS THIS—THE EFFICIENT, ECONOMICAL WASHMOBILE WAY... 
Yes, you could wash a car with WASHMOBILE without so much as spotting your full dress .. . 
and in ten minutes the car would be spanking clean and dry, ready for any full-dress occasion! 


CAR DEALERS, FLEETS 
ACCLAIM THE EASE, SPEED, 
EFFICIENCY OF WASHMOBILE 


Mass washing might be a mess any 
other way but large operators from 
coast to coast claim it isn’t so with 
WASHMOBILE. Using either the 
standard 8’ x 8’ unit or the larger in- 
dustrial units 9’ x 9’ and 12’ x 10’ 
(made to order), fleet owners and 
dealers have acclaimed the ease, speed 
and efficiency of WASHMOBILE. For 
fleets it’s ideal because of simple in- 
stallation that requires no additional 
space and because WASHMOBILE 
automatically sprays in 30 seconds, 
shampoos in 20 seconds, and rinses in 
1 minute. And dealers not only add 
car washing profits plus keeping cus- 
tomers for other services but use 
WASHMOBILE to test for rain-proof 
tightness of new cars prior to delivery. 


SERVICE STATIONS, GARAGES 
AMAZED AT WASHMOBILE’S 
LOW COST AND HIGH PROFITS 


WASHMOBILE has been the answer 
to chain rack competition thruout the 
country. Service stations, parking lots 
and garages have increased profits 
200% - 300% since one attendant can 
wash 5 cars an hour, saving 70% on 
time and 60% on water. And WASH- 
MOBILE’S soap supply lasts thru 600 
cars at a cost of under 1¢ of detergent 
per car, 

Equally as amazing has been the easy 
installation of WASHMOBILE. There 
are no structural changes, it fits any 
station or service department without 
taking additional space and there are 
no maintenance costs. In addition, 
WASHMOBILE is portable’ and can be 
set in operation in 60 minutes! 





“ROLLS-OVER” CAR OBSOLETES 
OTHER CAR WASH METHODS 


WASHMOBILE, now one year old, has 
already proved itself to be the great- 
est car washing innovation since the 
invention of the hose. Every phase of 
the automotive field has felt the im- 
pact of WASHMOBILE because here, 
at last, the car wash comes of age, in 
a modern, mechanical age. 

Only WASHMOBILE, with a specially 
patented process, rolls over the car, on 
its own 21’ runner track... so easily 
a child could operate. Only WASHMO- 
BILE covers the car uniformly with 
water and soap so that it is completely 
clean... dries without spotting. Only 
WASHMOBILE is self-contained, in- 
cludes two air guns, two high pressure 
water guns and a water pressure tank. 
Only WASHMOBILE is streamlined, 
smart in appearance and sensational 
in performance. 

“Potent 2465562 


SPEED... warned und dry in 10 minutent 
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additional space, no muintenance costs! 








Write Dept. A for free 
illustrated booklet. In- 
quiry from dealers and 
jobbers invited. 


FREE 
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350 NORTH FOOTHILL ROAD 
BEVERLY HILLS, CALIFORNIA 


REGIONAL OFFICES IN * New York * Pennsylvania ¢ Florida 
* Wisconsin * Illinois ¢ Michigan * New Jersey * 


Indiana ¢ Washington * Mexico * Canada 


Similar examinations were taken in six 


Twenty out of 35 equipment man- 
(See BACKSHOP, Page 54, Col. 5) 











GRIZZLY BARES NEW ITEM—A practical, 
economical device, designed to meet the 
needs of the thousands of service stations 
and shops using hydraulic brake fluid in 
moderate volume. According to the maker, 
Grizzly Mfg. Co., Paulding, O., use of the 
Grizzly brake fluid dispenser will lessen waste 
by spilling or overflow; permit faster, easier 
filling of awkwardly positioned cylinders; 
prevent entry of dirt and grit, and eliminate 
the possibility of contamination which fre- 
quently occurs when fluid is transferred to 
an “empty” bottle or other unclean vessel 
for filling cylinders. 





FAST CHARGER — Production of a new 
moderately priced fast charger has been an- 
nounced by Willard Storage Battery Co., 
Cleveland. Rounding out Willard's line of 
fast chargers, the new model is priced be- 
tween the Willard portable charger and the 
deluxe fast charger tester. Containing all 
features of the deluxe fast charger but the 
before and after charge tests and the voltage 
regulator test, the new model is precision 


engineered, Willard states. Assembled in a 
heavy-gauge steel cabinet with durable 
enamel finish, the new equipment provides 


thermostatic control to safeguard batteries 
and is capable of anaes at a rate of 100 
amperes. Slow charging facilities for from 
one to six 6-volt batteries have been incor- 
porated in the new charger, it adds. 





KNOCKED-DOWN UTILITY BODY — Artisan | 
Products, Inc., 3490 W. [40th St., Cleveland, 
ships these models to dealers for assembly in 
their own shops to effect a minimum of time 
and no skill to complete for mounting on/| 
chassis. Advantages claimed for this method | 
are a saving of up to one-half in freight 
charges and no long delay and expensive | 
back-tracking of truck chassis to body plant 
for body mounting. 














FOR REAR VIEW—This new-type mirror has 
been put on the market by Geo. Knight Co., 
21820 Wyoming, Detroit. Called the Crusader, 
it is said to do away with the blind spot on 
the right side of the car. It may be mounted 
either on the ieft or right side, and fits on 
the door panel with a concealed mounting 
removable only from the inside. 





| use unit for knee-action cars has been added 


TO KEEP SHOP FRESH—Shown are two of | 
the recently introduced service shop ventila- | 
tion systems for new buildings from National | 
System of Garage Ventilation, Decatur, Ill. | 
The flexible tubes pull right out of the floor 
and slip over the exhaust—then disappear into 
the floor when detached. 
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| seven inches from a low limit 








CASTER CORRECTOR—A easy-to- | 


simple, 


to the front-end correction tool line of Bear 
Mfg. Co., Rock Island, Ill., the company 
states. 
with a special screw-in head to make it 
adaptable for many jobs. It is used in con- 
junction with a hydraulic jack. | 
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PROTO TOOLS—Development of four new 
tools for automotive and truck work, along 


| with improvement of two existing tools, has 


been announced by Tom Moule, sales man- 
ager of Plomb Tool Co., Los Angeles 54. | 
No. 9744, a 29-1/lé-inch long wood-handle 


screwdriver with 9/32-inch bit, is for reaching 
hard-to-get-at objects like hose connection 
clamps. No. 5526S, a heavy-duty %-inch- | 
drive, 4-point (square) socket with 13/I6-inch 
opening, is for lug nuts of Budd dual wheels 
(inner nut), and those of Dodge and Ford | 
''/a-ton trucks. No. 6546, a 20-inch fork-type 
pry bar, was designed for removing Pitman 
arms from steering assemblies, bu? is useful 
also for heavy lifting and for pulling gears, 
bearings and pulleys. It eliminates the need 
for several pullers, it is claimed. No. 6526 is 
a jet wrench for Chandler-Groves and Holley 
carburetors, used on late Ford, Mercury and 
Lincoln models, on some Packards and Cad- | 
illacs, and on many small aircraft engines. 
It avoids damage to soft jet material and 
prevents chipping, and possible clogging of 
jet openings, the company states. 


The new tool has an adjustable shank | | 


NEW PRODUCTS ) 
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| 
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| 
| WHEEL BALANCER —A new combination | 
| wheel balancer designed to eliminate prob- 
| lems commonly encountered in balancing low- 
| pressure tires headlines the full line of Seal 
| Line wheel equipment manufactured by H. C. 
Schildmeier Co., 312 N. Senate Ave., Indian- 
apolis. The combination model handles ail 
|car, truck and bus wheels, with or without 
TO HANDLE TRANSMISSIONS—This Accu- | drum assembly. With the wheel vertically 
rate transmission jack is made of cast alumi- | Mounted, it takes both static and dynamic 
num with a threaded steel spindle. Although | balance accurately and quickly, the company | 
it weighs only 7!/. pounds, it has a lifting | states. Its internal, 2-horsepower motor brings 
capacity of 500 pounds and an overall lift of | the wheel up to 100 miles per hour in a mat- | 
of 13% inches, | ter of seconds, thus most normally duplicating 
12435 | actual tire stretch and permitting accurate | 
| balancing of low-pressure tires, as well as 
conventional types, it adds. On the Seal Line | 
balancer, which is the only wheel balancer | 
currently approved by Underwriters’ Labora- 
| tories, Inc., sensitive instruments measure out- 
| of-balance electrically, in ounces. The easy- 
| to-read instrument panel shows exactly where 
| to put weights and how much weight to ap- 
| oly, the manufacturer further states. | 





according to Accurate Parts Mfg. Co., 
Euclid Ave., Cleveland 6. 





POWER SWEEPER—Wilshire Power Sweeper 
Co., Los Angeles 26, has announced the addi- | 
tion of several important features to its | 
Model 500. This heavy-duty sweeper now op- 
erates through an exclusive blower and filter- | 
ing system, and dusf is deposited in a spe- | 
cially —_— bag Wat eliminates the neces- 
sity for frequent emptying, the company 
states. 





DIRECTIONAL SIGNAL—It can be installed | 
| quickly and easily on most 1941 to 1949 car 
models, according to Ajax Mfg. Corp. of 
Detroit. Has the additional advantage of 
being a self-cancelling unit when installed in 
1949 Ford, Chevrolet and Plymouth. There are 
no gadgets to attach and this newest acces- | 
sory in the Amacor line of modern design 
flashes a warning signal automatically on both 
front parking and rear stop lights. Smartly | 
designed, it attaches to the steering column | 
and an indicator on the dash tells when the | 
signal is in operation, the company states. 





BLUE GLASS FILTER — Filtering all 
through special blue glass before it gets to 
the driver's eyes, the new automotive Da-Nite | 
Visor announced by Knowles-Fisher Corp., Go- 
wanda, N. Y., offers protection against glare 
from a and headlights to drivers of 
virtually all makes of cars, according to the 


light | 


manufacturer. Red, green or amber lights 
always appear in their true colors, it is 
asserted. 


TESTS ELECTRIC SYSTEM—An electrical 
service unit, the Autocheck, has been an- | 
nounced by Hickok Electrical Instrument Co., 
of the 


Cleveland 8, designer and builder 
A.V.R. This handy, nine pound, compaci 
| portable instrument accurately checks bat- 


| tery condition, ignition coil, voltage regula- 
| tor, and all electrical cables and connec- 
tions, the company states. 


* ae 





NOW STANDARD—Coats Iron Tireman will 
now include as standard equipment a new 
two-way bead breaker, it has been announced 
by Coats Loaders & Stackers, Inc., Fort 
Dodge, la. Standout feature is the fact that 
it breaks both top and bottom beads on pas- 
senger car tires without removing wheel and 
tire from the Iron Tireman stand, the com- 
pany states. The Iron Tireman handles all 
tires in all plies from 13 inches to 21 inches, 
including mountings with protective type | 
tubes and air cushions. The tool has the) 
added virtues of keeping tires clean when be- | 
ing changed, and protecting tubes, tires and | 
= from pinching, bruising or denting, it 
adds. 





DIRECTIONAL SIGNALS—Yankee Metal 
production schedules for its new 


| lamp set only. 


| comparable transmission. 





Products Corp., 
"'Turnmaster"™ 
consist of two front, two rear lamps and a switch with flashing pilot light. Lamps are biue- 
white chrome plate, designed as flashing arrows. ‘'Turnmaster'' 
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5 SERVICER o 
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FOR THE CLEANUP SQUAD—A new ap- 
pearance servicer for use in polishing depart- 
ments of new and used-car dealers, and in 
service stations, has been introduced by Nat- 
kin & Co., St. Louis. Completely portable for 
use inside or outside the shop, it furnishes 
ample room inside, and on the tower unit, 


| for electric polisher, flox gun, polishing buffs, 


brushes, polish and cloths and all other ma- 
terials for a fast and thorough cleaning and 
polishing job. Plenty of standing room is 
coevided at the proper height to conveniently 
reach any part of the car. Eliminating the 
use of hazardous stools, step ladders and 
boxes, the appearance servicer offers the 
additional advantages of keeping all polish- 
ing and cleaning materials available when 
and where needed, thus eliminating the neces- 
sity of running back and forth for forgotten 
items plus increasing output by cutting time 
and labor, the company states. 


* * * 





FOR CAR RADIOS—In keeping with the 
new automobile instrument panels is the 
stainless Rigidized metal radio grille found 
in the 1949 Plymouth. Rigidized metal grilles 
claim superior tone and volume transmission. 
They are said to require perforation of only 
25 percent of area to produce sound trans- 
mission while fabric grilles require as much 
as 60 to 70 percent open area for even 
Perforated Rigid- 
ized metal is a product of Rigidized Metals 
Corp., Buffalo. 





INFRA-RED PORTABLE — Fostoria Pressed 
Steel Corp., Fostoria, O., has announced its 
Porta-Ray — a low-priced infra-red portable 
drying unit. The manufacturer states that 
Porta-Ray is light enough to be carried in one 
hand, has a two-stitch radiation control, is 


| fully adjustable, has a maximum radiant in- 


tensity (up to 2 KW) and comes complete 
with a heavy-duty 25-foot cord for 110-120-volt 
operation. 
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Norwalk, Conn., announces full 
Passenger-car directional signals. The sets 


is also furnished as a rear 
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FOR METAL WORK—Expert metal bumping 
| requires the right hammer, dolly block, spoon 
or other specialty tool for each job. Next in 
NOW, SAY AH—W. F. Phillips, manager of | importance to hovian the exact tool is having 
Studebaker's factory service school in South | it instantly available. To meet this need, 
Bend, demonstrates how a new device, popu- Fairmount Tool & Forging, Inc., Cleveland, 
larly known as a mechanic's stethoscope, can | supplies its complete line of body and fender 
be utilized in motor-servicing operations. The | repair tools mounted on this sturdy all-metal 
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CAR COOLER — Completely automatic in 
| operation, with no ropes or chains to pull, the 
Winter Breeze motorized car cooler developed 
by the automotive division of Federal Iidenti- 
fication Co., Oklahoma City, washes and cir- 
culates cool air to every part of the vehicle 
whether it is parked, idling in traffic or 
speeding down the open road, the company 
states. The 3200 revolutions-per-minute low- 
amperage motor drives the pump, fan and 
filter, eliminating all manual effort in operat- 
ing the cooler. In addition to cooling the 
automobile, the designers report that it also 
filters out dust, fumes and odors objection- 
able to hay-fever sufferers. Adjustable to fit 
any size car window, the cooler can be in- 
stalled or removed in about five minutes. 





NEW PRODUCTS 





VIS-O-SHADE ‘'49-ER VISOR — Highlighting 
| the new Vis-O-Shade line is this model re- 
cently introduced by Vis-O-Shade Corp., 2430 
S. Michigan Ave., Chicago 16. Custom built 
| for each particular make and model car, it 
| features sturdy all-metal construction with dis- 
| tinctive triple chrome-plated metal lead edge, 
| chrome-plated center strip and chrome-plated 
fittings. Is especially equipped with a wind- 
shield reinforcement bar for use on all 1949 
General Motors cars. Special metal iead 
| edge eliminates all vibration and fluttering, 
| provides added strength for the visor, accord- 
| ing to Hal McGahey, general sales manager. 
| Takes less than five minutes to install; no 
holes to drill. Visor clamps to rain gutter 


long probe rod at the end of the instrument | 
is merely touched against the engine and | 
moved from point to point while the user | 


board. Each tool is secured with metal clips 
over numbered silhouettes, clearly showing 
the location and exact contour so they may 


| quickly and easily, the company states. 


listens for any amplified discords. Distracting be easily recognized, removed and replaced. 


noises are shut out. | The board is 28 by 66 inches. 
‘ 


at + | * + . 





MORE EYES FOR TRUCK PILOTS—Pair-o- 
Scope, manufactured by White Industries, 
Menomonee, Wis., is designed to give a clear 
view of the highway ahead, as well as the 
rear. It does not require that the driver's 
head —- nS moved out of normal driv- 

A | Ing position, the company states. Mass pro- 

PRE-SET GAP—American Eagle Spark Plug | duction of a streamlined model for pomeneee 
Co. of Detroit states that it has perfected a/| cars is planned by White. 
nichrome radial cathode which delivers a 
degree radius of fire in the form of a circle 
or halo, replacing the usual J-type single-wire 
cathode which delivers a single spark. As a 
result, the plug has a hotter, stronger spark | 
which burns all gas vapors in the combustion 
chamber. Greater motor efficiency, better gas 
mileage and smoother running engine is ob- | 
tained, it adds. Incorporating designs to} 
meet the demands of modern Bigh compres- | 
sion engines, the plug features a factory | 
pre-set gap which is constant in all working | 








* 


conditions. The nichrome radial cathode's | 
gap-setting is permanent for all makes and | 
models of engines and does not expand 


under heat and compression, it says. | 


+ * * 





SELLS MOPAR—Service, parts and acces- 
sories merchandiser (junior model) is unusual 
in that it combines utility with sales-gaining 
display. The unit provides a two-man desk 
area for the writing of repair orders and also | 
places a large assortment of parts and acces- | 
| sories right at the point of purchase where | 
| the service salesman can effectively demon- 
| strate and merchandisg them. Another attrac- 
| tive feature is the four timed-to-the-season 
full color three-dimensional cardboard dis- 





SPEEDS WORK—A hinged metal kit now en- 


driving and reaming by means of detachable 
blades that fit a combination handle. 
kit has been developed by Park Metalware 
Co., Inc., Orchard Park, N. Y., under its trade 
name. It contains the following: |. Nine de- 
tachable chrome-plated nut driver 
from 3/16 inch to '/2 inch size. 
plated detachable regular screwdriver shaft 


blade on the other. 3. A detachable chrome- 
plated reamer for enlarging holes in metal, 


-inch to 5/16-inch holes. 4. A combination- 
detachable handle in clear amber plastic, 
shock-proof, break-proof. Fits all above blades. 
The handle has a new type fastener which is 


| unconditionally guaranteed for one year, it 
| adds. 


SUNSHADE—Visibility Sunshade of Plexiglas 
affords cooling shade and protection from 


occupants from rain or snow when windows 


all-weather awnings, made in blue or smoky 


| green, are mounted easily by tiny screws to 


the underside of window moldings. Extra 
width at the front allows ample room to 
swing the ventilating windows, it adds. The 
shades are made by Viso Co. of Wellington, 
Kans., and marketed through car dealers and 
accessory stores. Plexiglas is a product of 
Rohm & Haas Co., Philadelphia 5. 





plays designed for the upper display area. 


RADIATOR FLUSHER —The Fiush-o-Matic * * * 
weighs 45 pounds, is 24 inches high, 18 inches | 
square. It uses only air pressure, and water 
for the surging action, which combines with 
special Fiush-o-Matic compound to remove | 
rust, sludge and scale. No motors to wear | 
out, nor involved servicing, according to 
Industrial Research, Inc., Phoenix, Ariz. 











ein. 


DIRECTION SIGNAL—To promote motoring 
convenience and what it calls ‘‘a turn for the 





ables the electrician, auto mechanic, radio- | 
electronics technician and other craftsmen to | 
make faster changes from screwdriving to nut | 


This | 


blades | 
2. A chrome- | 


with 3/16-inch blade on one end and 9/32-inch | 


plastic and wood (special short design), from | 





glaring sunlight without obstructing the view, | 
according to the company. It also protects | 


are opened slightly to prevent fogging. These | 








PNEUMATIC SCREW DRIVER—Reed-Prentice 
Corp., Worcester, Mass., makes automatic 
| screw driver. It operates at a maximum of 

50 feet from the hopper mechanism, enabling 
| the user to cover a wide area. The hopper is 

designed to prevent screws from jamming, the 
| company states. 


| 
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| GOODBY BUGS—Liquid Glaze, Inc., Lan- 
| sing, offers Jiffee Bug Remover in eight-ounce 
and gallon cans. The latter are intended for 
dealers, filling stations and wash racks. 


aE 


ae 





| 
| * * * 
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| 
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FOR FENDER AND HOOD—Harding Mfg. | 
Co., 10600 Gratiot Ave., Detroit, makes this | 
three-ring style. 





| with the fuel 





CLEANS CYLINDERS—Ampco vapor lubri- 
cator is made by Automotive & Marine Prod- | 
ucts Corp., 87 Harvard Ave., Boston. The com- | 
pany says a fine, steady oil spray is dispersed 
supply the instant gasoline | 
passes from carburetor to combustion cham- 
ber. It is said to oil, clean valves, pistons 
and cylinder surfaces for smoother, increased | 
efficiency on every piston stroke and to pre- 
vent fuel or power blow-by. 


| better," 


| is no chance for confusion with any lights of | 


Arrow Safety Device Co., Mt. Holly, | 
N. J., has brought out a new, lower-priced | 
directional-light system for passenger cars. 
The system, including wiring, switch, four 
three-inch lights (two red for rear and two | 
white for front), blinker and fittings, comes | 
in a special Arrow kit. It is easily installed | 
at low cost, the company said. The lights | 
are brilliant enough (21 candlepower) to be | Boh ee 
clearly seen through headlight glare. There | : | 








the standard system, such as brake or parking | 
lamps, because the directional lights are in-| IMPERIAL JACK—It is a product of Vulcan | 
dividual units, it adds. | Mfg. Co., St. Paul. 





} mold will 





EXHAUST DEFLECTOR—This device is manu- 
factured by Boettger Tool & Die Co., 1767 N. 
Main St., Los Angeles 31, according to 
George C. Boettger, president. The new unit 
differs from others, according to Boettger, in 
that it is capped on the end and deflects ex- 
haust gases away from the car toward the 
road through the exhaust port. Instead of 
discharging exhaust gases at a 180-degree 
angle directly behind the auto, they are now 
directed at a 90-degree angle onto the road 
surface. This results in a neat chrome dome 
finish of the exhaust pipe which adds to the 
—_ view appearance of the car plus fool- 
prSof protection of chrome and paint finishes 
from oily, soily, exhaust fumes, he added. 





FOR WHEEL ALINEMENT—Display board 
equipped with new and improved gauges for 
handling all model cars has been announced 
by Bear Mfg. Co. of Rock Island, Ill. The 
gauge set has been assembled by Bear engi- 
neers to provide a low cost front end service 
for the small shop. Caster, camber, toe-in, 
king pin inclination and turning radius angles 
can be checked co and accurately. The 
all-steel display board requires little floor 
space, being only four feet high and four feet 
wide. Complete operating instructions for all 
gauges are included in the set. 


* * * 





FENDER DRESSING—A rear-fender orna- 
ment for the 1949 Ford has been piaced on 
the market by Denton Hassell Sales Co., 195 
W. Nine Mile Rd., Ferndale 20, Mich. The 
ornament is die-cast, 18 inches long and 
chrome-plated, having a one-inch red reflec- 
tor jewel at the lower end. 





REAR SUNSHADE—Made by Bathey Mfg 
Co., Plymouth, Mich., it is designed to keep 
the sun from beating down on the backs ot 
the rear seat passengers. This back light sun- 
shade reflects the sun's rays, helps to keep 
car cool, and yet does not impair rear vision, 
the company states. Painted dull blact 
enamel to minimize headlight reflection in 
rear view mirror. Made to fit Chevrolet, 
Pontiac and Oldsmobile 88 and 76 models, 
both slope back and notch back. Can be 
ordered through General Motors parts ware 
houses, Bathey states. 





BACON'S XL IS BACK—An improved Model 
XL mold has been announced oy Bacon Vul- 
canizer Mfg. Co., Oakland, Calif. The mold 
embodies many features of the Bacon X-ACT 


| and Bacon all-purpose molds, plus some new 


developments which Thomas P. Bacon, presi- 
dent, indicated. would be incorporated in the 
company's other models shortly. The new 
not only accommodate tires of 
today, but ample provision is made for the 
larger tires of the future. the company states. 
(Continued on Page 44, Col, 1) 
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problem of using fluorescent 
lighting when weather becomes 
very warm or very cold by em- 
ploying normally wasted ballast 
heat. Complete details are avail- 
able from the company. 

* * + 


New Products 


(Continued from Page 43) 


New Washable Air Filters 
Offered for Paint Booths n= 


Research Products Corp., Madi- | ° 
son Wis., is manufacturing a per- | Pneumatic Hammer Out 


manent washable air filter, “Alu-| For Body and Fenders 
maloy,” for entrance doors of| A new Thor pneumatic body and) 
paint-spray booths. |fender hammer is announced | 


} 
| 
| 
| 
| 
| 


company was especially interested | 
| in serving small users. 


It is said that the filters will| the Independent Pneumatic Tool 
give long service and need only a|Co., Aurora, IIll., manufacturer of 
weekly washing and adhesive coat| Thor portable power tools. 
to keep in condition. | The new tool is equipped with | 

Pe oe ae | yokes and associated accessories | available in both straight and curved, both 
Nash Bros. Now Producing + | for repairing all types of ee | eee and non-glare, not only show a view 





- 7 | " i, j ‘ through the back window but their generous 
Custom-Built Bumpers ~s Teee TEER, SESS SEE iota Gy 2pleth gran bert the apmrater 
: to see in back of him through the right side 
The new Nash Bros. Evanston | Pe, os ae : 
(Ill.) plant is now producing cus-| New Fluorescent Lighting ie dome Wie tee "Wee, Set Saces ae. 
tom-built bumpers stamped from) I etnced 6 | New York 61. 
high tensile steel in sizes to fit | ntroduc y Long * * + 


All-weather fluorescent lighting : 
sui > Gileees attediina an tee | PO? Offers Steel Shelves 
as a mile away has been intro- In Seven Solid Colors 
duced by W. H. Long Co. 61 W. | The new adjustable all-steel 
Hubbard St., Chicago. | shelving units made by Hilco Mfg. 
Known as Post-Lite, the prod- 
uct is claimed to overcome the 


and protect the front and rear of | 
all types of trucks, truck bodies, | 


buses and coaches, it is announced. | 

The new plant is said to be able | 
to produce bumpers quickly at low | 
cost to any specifications submit- | 
ted. Executives stated that the 


FOR BETTER REFLECTION—Nu-Look mirrors, | 
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| schemes. These units are available| scribe and 


| Co. are now offered in seven solid | Chamber of Commerce Bldg., Pitts- 
}eolors to match most decorative | burgh, has issued a cataloz to de-| 


SERVICE SECTION 


line oi 


illustrate its 
in eight standard shelf sizes. Plug-In Strip. 

Prices may be obtained by send-| The 12-page booklet covers th» 
ing specifications to Hilco Mfg. Co., product which is advocated for in- 


1721 N. Elston Ave., Chicago 22, Til. stallation in displays, work bench- 
hae a es, offices and for other commer- 


Sherwin-Williams Offers ee 


* « * 
Auto Paint Handbook West Soap Booklet 
The “most complete handbook A new booklet on liquid soaps 
yet published on automobile re- | and soap dispensing equipment is 
finishing methods and color mix- | available from West Disinfecting 
ing of automotive finishes” is now | Co., manufacturers of soaps specifi- 
being made available by Sherwin- 


cally formulated for industrial ap- 
Williams Co.’s automotive finishes | Plications in the United States and 
division. 


Canada. West’s booklet describes 
Covering all phases of problems 


the various types of soaps available 
and devotes space to newly- 

encountered by the auto finishing | designed soap equipment, For a 

shop, the copyrighted handbook (copy, write to West Disinfecting 

presents detailed information on |Co., 42-16 West St., Long Island 

preparation methods and applica- | City 1, N. Y. 

tion of the finishes, as well as the | * 

a org of a mixing. Lasting Plastic Base Claimed 

e handbook may be obtained | ° ° 

by writing Sherwin-Williams Co., | or Plasta-Film Car Polish 

Automotive Finishes Div., Mid- | Palmer’s Plasta-Film, a wipe-on, 
| wipe-off car polish made to elim- 


land Blidg., Cleveland 1, O. 
|}inate the separate washing and 


o * . 
" s | waxing processes, has just been 
Plug In Strip Catalog introduced in the southwest area, 


National Electric Products Corp., starting point of a market-by-mar- 
ket distribution program. 
The new plastic-base polish is 
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Company, incorporated, BROOKLYN 17, NEW YORK 


| designed to clean, polish and pro- 
| tect the entire exterior surface of 
cars. 

Fred Palmer, owner of Palmer 
Chemical Co. of Georgetown, Tex., 
said that intensive testing has 
proved that Palmer’s Plasta-Film 
keeps the brilliance and serves as 
a protection against sun, rain, 
snow, road film and fog as long as 
six months. Retail price is $1.50 
per pint bottle. 

* 








to customers. Show ‘em and 


AIDS TRUCK LOADING—The Stratton three- 
| way hydro-crane, made by Stratton Equipment 
| Co., Gieveltad. showing the first step in its 
| conversion to a truck-loading or towing-crane. 
|The pump, control valve and hydraulic cylin- 
| der are as a unit on a sturdy mast which can 
be separated —_ and quickly from the 
e 





Another fast seller, | portable base of t¢ floor crane, the com- 
Put them up front | pany states. 

and sell Spark Plug a 
Tire Pumps for $8.00 Industrial Cleaner 
| Described in Book 

A new manual has been issued 

by Magnuson Products Corp., 50 

| Court St., Brooklyn, describing 

Permag 168, a cleaning compound 

| for industrial, institutional and 

omar kar eh | maintenance cleaning operations. 

you let the people see | Specific instructions and meth- 


ods for over 40 cleaning opera- 
| tions are given in detailed and 
| tabular form. Among the descrip- 

tions are included cleaning car 

and truck chassis, cooling sys- 

tems and motors, and steam- 

cleaning interior surfaces. 

* * + 


Cone-Loc Drum Sander 


Reduces Grinding Cost 


The cost of buffing, polishing and 
grinding can now be_ reduced 
through use of the new Cone-Loc 
drum sander and ordinary strips 
of abrasives, American Diamond 
Saw Co., Portland, Ore., announces. 

Standard width abrasives, avail- 
|able in roll form, are wrapped 
|around the drum and secured into 
|place by pins that recede out of 
the way when the cone washer is 
tightened down. During buffing, 
polishing or grinding operations, 
the wheel never loses diameter and 
never needs dressing, the company 


|says. Address is 519 N. W. Park 
| Ave., Portland. 

+ + * 
Reynolds Handbook 
“Finishes for Aluminum” has 


|been issued by Reynolds Metals 
|Co,, Louisville, Ky., to furnish basic 
(Continued on Page 45, Col. 1) 
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New Products | 


is offered by National Wheels & 
Parts Mfg. Co., 1812 S. Michigan 
Ave., Chicago, for stimulating 
sales of the National line of 


1949 


are illustrated with identifying 
numbers. The catalog is available 
on writing to Imperial Handle Mfg. 
Co., 1685 McDonald Ave., Brooklyn 


(Continued from Page 44) 


information on the various pro-|specifications and prices on heavy- 
cesses for applying surface finishes |duty cab mats, mud flaps, radiator 
to aluminum, as well as the char- | hose, step plates, pedal plates, polar- 
acteristics of the finishes so pro-|oid visors, caulk and underbody 
duced. preservative. 

Copies of the bulletin are avail- 
able on request to Samuel Moore & 
Co., Mantua, O. 


* * * 


| New Seat Cover Fabrics 


Offered by Gallagher 

New styles in automobile seat 
cover fabrics in a firm twill of 
| DuPont rayon and nylon are intro- 
|duced in a group of tracery prints, 
| small two-tone checks, solid colors 
'and subdued novelty plaids. 

Called “Strong-Wear,” the fabrics 
contain 68 percent viscose rayon, 
32 percent nylon and are offered 
'by Theodore J. Gallagher Co., Inc., 
New York. 


| 
| 


National Wheels Offers 


Metal Display Stand 
An all-metal display stand that 


| 
| 


| money-back guarantee. 


dress-ups. 
| The display will hold and sell 
National Wheels discs, wheel cov- 
ers and hub caps. 
+. * 


| Magic Mat Stops Wheel | Se 


From Slipping on Ice, Mud 


Magic Mat, a new device to pre- | 
vent a car wheel from slipping On| imPROVED TENSION WRENCH —An im- 
ice, snow, mud or sand, is now be-| proved tension wrench has been announced by 
ing produced by Robert Products | Sunnen Products Co., St. Louis. This wrench 


Co., 3950 Michigan Ave., Detroit 16. | hes 2 high limit of 100 foot-pounds, which can 
N. Timko is president | be increased to 150 foot-pounds by using an 
7 . extension designed for the purpose. A spe- 


30, N. Y. 


* * * 





The mat is stamped from heavy | cial feature of this wrench is that it is cali- 
steel with short blunt points to| brated in both foot-pounds and centimeter- 
provide traction without harming | kilograms. 
tires. Timko said the product is| " 

compact for the luggage compart- | Tailgate Loader Eases 


ment and is guaranteed by | Heavy Platform Lifting 


A loading device said to elimi- | 


Imperial Publishes nate back strain and accidents to 
; workers, to speed up platform load- 


+ * 


* + * 





may be used for window or floor | 


| complete Imperial line. 


Illustrated Catalog ing of heavy bulky objects and to | 
Imperial Handle Mfg. Co., Brook- |cut delivery personnel cost, has re- | 

lyn, N. Y., manufacturer of auto- | cently been put on the market by 

mobile handles and body hardware, Ven Corp. of Los Angeles 

has just announced the publication | P. s — 

of a new catalog containing the; The loader is a hand-operated, | 

| lifting tailgate which fits any pick- 


All Imperial handles and parts|up truck. It is easily installed by | 
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bolting into place and has a capa- 
city of 600 pounds. 


* « * 
Goerlich Offers Display 
For Mufflers, Pipes 


A newly designed merchandising 
display stand, containing six lead- 
ing mufflers and pipes, a catalog 
rack and a three-color sales mes- 
sage, is now available for imme- 
diate delivery by Goerlich’s, 619 
Smith St., Toledo. 

These new display features are 
built into a strong but practically 
invisible wire frame requiring less 
than four square feet of floor space. 

> +o * 


‘Highway Trooper’ Protects 
Tire-Changing Motorist 

The “Highway Trooper,” a col- 
lapsible all-metal stand used to pro- 
tect a motorist changing a flat on a 
highway, has been invented by 
James Bogal, who was permanently 
injured in such an accident last 
year. 

The “Trooper” consists of a 
spring-set rod on a flat base with 
an arm to hold the spare or flat tire 
in an upright position. It is then 
placed to the rear of the stalled car. 
The stand includes a bracket to 


(Continued on Page 46, Col, 2) 











TO STORE PARTS—Flexi-Bin is made by Bor- 
roughs Mfg. Co., Kalamazoo, Mich. One unit 
is based upon an assembly of back, sides, top 
and bottom, or 36 inches by 84 inches 
by 12 inches; ease of assembly of unit is a 
desirable feature as no nuts or bolts are re- 
quired, according to the maker. Shelves slide 
in place on t'/-inch centers and special gas- 
ket shelves have holes on I-inch centers for 
pegs and label holders; sloping shelf dividers 
in four heights between 15% inches and 6! 
inches snap into place at desired widths, slop- 
ing front trays with automatic stops are avail- 
able to assemble four, six or nine to a shelf, 
and dividers for trays slide into place on 2- 
inch centers. 

* * * 


Bus Stoplight Features 


Long-Life Red Lens 


A school bus stoplight, with a 
lens that will retain the same red 
color throughout the life of the 
lamp, has been announced by the 
lamp division of the Westinghouse 
Electric Corp. at Bloomfield, N. J. 
Included among six automotive 
emergency lamps that utilize the 
new type lens, the stoplight will 
flash as bright a warning at the 
end of the lamp’s life as when it 
is new. 

The former method of coloring 
was to spray red lacquer on the 
outside of the glass. The new lens 
employs a red stain that is baked 
onto the inside of clear glass. 

. . ” 








FENDER-EYE—The Pioneer electric type unit 
is placed on both the front and rear fender 
on the right or blind side of the car and pro- 
vides constant warning before damage comes 


to the car, by means of a buzzer located 
under the hood, according to the manufac- 
turer, Pioneer Electric & Research Corp., 7212 
Circle Ave., Forest Park, III 


a * * 
Pacific Introduces Cleaner 


For Car’s Fuel System 


A multiple tank unit for the 
fast and economical production 
cleaning of carburetors, fuel 
pumps and small parts was re- 
cently announced by Pacific 
Chemical Co., division of Ameri- 
can-Marietta Co., 114 College St., 
Los Angeles 12, Calif. 

The device, Pacific Parts-Flo 
unit, consists of a series of five 
individual tanks holding the vari- 
ous cleaning solutions and rinses. 
The parts are processed from 
tank to tank on a straight line 
continuous basis, 





Samuel Moore Announces 


Truck-Products Bulletin 


Samuel Moore & Co., Mantua, O., 
announce a new illustrated bulletin | 
on the company’s line of Rub-Bub 
truck products. The bulletin gives 
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It is a lot easier to install a good replacement part 

than to replace a good customer . . . and when you \ 
lose a customer, he seldom comes back to explain 
why. 


That is why so many top rebuilding and mainte- 
nance shops bank on STEECHAN glass-run window 
channel and weatherstripping. They know that re- 

placement equipment must be as good as the 
equipment that was installed originally to give 
complete customer satisfaction. 


They know that STEECHAN is the original equip- 
ment on most of the cars that come into their 
shops . : . that it is engineered and produced to the 

exacting specifications that an automobile manu- 
facturer demands in his original equipment. 


‘eal 


No matter what make or model of car, there is 
STEECHAN glass-run window channel and weath- 
erstripping to fit precisely ...and to save you 


installation time and trouble . . . because it is of 


ORIGINAL EQUIPMENT quality. 


Ask your jobber for STEECHAN. Write us 
for complete catalog. 


THE MARK OF A 





Suremiorn PRODUCT 


EXECUTIVE OFFICES —2130 W. 110th ST. 
SALES OFFICES —316 FISHER BLOG., 
St. Clair, Mich. «© 


DETROIT 2 





Plants Located in Port Clinton, Ohio « Cleveland, Ohio « 
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New Products 


(Continued from Page 45) 


SERVICE SECTIO) Fog Vv 


hold a flashlight or flag as a caution | fect roundness, James claims, add- 
signal to oncoming cars. ing that manufacturers have never 


The safety device is handled by been able to attain this in new 





Highway Safety Products, 2300 Bos- 
ton Rd., New York, N. Y. 


Tire Saver? 
Rounding Device Seeks 


tires. 
. + 


Key Case Gives User 
‘Eyes in the Dark’ 


Radiator Specialty Co., Charlotte, 
N. C., announces the manufacture 





oY Pade of a rubber key container which ors de 

To Cut Wear gives the user “eyes in the dark.” Gabrie 

: yooh: A machine which is claimed to| This new item, the Han Dee key seven-i 

ao 7 give “at least 30 percent” more life| case, has a small rubber bump on damag 
AL comment 


“It’s a new remedy for torn fen- 
ders—just cut scallops into them.” 


Pearson’s New Home 


Formal opening of Pearson Mo- 
tor Co.’s new building on Canal 
St., Picayune, Miss., was held May 
7. H. E. Pearson is president of the 
Ford firm, S. E. “Jack” Pearson 
is vice-president, Joseph A. Mitch- 
ell, parts manager; Henry E. Ash- 
er, service manager, and W. Hoop- 
er Horne, sales manager. 


to the average automobile or truck 
tire has been invented by Harold 
E. James, president of O. K. Rub- 
ber Welding System, 5300 S. Santa 
Fe Drive, Denver. 

James says that at least 70 per- 
cent of the uneven wear on a tire 
is due to the out-of-round condi- 
tion, while only 30 percent is 
blamed on the tires being out of 
balance. 

The new machine works in this 
manner: A tire is placed on a re- 
volving disc and water sprayed 
over the tread. A circular, razor- 
sharp blade shaves the tire to per- 


one end, allowing one to select the 
proper key without the necessity 
of looking, merely by locating the 
projection. The end without the 
bump indicates the other of the 
two keys which may be carried 


in case. 
* * 


New Solvent 
In Production 


A companion product to Apco- 
seal, a chemical dispersion prod- 
uct, to be known as Apco-Cote, a 


solvent cutback material with a They are George W. Snibbe Sales 





BODY SQUARER—Rockingham Machine Co. of Davenport, la., has announced an auto body 
squaring machine. The machine has been used in squaring badly wrecked bodies for the 
past year at one of Davenport's leading service “py the company states. It has been 
successful in squaring with no pressure against the rboards and no strain on the car 
frame. It pushes misshaped ies as well as pulls. Hoods can also be brought in line 
and squared. All work is done with hydraulic jacks, eliminating cribbing and blocking, 
the company adds. 


flash point over 100 degrees, is now|Co., 408 S. Spring St., Los Angeles, 
being produced by Anderson-|and Ben Geller Sales Co., 188 W. 
Pritchard Corp., New York. Randolph St., Chicago. 

Two new distributing branches ee 
have been opened for the products. 














* Fair Traded to Insure You Full Profit on Every Sale! 
* Easy to Install on Practically Any Car—Old or New! 


* Defrosters Available for Most All Cars! 


“WEATHER-WAND”" DASH CONTROL 






Here’s the first and only Car Heating System ever developed that 


gives South Wind’s famous hot heat in 90 seconds plus safe, con- 
ditioned air throughout the car’s interior. This remarkable new 
“PRESH-AIRE” System with exclusive “Weather-Wand” control sets 


a new and unequalled standard for driving comfort. 


And “fresh-Aire” brings new safety, too, since air is rammed into 
the heater only by the forward motion of the car, not pulled in by 
any fan. Car occupants breathe only fresh, clean air instead of 


exhaust-laden fumes, in congested traffic at stop lights. 


The driver quickly, easily selects whatever temperature and fresh- 
air mixture he wants. The amazing new “Weather-Wand” Control 
panel is attached right to the instrument panel for instant, finger- 




















South Wind sale. 








No. 40 Fuel Line Kit 


permits fuel connection with- 
out drilling engine carburetor. 





Contact your nearest Stewart-Warner jobber today for 
details on this newest, fastest Car Heating System ever 
created—profit-protected to insure your “take” on every 


Join the 1949 “Profit Parade” by taking on 








Quick Aid line are more efficient 
expulsion of the _ extinguishing 
agent, light weight, and unusual 
compactness. 

The extinguishing principle em- 
ployed by the néw extinguisher is 
the expulsion of a fine white pow- 
der onto the blaze. The heat of 
the fire releases carbon dioxide gas 
from the powder, and this cools 
and smothers the blaze. 








FREES CABLE HOLD—ARC battery cable 
puller expedites the job, according to Stephen 
W. Cross, Yonkers, N. Y. 
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tip control of “Heat,” “Airflo” and “Defrost.” a New South Wind Dealer Franchise now! a REAR | 
Goodrich Rivnuts Genel 7 
’ Vv 
A “pull-tab” demonstrator which stalled e 
shows the way its Rivnuts are in- aon _ 
> ype 
rf SOUTH WIND CAR HEATER DIVISION The Famous “Standard” Stewart-Warner South Wind aaa ne ee a a ou © 
90-Second Car Heater is still America’s fastest selling ne Ps tent 
STEWART-WARNER = car heater, insuring year-'round sales and protected cand he Ceemaue cee aergoee Eee. 
ae profit for every authorized South Wind Dealer. No y. iD y, & eo installatic 
CORPORATION TEWART wonder this popular-priced 90-second car heater is a blind rivets with inside threacs. company 
WARNER favorite with dealers and car-owners, alike! Original application was in airplane Pr = 
Ch il construction, but they recently have i A 
icago, Illinois Popularly priced at $99 plus installation had usage in other fields. . _ = 
(Continued on Page 47, Col. 1) it adds. 
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Ga>riel Offers Catalog 


On Body Repair Items 


A four-page catalog describing 
the use of the companion autobody 
repair materials, Gabriel “Metal- 
ume” and “Celastic,” is announced 
by the Gabriel Co., Cleveland. 


The folder, prepared in two col- 
ors. describes the materials used in 
Gabriel’s auto body repair kit. A 
seven-illustration sequence shows a 
damaged car before repairs are 


8 


NEW CASTING METHOD —The versatility 
and effectiveness of the new Bendix technique | 
of plaster mold casting, capable of turning 
out units of intricate design, close tolerances, 
and critical surface finishes, is illustrated in 
these three pieces produced at the foundries 
of the Eclipse-Pioneer division, Bendix Avia- 
tion Corp., Teterboro, N. J., the company 
points out. Upper left is a turbine for a | 
torque converter unit. Upper right is a 10- | 


speed i i ific 
calling for critical balance and satin-smooth 
inner surfaces. 

* + ” 


Roberk Co. Publishes 


Mirror Sales Aid 


Roberk Co., Norwalk, Conn. | 
manufacturer of passenger car mir- | 
rors, has announced publication of | 
a six-page sales promotion booklet 
describing and illustrating material 
which distributors and retailers | 
may use in promoting the sale of 
the company’s auto mirrors. 


It contains an ad mat service as | 
a guide to forceful dealer news- | 
paper advertising. In addition, all | 
the company’s merchandising aids | 
are listed for reference. The book- 
let is printed on glossy paper, and 
kalamazoo punched for binders. 
Distributors of auto mirrors may 
write to the Roberk Co. for a copy. 


FOLDING WINDOW —Embodying many 
new features, it has been developed by See- | 
Clear Co., 545 Fifth Ave., New York 17. 
Window is made from a Bakelite-processed 
clear flexible vinylite that permits it to fold | 
up and down with the top. In addition, it | 
increases rear view vision 500 percent—a 
vital safety factor, the company adds. The | 
window is quickly attached, utilizing Murphy 
buttons which are already in top. Where back 
curtain is zippered, special clamps are pro- 
vided. No cutting of top or drilling. The 
manufacturers claim that the processed glass 
in its product will not crack, crease, ripple 


or roll and is scratch-resistant. 
* * * 


REAR VIEW MIRROR—Supersite Corp., 384 
Canal Place, New York 51, has announced an 
improved rear-view mirror which can be in- 
stalled on practically any part of a car—on 
both left or right side. Perma-Vue is a screw- 
on type mirror which has been designed so | 
that it can be placed wherever the motorist | 
desires—on door, cowl, hood or fender. There | 
are just two small holes to drill and a unique, | 
double fastening feature insures permanent 
installation without injury to body of car, the 
company states. Made of brass and stainless | 
steel throughout and heavily chrome plated, 
it is furnished with pon-glare mirror glass, 
unless clear glass is requested. The manufac- | 
turer guarantees the mirror unconditionally, | 
it adds 


started, and how it appears after 
each step in a Gabriel approved 
| process, 

* > * 


Windshield Sealzit Stops 


Leaks in One Application 


Foster and Kester Co., Inc., 
Philadelphia, has introduced to the 
retail automotive trade a one-shot 
application tube of Windshield 
Sealzit. 


Sealzit is a pliable liquid which 
penetrates and seals the cracks 
between rubber and glass assem- 
blies, dries in a few minutes and 
will not crack or peel, according 
to the firm. 


Feld Awards Care 


I. R. Owens and Mary Lee Die- 
sel, both of Maplewood, St. Louis 
(Mo.) county, were given new au- 
tomobiles last week as winners of 
an essay contest sponsored by Feld 
Chevrolet Co. at the opening of 
the dealer’s new building. 


NEW LUBRICATION MODEL FROM GRACO—Graceful styling and functional design have 
been combined in these models to achieve practical, attractive equipment for the modern 
lubritorium. Manufactured by Gray Co., Inc., Minneapolis, they come in both portable and 
stationary units. Complete car and truck lube service is possible with the Graco Standard 
600 series, which includes units for chassis and gear lube; waste oi! receivers: a vacuum 
cleaner and a utility cleaner for parts and tools, the company states. 


WASHES DIRT 





The price helps sell, too! 
5625 and up, plus installation, 


appeals to all pocketbooks. 
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Service Station Shoe 


Added to Cristy Line 


Cristy Chemical Corp. of Worces- 
ter, Mass., maker of Cristy Drygas, 
has now added the Cristy oil-resist- 
ant service shoe to its line of allied 
chemical products. Especially de- 
signed for service station and ga- 
rage men, this new shoe is made 
expressly for the automotive trade. 

Cristy service shoes are chemi- 
cally treated to resist oil, grease, 
heat, acids, caustics and gasoline. 
They have Gro-Cord Neoprene soles 
and steel shanks to hold the shoe 
in shape. 


* * . 
Dollar Antifreeze Said 
To Last All Winter 


Saf-tee Super antifreeze, manu- 
factured by United Distillers of 
America, is said by the company 
to be the first dollar a gallon anti- 
freeze guaranteed to give winter- 
long protection to passenger cars. 

It is claimed to last all winter 
because of a special ingredient 
which inhibits evaporation. The 
manufacturer’s offices are in the 
Empire State Bldg., New York. 


AUTOMOTIVE NEWS production and 
registration figures tell the story of output 
and sales every week. 
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Used Car Auction Prices 


(Eprror’s Nore: While we try to eliminate wrecks from all of these 
listings, occasionally some get bu us. So if the te is abnormally 
low, the car is probably damaged. If the price is abnormally high, 
the car is probably loaded with extras), 





CONCORD MASS sedan, $360. ‘38 half-ton panel, $160. 

_ ’ > as FORD—'49 Custom station wagon, $2,050; 
(Concord Auto Auction, Inc, Sales every | Custom conv., $1,850, $1,975; Custom se- 

Monday and Friday. Prices are for sales dan, $1,645. ‘48 club coupe, $1,235, $1,- 

of May 27-31.) 210. ‘'46 SD sedan, $955, $875; Deluxe 
(Sold 159 units out of 254 offerings.) (8), $840; (6) $905, $880; SD club coupe, 

BUICK—'49 Super sedanette, $2,560, $2,-| $985; SD station wagon, $925, $1,190; 


300; RM sedanette, $2,500, ‘48 Super Sportsman, $1,210. ‘41 business coupe, 
conv., $1,912. ‘47 Super sedan, $1,525, $395; club coupe, $500; station wagon, 


$1, 450; conv., $1,660; Special sedan, $1,- $685; sedan, $680, $650, $430. ‘40 De- 
435. °'46 Super sedan, $1,330, $1,150, $1,- | luxe sedan, $540; conv., $625. ‘39 1%- 
250. °41 Super conv. sedan, $525; 7-pas-| ton wrecker, $400; half-ton pickup, $330; 
senger limousine, $780; Century sedan, conv., $310, $305. ‘37 sedan, $140. ‘'36 
$590. | conv., $280, $185; sedan, $290, $140. 
CADILLAC—'48 (62) sedan, $2,700. ‘46 | wERCURY—'48 sedan, $1,350. ‘47 sedan, 
(62) sedan, $1,800. ‘41 (62) sedan, $1,-| $1,000. °46 sedan, $875. ‘39 club coupe, 


075; $900, $885. 

CHEVROLET— 49 SL Special sedan, §$1,- 
875, $1,840, $1,810, $1,525. ‘48 SM se- 
dan, $1, 300; FL aerosedan, $1,560; FM 
conv., $1,600. ‘47 SM sedan, $900; FM 
sedan, $1,225, 2 at $1,150, $875, $825; 
SM sedan delivery, $825; FL aerosedan, 
$1,275. °'46 FM sedan, $1,050, $1,100, 


$525. 

OLDSMOBILE — '48 (68) conv., $1,605. 
'41 (76) sedanette, $475. ‘40 (66) se- 
dan, $695. ‘39 sedan, $460 

PACKARD—’'38 conv., $175. 

PLYMOUTH—'47 SD sedan, $1,185, $995; 
Deluxe sedan, $775, $735. ‘40 sedan, 


$1,000. ‘41 SD sedan, $440, $535, $750. $405, $445. '39 sedan, $130, $290, $435. | 


'40 MD club coupe, $575; SD sedan, '38 sedan, $115. ‘37 sedan, $105. 

$375; walk-in, $150. '39 sedan, $300. | PONTIAC ‘49 Chieftain (6) Deluxe club 

‘88 sedan, $150. ‘37 sedan, $115. coupe, $2,250. '48 Torpedo (6) conv., 
CHRYSLER—'40 Royal sedan, $645; lim- $1,760. ‘47 Streamliner (6) sedanette, 

ousine, $150. $1,285. ‘37 (6) sedan, $190. ‘35 (6) se- 
DesSOTO—'46 Custom sedan, $1.200. ‘41 | dan $135. 

Deluxe sedan, $610, $440. ‘40 sedan, | STUDEBAKER-—.-’41 Champion sedan, $505. 


$295. ‘37 sedan, $140. MISCELLANEOUS—'39 International 2-ton 
DODGE—’42 Navy ambulance, §210. ‘41 platform, $100. ‘37 GMC 2%-ton dump, 


sedan, $325. ‘39 business coupe, $540; $185. ‘31 Auburn ‘sedan, $155. 








VALDOSTA, GA. 


(Tom Hewitt Auto Auction. Sale every | 
Friday. Prices are for sale of May 27.) | 
(Prices holding up well on clean and 
new cars. Sold 141 units out of 216 

offerings.) 

BUICK—'49 Super sedanette, $2,250; Super 
4-dr., $2,450; Roadmaster 4-dr., $2,600. 
'48 RM sedanette, $2,050; RM conv., $1,- 
835. °47 RM 4-dr., $1,385. ‘46 RM 
4-dr., $1,250. °42 Super sedanette, $725. 
'37 Special 4-dr., $550. 

CADILLAC—'49 (62) 4-dr., $3,775; (61) 
4-dr., $3,500. ‘48 (62) sedanette, $2,700; 
(62) 4-dr., $2,710. ‘47 (61) 4-dr., §$2,- 
000; (62) 4-dr., $1,940. ‘42 (67) 4-dr., 
$775. 

CHEVROLET—'49 FL aerosedan, $1,875; 
SL Deluxe 4-dr., $1,830. ‘48 FL aero- 
sedan, $1,600, $1,560, $1,530; FM club | 
coupe, $1,420; station wagon, $1,430. ‘47 | 
FL aerosedan, $1,358, 2 at $1,350, $1,- | 
285. °46 FL aerosedan, $1,225. ‘41 MD | 
2-dr., $710. ‘37 Standard 2-dr., $480. 

CHRYSLER—’48 New Yorker 4-dr., $1,775; 
Windsor 4-dr., $1,910. ‘46 New Yorker 
4-dr., $1,150. 

DeSOTO—’48 Custom 4-dr., $1,675. 


$1,263 


$1,173 


til 


June (to date) May 





Average Used Car Prices 


‘Compiled by Automotive News) 


June, 1949 May April 
Mode! (to date) 1949 1949 
1949. $1,987 $1,920 $2,075 
1948... 1517 1,498 1,609 
Bee stdbissce 1,256 1,244 1,281 
1946... 1,086 1,098 1,143 
1942... 670 649 730 
1941. 595 602 667 
1940. 481 483 542 


Overall --- —- 
Average $1,173 $1,160 $1,263 


*Includes 1949 models. 


(The above figures are averages of used car auction prices, ail 
makes and models, carried regularly in Automotive News.) 


DODGE—'47 Deluxe 4-dr., $1,105, $1,100;| pyymouTH—'49 SD 4-dr., $1,850. °48 SDBUICK — ‘42 Special conv., $1,000. ‘41 


Custom 4-dr., $1,285. 4-dr., $1,450, $1,380, $1,300; SD station 
FORD—’'49 Custom station wagon, $1,725; i Mg y+ ig 47 hes Cae $1,090, $1,- 
Custom (8) 4-dr., 2 at $1,750, $1,550: | 959; SD club coupe, $1,130. "40 4-dr., 


half-ton (6) pickup, $1,340; Custom (8) , is 

club coupe, $1,575, $1,550. '48 SD 4-dr., | 9°59. "39 Deluxe 4-dr., $450. 
$1,400, $1,325, $1,290, $1,240, $1,150; PONTIAC 49 Deluxe (8) club coupe, $2,- 
SD conv., $1,200. °47 SD 4-dr., $950, 350; Streamliner (8) sedan coupe, $2,440. 





2 at $910; SD club coupe, $1,100; SD ‘47 Streamliner (6) 4-dr., $1,325. 
station wagon, $1,200; SD conv., $1,250. | WILLYS—'48 Jeep, $600 ‘47 Jeep, $650; 
"46 SD 4-dr., $1,100, $930, $910. | station wagon, $960 
HUDSON—'49 Commodore (6) club coupe, 
$1,800. | < 
MERCURY — ‘49 conv., $2,050; station | MOBILE, ALA. 
wagon, $1,800; 4-dr., $1,675. ‘47 4-dr.,| (Mobile Auto Auction. Sale every Wed- 
$1,100. ‘'39 4-dr., $575. | nesday. Prices are for sale of June 1.) 
NASH—’46 (600) club coupe, $860. (Bidding active with clean cars bring- 


OLDSMOBILE—'49 (88) club sedan, $2,360. ing top price. Sold 31 units out of 68 


_PACKARD—’ 41 Special club coupe, $640. offerings.) 





NEW DESIGN — NEW CONVENIENCE — NEW EFFICIENCY 
It’s the Improved KENT-MOORE 


5200 MONOXIVENT 


Exhaust Eliminating Fixture With Concealed Hose Assembly 


After months of research and development, Kent- 
Moore offers a radical improvement in floor fixtures 
for exhaust eliminating systems—a fixture into which 
the entire flexible hose assembly disappears after 
use. The hose is completely concealed beneath the 
floor . . . protected from damage and loss. Yet it is 
always at hand, ready for instant use—you simply 
raise the hinged floor outlet cover, pull out the hose 
assembly, and attach it to the vehicle tailpipe. 


The J 2980 Monoxivent fixture comes to you com- 
pletely assembled and ready to install. Installation 


instructions are furnished with each unit. Underfloor 
duct and blower specifications, engineered for your 
requirements, are available upon request. 


The unit consists of a stainless steel Flexible Hose 
Assembly with sheet metal tail pipe adapter, and a 
Floor Outlet Assembly with cast aluminum floor 
plate, sheet metal throat, and felt packing seal 
assembly. 


J 2980 Monoxivent fixtures are available for imme- 
diate delivery. See your local Kent-Moore repre- 
sentative or write direct for complete information. 


KENT-MOORE ORGANIZATION, INC., Executive Offices: GENERAL MOTORS BLDG., DETROIT 2, MICHIGAN 
Factories and General Offices: JACKSON, MICHIGAN 


See Your Local Kent-Moore Representative or Write Kent-Moore for Descriptive Literature 


Special 4-dr., $540 "39 Special 2-dr 
$390. 


CHEVROLET —’49 half-ton pickup, $1,225 


‘48 FM club coupe, $1,430; FL aero 
sedan, $1,510. °41 SD 4-dr., $550 40 
MD 2-dr., $530. ‘39 MD 2-dr., $450 
'37 MD 2-dr., $190. 


CHRYSLER—’47 New Yorker 4-dr., $1,270 
FORD—'49 Custom sedan, $1.660, $1,650 


$1,550, $1,510. °47 Deluxe 2-dr., $1,325 
$1,125. ‘°41 Deluxe sedan, $590, $425 
*40 Deluxe 4-dr., $575. ‘38 Deluxe 2-dr 
$290. ‘36 Deluxe 4-dr., $230 


MERCURY—’'48 4-dr., $1,325 ‘46 club 


coupe, $1,060. 


PLYMOUTH—’'47 SD 4-dr., $1,075 41 


4-dr., $490. ‘40 Deluxe 2-dr., $410 39 
business coupe, $100. 


PONTIAC—’49 (6) conv., $2,300. ‘48 (8) 


2-dr., $1,600. 


STUDEBAKER °39 Commander 4-dr 


$210. 


LOS ANGELES 


‘W. R. Stone Co. Sales every Tuesdu 


and Thursday. Prices are for sales of May 
24-26.) 
BUICK-—'47 RM 4-dr., $1,450; Super 4-dr 


$1,550. ‘46 RM sedanette, $1,455; Super 
4-dr., $1,350; Super sedanette, $1,075 
°41 Super conv., $875; Special 4-dr., $785 
Special sedanette, $775: Super club coupe 
$885, $695; Special sedanette, $670, $750 
Special 4-dr., $650. °40 Super club coupe 
$455; Super 4-dr., $430 ‘39 «Special 
4-dr., $380, $435. 


| CADILLAC—"47 (62) 4-dr.. $2,230. ‘46 


(60) 4-dr., $2,075. ‘41 (62) 4-dr.. $980 
$960; (62) sedanette, $905; sedanette 
$860, $835. 


| CHEVROLET "49 SL club coupe, $1,650 


| 
| 





‘48 FL aerosedan, $1,635; FL aerosedan 
$1,585; FL aerosedan, $1,590; SM 4-dr 
$1,350, $1,400. ‘47 SM 4-dr.. $1,260 
$1,240; SM club coupe, $1.210; FM 4-dr 
$1,300; $1,315. ’46 SM 4-dr., $1,080 
‘46 FM 4-dr., $1,175, $1,120; FL aero- 
sedan, $1,200; ‘SM 4-dr., $1,170; ‘SM 
2-dr., $1,060. °42 MD 2-dr., $950. ‘41 
MD 2-dr., $750, $705; MD club coupe 
$680, $710; SD 4-dr., $815, $500; half- 
ton pickup, $500; SD club coupe, $650 
'40 SD 4-dr., $625; SD conv., $620, $475 
SD club coupe, $540. °39 MD club coupe 
$270. 


CHRYSLER-—-'47 New Yorker 4-dr., $1,470 


"41 New Yorker 4-dr., $465. 


| DeSOTO—'46 4-dr., $1,285. °42 4-dr., $695 


(Continued on Page 49, Col. 1) 


Make Your Own 
Sales-Producing 


SIGN S§ 


FOR SELLING 

® USED CARS 04 
@ NEW CARS 

© SERVICE 


@ PARTS 
® ANYTHING 


Even a child can make powerful, sales 
producing signs with this amazing new 
sign kit. Will pay for itself many times 
over, produce extra sales. One kit con 
tains 924 letters and numerals in 2 sizes 
and in 2 colors. Also & metal holders 
20” long by 4” deep. Letters and numer- 
als are easily inserted and removed 
Vacuum cups hold signs firmly in place 
on practically any smooth surface. The 
Selz-It Kit contains 40 stalls which keep 
letters and numerals in order. Make any 
sign you want in a jiffy. 


SEND CHECK AND SAVE C.O.D. 
CHARGES AND POSTAGE 


Manufactured by 
THE HOUSE OF RYAN 
1130 HERMITAGE ROAD 
RICHMOND, VIRGINIA 


Complete 
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'40 4-dr., $405. 

"46 
$610. 
$595, 


:1 Custom conv., §825. 
DODGE—'48 half-ton pickup, $900. 
i-dr., $1,225, $1,295. °42 4-dr., 
41 club coupe, $500, $565; 4-dr., 
$675; club coupe, $670. 
FORD—'49 club coupe, $1,470. ‘47 SD 
conv., $1,180; SD 4-dr., $1,185; SD club 


oupe, $1,180; SD 2-dr., $1,100; Deluxe 
club coupe, $1,200; Deluxe (6) 4-dr., 
$905; SD conv., $1,270. ‘46 SD conv., 
$1,150; Deluxe 2-dr., $945, 915; Deluxe 
i-dr., $975; SD 4-dr., $1,120. "42 SD 
2-dr., $700; Deluxe 4-dr., $450; Deluxe 


(6) club coupe, $680. ‘41 Deluxe 2-dr., 
$550; Deluxe 4-dr., $390; SD club coupe, 
$625; Deluxe coupe, $505. ‘40 Deluxe 
4-dr., $490, $455; conv., $650. 


HUDSON—'40 4-dr., $350. 


LINCOLN—'47 4-dr., $1,225. ‘46 4-dr., 
$1,085. | 


MERCURY—'47 conv., $1,245, $1,165; 4- 
dr., $1,170. ‘42 club coupe, $510. ‘41 
4-dr., $825; conv., $875. | 

OLDSMOBILE—'42 (98) 4-dr., $645. ‘'41| 
(76) 4-dr., $650. ‘40 (76) business | 
coupe, $320; (76) club coupe, $360; (76) 
4-dr., $395; (76) 2-dr., $370 "38 (8) | 
4-dr., $115. 

PACKARD—'46 4-dr., 
2-dr., $415. ‘40 (120) 4-dr., $250. 
2-dr., $165. ‘37 business coupe, $155. 

PLYMOUTH—'48 SD 4-dr., $1,405. "47 
SD club coupe, $1,275; SD 4-dr., $1,025; 
Deluxe 4-dr., $1,215; Deluxe club coupe, 
$1,150. ‘46 SD 4-dr., $1,135; SD 2-dr., 
$1,065 SD conv., $1,100; Deluxe 2-dr., 
$1,145. ‘42 Deluxe 4-dr., $875. ‘40 De- | 
luxe 4-dr., $655. ‘39 Deluxe 4-dr., $350; | 
Deluxe club coupe, $255. 

PONTIAC—'47 (6) sedanette, $1,275, $1,- | 
330. '46 (8) 4-dr., $1,200, $1,060; (6) 
4-dr., $1,130; (6) sedanette, $1,225. ‘42 
(8) 4-dr., $680. "41 (6) 4-dr., $755. 
‘40 (6) 2-dr., $330; (6) 4-dr., $465, $675, | 
$650. ‘39 (6) 2-dr., $435. ‘38 (6) club 
coupe, $170. | 

STUDEBAKER—'47 Champion 4-dr., $1,- 
385, $1,410, $1,320, $1,365. ‘42 Cham- 
pion 2-dr., $570; Champion 4-dr., $530. 
‘39 club coupe, $160 "38 Commander 
4-dr., $230 


$1,125. ‘41 (120) | 


"38 





DETROIT 


(Aptco Auto Auction. Sale every Wea- | 
nesday. Prices are for sale of June 1.) | 
(Sold 39 units out of 75 offerings.) | 


BUICK—’47 RM 4-dr., $1,375. ‘41 Super | 
4-dr., $530; Special conv., $450. 
CADILLAC — '41 (62) 4-dr., $610; (61) 
2-dr., $760. 
CHEVROLET—'48 FL aerosedan, $1,475, | 
$1,435. ‘47 FL aerosedan, $1,285; 4-dr., | 
$1,120, $1,100; club coupe, $1,225. °41 | 
club coupe, $510; 2-dr., $565. |’40 busi- | 


ness coupe, $435. ‘38 4-dr., $420. 
CHRYSLER—'48 Town & Country, $1,635. 
DODGE—'48 conv., $1,700; 2-dr., $1,300 
"46 4-dr., $975. ‘40 4-dr., $250. 


FORD—’'49 4-dr., $1,600; station wagon, | 
$1,800; (6) 2-dr., $1,550, $1,500. ‘48 | 
2-dr., $1,060. ‘47 2-dr., $1,085. 46 | 
2-dr., $980. ‘41 2-dr., $650, $300. °40) 
2-dr., $410, $405. ‘39 2-dr., $280. 

MERCURY—'46 4-dr., $910. 

OLDSMOBILE—'{0 4-dr., $320. 

PLYMOUTH—'41 .2-dr., $400. | 

PONTIAC — '48 4-dr., $1,650. "46 club | 

'41 4-dr., $505. ‘40 4-dr., | 


coupe, $1,200. 
$240. 

STUDEBAKER—’'47 Champion 4-dr., $1,- 
000. 


ALBANY, N. Y. 


(Tim Anspach’s Dealer Auto Auction. 
Sale every Monday. Prices are for sale of 
May 31.) | 

(Some traders refused bids, still hoping | 

for the long-anticipated summer rally. 

Sold 77 units out of 122 offerings.) | 
BUICK—'49 RM 4-dr., $2,600; Super 4-dr., | 

$2,600. ‘48 RM 4-dr., $1,950. ‘47 Super 

sedanette, $1,460; Super 4-dr., $1,510. | 

‘46 RM 4-dr., $1,335; Super conv., $1,- | 

400; Super 4-dr., $1,250. °39 Century | 

4-dr., $450. 

CADILLAC—'47 (62) 4-dr., $2,000, | 
CHEVROLET—’'49 SL Special 4-dr., $1,810, 

2 at $1,825,; SL Deluxe 4-dr., $1,920, 

$1,810, $1,900; SL Special club coupe, 

$1,760, $1,825. '48 FM club coupe, $1,410, 


$1,530; FM conv., $1,600, $1,560; SM | 
2-dr., $1,315; SM 4-dr., $1,300; FM | 
4-dr., $1,260, $1,350, $1,530; FL aero- 


sedan, $1,500, $1,525, $1,440. 47 FL 
aerosedan, $1,360; SM 4-dr., $1,300; FM 
4-dr., $1,320. ‘46 4-dr., $1,200, $1,070; 
SL Town sedan, $1,055; FL 4-dr., $1,070. 





‘41 SD 4-dr., $650; conv., $1,375. °40 
SD 4-dr., $530. 

CHRYSLER — '49 Windsor 4-dr., $2,600. | 

‘48 Town & Country 4-dr., $1,900. ‘41 

| 


club coupe, $625. 
DODGE—'49 Coronet Custom 4-dr., $2,210; 


Coronet 4-dr., $2,170; half-ton pickup, | 
$1,210. ‘48 club coupe, $1,550. °47 Cus- | 
tom 4-dr., $1,175. ‘'46 2-dr., $1,250; | 


Standard 2-dr., $1,075; 4-dr., $1,150. °’37 

4-dr., $300. | 
FORD—’'49 Custom (6) 2-dr., $1,490; Cus- 

tom (8) 4-dr., $1,650. ‘48 SD (8) 4-dr., 


$1,260; Deluxe (6) 4-dr., $1,100. '47 SD 
4-dr,, $1,060; 2-dr., $1,070. °’40 Deluxe | 
i-dr., $535. '39 (8) 2-dr., $240. ’36 (8) | 
(68) 2-dr., $45. 

FRAZER—’47 (47) 4-dr., $825. 

—-~ Commodore (8) 4-dr., §$1,- 

LINCOLN—’'47 4-dr., $1,200. 

MERCURY — '49 4-dr., $1,735; station 


wagon, $2,350. 

OLDSMOBILE—’48 (68) conv., $1,650. 
(98) 4-dr., $1,540. 

PLYMOUTH—'48 SD conv., $1,510. ‘47 
Deluxe 4-dr., $1,410. ’41 SD conv., | 
esses Coach, $450. ‘40 business coupe, | 


47 | 


PONTIAC — *46 Streamliner 4-dr., $885; 
Streamliner sedan coupe, $1,310. 
WILLYS—'49 %-ton pickup, $1,100. 


SOUTH BEND 


(South Bend Auto Auction Co. Sale 
every Friday. Prices are for sale May 27.) 
(Old cars still dropping, Market steady 
otherwise. Sold 41 units out of 174 
offerings.) | 
BUICK —'47 Special 4-dr., $1,340. ’46 
Super 4-dr., $1,325; Super 2-dr., $1,310. 
‘41 Super 4-dr., $730. °39 Special 4-dr., 
$430. | 

CADILLAC—'42 (63) 4-dr., $980. 


CHEVROLET—’49 SL 2-dr., $1,855. "48 
FM 4-dr., $1,390; FL aerosedan 2-dr., 
$1,510. '47 SM club coupe, $1,290. '46 


SM 2-dr., 
$1,060. 
$605. 


$1,155, $1,090, $1,055; 4-dr., 
41 2-dr., $375, $610, $580, $470, 
°40 2-dr., $375. ‘38 4-dr., $210. 
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"47 


sedan, $1,815, $1,750, $1,880. °47 RM | NASH-—'49 (600) (taxis, $1,420, Am- 
sedan, $1,380; RM conv., $1,525. ‘46 bassador sedan, $1,150. 
Super sedanette, $1,400. ‘41 Special se- | OLDSMOBILE—’'49 (98) conv., $2,700. ‘47 


"40 


dan, $900, $805; Special conv., $460. 
sedan, 


Super sedan, $805. ‘39 Special 
$210. °38 Special sedan, $170. 


(76) 
$450. 


CADILLAC—'42 (62) sedan, $900. PLYMOUTH—'47 SD sedan, $1,070. 46 
CHEVROLET—'49 FL Deluxe sedan, $2,- 8D sedan, $860; SD (taxi), $570. ‘41 
_ . 020, $2,000. °'48 FM sedan, $1,410, $1,- sedan, . 
dae — 4-dr., $1,175, ee 400. FL aerosedan, $1,625; SM sedan, | PONTIAC—’48 Torpedo (8) sedan ren 
D—'49 : _.~| $1,375; SM panel delivery, $870; half-ton| $1,637; Torpedo (8) conv., $1,695. 4 
FORD—'49 Custom (3) 4-dr., $1,610. °47 | $1,010. °47 FM sedan,| SI: (6) sedan, $1,325, $1,300. '46 SL (8) 


pickup, $1,120, 
$1,290, $1,250, $1,095, $1,150, $1,280; FM 
club coupe, $1,280; FL 4-dr., $1,290; FL 
aerosedan, $1,380; SM _ sedan, $1,090; 


SD (8) 2-dr., $1,105. 
coupe, $995; SD (6) 
"41 (8) 4-dr., $400. 


‘46 SD (8) club | 
club coupe, $975. | 
"40 (8) 2-dr., $460. | 


sedan 


125. 





BUICK—’49 Super conv., $2,510. ‘48 RM $650. 


Body Essentials 





Pillar and Glove Compartment Locks— 
First-quality locks, in numbers to replace 
original equipment on all popular cars. 
Durably chromium-plated. Conveniently 
packaged, complete with two keys. 


in handy 10-ft. rolls. 





Glass Filler Strip—Three sizes—to fit all 
cars. Top quality, flexible, easy to trim. 
Especially for glass-setting. Requires no oil 
to apply. 100-ft. rolls. 


and two keys. 


@ In Balkamp’s broad line of body essentials are more 


than 400 items...all quickly available from one 
source—your NAPA Jobber. Every number is 
high quality — clearly cataloged and 
conveniently packaged. For all your 
body work needs, think of Balkamp— 
call your NAPA Jobber! 


BALKAMP, INC. « INDIANAPOLIS 7, INDIANA 


MMM Jobber 
MeL tad face! 


, $1,210. 
| STUDEBAKER-—'49 half-ton pickup, §$1,- 


SOUND YOUNGER 





Rub-R-Seal—Durable, flexible sponge rub- 
ber strip, pre-cemented for quick, easy 
application. No tape to remove! Packaged 


\ 


Trunk Handles and Hinges—Matched sets 
for cars of all makes. Heavily chromium- 
plated. Hinges packaged in pairs, complete 
with gaskets. Handles complete with lock 


sedanette, $1,350. ‘41 (76) sedan, 


PACKARD—’49 (8) sedan, $1,420. 


‘41 SL (6) sedan, $610. 


'47 business coupe, $940. ‘46 half- 





‘34 2-dr., $75. °31 Model A 2-dr., $70. | j1-ton stake. $800. ‘46 SM sedan, $1,- ton pickup, $510. 
HUDSON—’47 Commodore (8) 4-dr., $975. | 010, $1,037, $915, $940, $865; SM (taxi), MISCELLANEOUS—-'41 Diamond T trac- 
MERCURY—’49 club coupe, $1,910. ‘48; $500, wees; Oe eater aD Seat: ance. | tor, $150. 
4-dr., $1,375. ‘46 4-dr., $1,100; station, MD sedan, , ; sedan, | be 7 
wagon, $1,155. | $340. °40 Standard sedan, $335, $585, | KANSAS CITY 
NASH—’46 (600) 4-dr., $1,000. 740; Standard club coupe, $355; Master | : . 
OLDSMOBILE—’'47 (66) conv., $1,405 (85) sedan, $505. ‘39 MD sedan, $410, (Kansas City Automobile Auction, ~~ 
PACKARD—'40 (110) 4-dr., $360. | $240, $600, $360, $370. ‘38 MD sedan, b+ Flere Prices are for sale 0 
PLYMOUTH—'49 SD club coupe, $1,810.| $175. une 1.) 
‘47 SD 2-dr., $1,010. ‘41 2-dr., $310. | CHRYSLER—’46 Windsor sedan, $1,190. (All used cars scarce, especially clean 
"40 4-dr., $480. ‘36 4-dr., $300. CROSLEY—'47 conv., yt — co | po nen ed "se 157 anits out of 262 
| —" - | § 46 sedan, $1,230. °*: sedan, o ngs. 
weal do, corpse ee Osis. ‘ . | BUICK—'47 RM 2-dr., $1,507; Special 4-| 
STUDEBAKER—’'48 Commander Regal De- | FORD—'49 Custom (8) club coupe, $1,635, | dr., $1,350; Super 4-dr., $1,557, — | 
luxe club coupe, $1,610, $1,575; 4-dr.,| $1,555; Custom conv., ee in a. ~~ 4-dr., $605. ‘41 Super 2-dr., | 
1,505, $1,480, $1,460, $1,410; Champion | dan, $1,590. ‘48 SD sedan, , > * >. y 
Feeal Sates club Ry $1,580, $1,465: 330, $1,190. °47 SD club coupe, $1,200; | CHEV ROLET 49 SL business coupe, $i. 
half-ton pickup, $870. ‘47 Regal Deluxe| Deluxe sedan, $1,170. ‘46 SD sedan, 630. 48 FL aerosedan, $1,527, $1, , 
4-dr., $1,305, $1,270, $1,205; Champion | $885, $860, two at $840. '42 SD sedan,| $1,450; SM 2-dr., $1,310; SM 4-dr., $1,- 
Regal Deluxe club coupe, $1,305; 4-dr.,| $540. ‘41 SD sedan, $575; SD _ conv., | 342, $1,305, $1,002, $960. ‘47 = cer oak 
$1,270, $1,260, $1,100. $750; Deluxe business coupe, $450. *40 | $1,032; FL aerosedan, $1,372, $1,337; § 
WILLYS—'48 half-ton pickup, $790 Deluxe conv., $770; Deluxe business | 2-dr., $1,182, $1,160. $1,102. _ 
coupe, $460; Deluxe sedan, $615; half-ton | CHRYSLER- 48 Windsor 4-dr., $1,727. 
DANVILLE VA pickup, $230. ‘39 (8) sedan, $305. '37 | DODGE—'47 club coupe, $1,380; 2-dr., $1,- 
i . (8) sedan, $275. | 032. °41 4-dr., $502. 
(Danville Auto Auction, Sale every Fri- | FRAZER—'49 sedan, $1,670, $1,440, ‘48 | FORD—'48 (6) 4-dr., $535; (8) club compe. 
day. Prices are for sales of May 27 and | sedan, $810. | $1,200; (8) 4-dr., $1,015; (8) 2-dr., we) | 
June 3.) HUDSON—'49 Super (6) sedan, $1,600. ‘41 | 155. 47 (8) 2-dr., $1,200, $1,000; (6) 
(Market active, sales good, Retail (6) sedan, $250. |__ 2-dr., $1,082. 46 (8) club coupe, $1,072. 
market especially good at this time.) | MERCURY — ‘41 conv., $550. ‘40 sedan, | HUDSON—'46 Commodore 4-dr., $772. ‘41 


Commodore 4-dr., $327, 


packaged. 






dependable 


of the same 


| CHEVROLET 


| FORD 


49 


MERCURY 49 4-dr., $1,735. 


NASH—’'46 (600) club coupe, $942; (600) 
4-dr., $890. ‘40 (8) 4-dr., $405. 

OLDSMOBILE—’49 (98) 4-dr., $2,572. ‘48 
(78) 2-dr., $1,757. °46 (66) conv., §1,- 
282. °'42 (78) club coupe, $797. ‘41 (76) 
2-dr., $632, 

PLYMOUTH—'48 2-dr., $1,310. ‘47 club 


coupe, $900; station wagon, $1,005; 4-dr., 
$1,125. 


PONTIAC—'49 (6) 4-dr., two at $2,250. 





| ‘47 (8) 4-dr., $1,282. '46 (8) 2-dr., $1,- 
272. 

STUDEBAKER ‘48 Land Cruiser 4-dr., 
$1,652. '47 Champion 2-dr., $1,100. ‘42 
Champion club coupe, $660 

LUBBOCK, TEX. 
(Lubbock Auto Auction. Sale every 
Thursday, Prices are for sale of June 2.) 


(Big demand for new and clean cars. 

Sold 60 out of 121 offerings.) 
BUICK—'48 RM 2-dr., $1,660. 

$990, ‘42 4-dr., $650. 
'48 FL 
$1,510; half-ton pickup, 
club coupe, $1,060, $1,410; 
$1,210, $1,285; 4-dr., $1,190. 
coupe, $1,025; FL aerosedan, $1,250. 
FL aerosedan, $1,005. 


DODGE--'46 2-dr., $980 

"40 2-dr., $285. 
"49 «club 
2-dr., $1,660. 
4-dr., $920; 2-dr., 


"47 4-dr., 


aerosedan, $1,480, 
$940, $1,080; 
FM 2-dr., 

'47 club 
"46 
"41 4-dr., $465; 
coupe, $1,650; Custom 
‘48 club coupe, $1,160, ‘47 
$1,125. ‘46 SD 2-dr., 


| $770. 
| OLDSMOBILE—'47 (66) club coupe, §1,- 


105; 4-dr., $930 $520 
"41 4-dr., $185. 
PLYMOUTH—'47 conv., 
$835. ‘41 4-dr., $455. ‘38 4-dr., $120. ~ 
PONTIAC—'49 club coupe, $2,425. ‘48 (8) 
(See AUCTIONS, Page 52, Col. 4) 


‘42 club coupe, 


$840. ‘46 2-dr., 


ae: 





Fender Welt—Three types: Standard— 
extra-heavy pyroxylin drill on rubberized 
fiber skirt. 50-ft. rolls. Super—Rubberized 
pyroxylin drill throughout. 50-ft. rolls. 
Chrome Beaded — Waterproof, rust- 
proof. Especially for Chrysler-built cars. 
100-in. strips, 10 in a package. 





Window Cranks and Door Handies—A 
complete assortment, including interior and 
exterior handles. All match original equip- 
ment in appearance and quality. Individually 


sistance sistant sta thicacnin appiilpreeniahiasiipiiiias acter 


Window Channel—Two types—with and 
without rustproof chrome bead. Sturdy, 
durable, flexible. 8-ft. strips, 5 in a package. 
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Dealers Questioned 
On Regulation W 


CHICAGO, — “Did the extension 
of the payoff time to 24 months 
help you any?” 

Propounding this question, the 
Blue Book Washington Letter, 
issued by National Market Report, 
Inc., a subsidiary of the National 
Used Car Market Report, Inc., Chi- 
cago, gave this answer to a survey: 

“We have talked to many used- 
car dealers who say ‘yes’.” 

“On the other hand,” it adds, “we 
have had some tell us that the one- 
third down is still too steep for 
many of their customers.” 

+ * * 


Caution Detroit Dealers 


To Go Along on Rides 
DETROIT.—All dealers in this 


Used-Car Notes 
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area have been urged by the Michi- 
gan Used Car Dealers Assn. to let 
cars out on demonstration only 
when accompanied by a member of 
their firm. 

The recommendation followed a 
warning from auto squad Inspector 
Harry O’Brien, who said that close 
to 50 cars were reported to the De- 
troit police department as missing, 
stolen or out during May. 


* * * 


U. C. Dealer Swamped 
In Car-for-Penny Deal 


DENVER.—Elwood Edwards, 
the auto dealer who recently held 
a one-cent sale on used cars if 
the purchaser bought one at the 
regular price, reported a booming 
business. 

He advertised the sales for two 
days. As soon as the papers hit 


the streets, people began coming! values they were before the war.| By reducing the amounts they will 





sx 
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Convince your customers that it pays to have the job done right! When you 
do this you’ve not only made a bigger profit sale...but you’ve made a booster 
who'll be boosting 2 years from now! Like this fellow in the picture! 


Ramco Re-Powering Method Brings You the Easiest Way 
to KEEP CUSTOMERS BRAGGING about Your Ring Jobs! 


That's what the Ramco RE-POWERING Program does for you. It 
helps you sell the importance of a complete job...not only helps 
you sell rings but also carburetion, ignition and cooling 
service! Check with your Ramco Jobber. Today, start using the 
RE-POWERING Program and cashing in on Ramco RE-POWERING 
ads in the Saturday Evening Post and Collier’s! 


FOR RE-BORE OR RE-RING—CAR OR TRUCK 


SE-POWLR WITH 


RAMCO 


o 


pesrathoves 


Built to EXCEED the 10,000 Mile (ONE YEAR) GUARANTEE BY THOUSANDS OF MILES 


Other products of Ramsey Corporation, 3737 Forest Park Bivd., St. Louis 8, Missouri, RAMCO 


Piston Skirt Stobilizers + + 


for reshaping collapsed piston skirts + 


+ Seal-Tite Piston Rings + + 
Retaining Rings, Spiro-Seal Grease Seals & Dust Seals + + 
+ + Romco 3-Up Parts Cleaner. Factories: St. Louis and 


+ Oil-Tyte Piston Rings + + + Spirolox 
+ Famous RAMCOnizer Machine 


Sullivan, Mo.; Fruitport, Mich.; Toronto 8, Ont., Canada. Copyright 1949 by Ramsey Corporation. 





in. By night he had made 28 sales, | 
20 of them one-cent specials. 
” + * | 


Loan Men Jittery, 
Gorson Tells Parley 
CINCINNATI.—Finance compa- 
nies handling auto loans have 
drastically reduced the amounts 
loaned on all cars and are short- 
ening terms of repayment, Cyrus 
S. Gorson, president of the Phila- 
delphia Automobile Finance Assn., 
told the American Industrial Bank- 
ers Assn. meeting here last week. 
“All automobile finance and 
loan men are jittery today,” said 
Gorson, who also is vice-presi- 
dent of the National Used Car 


Dealers Assn. “The market even- | 


tually will adjust itself at a low- 
er level but until it does, finance 
companies will conduct their 
business with an eye on next 





year’s market, 


“By next winter used-car prices 
will be down to the same relative 


SERVICE SECTION 





PROVIDENCE DEALER HAS OPEN HOUSE—Dunne Motor Sales welcomed thousands who 
came to see and inspect its new, enlarged showrooms and service departments at 705 
Elmwood Ave. John M. Dunne, president and treasurer, assisted by the staff, were hosts to 
the public. Among the guests were dealers from Massachusetts, Connecticut and Rhode 
Island and officials from Ford. A ! i ae 


The price situation can be con-|lend on cars, they are in a posi- 
trolled by the finance companies.|tion to reduce used-car prices. 
“When a finance company re- 





ive Nour Customers 
Caretiee Vacations 






Nothing like Ramco's 
Double Action INNER RING 
..» for long life! 





Note that the 7 point gripping 
action of the Inner Ring on the 
Piston causes it to ride perfectly 
centered in the cylinder . . . while 
contact on the ring is initially 
on the cast-iron section only. 
















Later a stabilizing contact is 
made with the steel Spiro-Seal 
section. This unique, continuous 
ring design provides superior 
conformance to worn, tapered 
and out-of-round cylinder walls. 






duces the amount which it will 
advance, it is setting a new price 
level which affects the retail 
price. The dealer either will have 
to sell it at a lower price or get 
a very large down payment. The 
next time he buys a car he will 
take that into consideration and 
pay a lower price. 

“In and around Philadelphia 
many of the national companies 
are not handling prewar cars un- 
less they have adequate guaran- 
tees against losses and many banks 
have become panicky about whole- 
sale financing.” 

* 






Montreal U. C. Buyers 
Becoming Particular 


MONTREAL.—Alfred A. Winer, 
of Montreal Used-Car Reg'd., sum- 
med up the used-car market situa- 
tion as having “sufficient cars for 
the demand but people are becom- 
ing very particular as to quality 
and price.” 

The prices on used cars, he said, 
were still above normal, with good 
ones in high demand but scarce. 
Poor used cars were plentiful with 
few takers, he said. Winer esti- 
mates from 85 to 90 percent of 
recent purchases were made on an 
installment basis through a finance 
company. Other dealers echoed 
Winer’s words. 

> . 


Car Theft Ring Smashed 


By Columbus Police 


COLUMBUS.—A ring of used- 
car thieves, using airplanes to 
speed operations, was smashed by 
Columbus police last week. Two of 
the men, identified as Donald R. 
Robert and Harold S. Sylvester, 
are now in Cleveland awaiting 
trial. The third, Harry Friedman, 
is being held in Cincinnati. All 
are from Cleveland. 

Police were told that the ring 
would fly out of Cleveland to an- 
other state, steal a car and drive 
it back. It would be hidden until 
one of the ring got a new title 
from Tennessee, where they said 
it was easy to get one. 

The gang only took cars which 
could be sold for over $1,500 so 
that they would each make $500 


The thefts took place in Michi- 
gan, West Virginia, Kentucky and 
Pennsylvania. 

+ - . 


Springfield Dealers Await 


Edict on Inventory Tax 


SPRINGFIELD, Mass.—A deci- 
sion by July 1 from the state tax 
appellate board has been ordered 
following a public hearing on the 
appeal of 12 Springfield used-car 
dealers who are fighting the city’s 
| taxing of second-hand cars on their 
lots last Jan. 1 as “personal prop- 
erty.” 
| The case is the outgrowth of ac- 
tion by the Springfield board of 
| assessors in levying a personal tax 
on used cars owned by the dealers. 
At a hearing before John Burns, 
chairman of the appellate board, 
it was pointed out that State Tax 
Commissioner Henry F. Long had 
ruled that cars'in used-car lots 
Jan. 1 are not taxable in this man- 
ner because, if sold during the year, 
an auto excise tax is levied on 
them. 















AUTOMOTIVE NEWS WANT ADS have 
been proven the quickest, least expensive 
method of reaching the men who wan! 
what you have or have what you want 
See the back pages of this issue. 
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That Postwar Styling 


AMA Says Vastly Improved Welding Methods 
Made Stronger Models Possible 


DETROIT.—Today’s intricately 
styled postwar car, incorporating 

more reinforcement at many body 
points, would have been impossible 
from a cost standpoint without the 
vastly improved welding methods 
now being used by the industry, 
according to an article in the Auto- 
mobile Manufacturers Assn.’s 
publication, Automobile Facts. 


The article points out that a 
typical new car today has up to 
10,000 separate welds compared to 

about 6,000 welds used on most 
1941 cars. 

“We employ far more people 
on welding work per car today 
than we ever dreamed we could 
before the war,” said a welding 
engineer at one large automotive 
plant. 

“The reason is simple. We have 
new welding equipment today that 
cuts welding costs—so we can af- 
ford to build a car that requires 
more welds.” 

The AMA reports that plants are 
using new automatic welding 
presses up to eight feet wide and 
10 feet long and costing $100,000 
each, which can fire as many as 
300 resistance-weld guns in a split 
second, making welds up to 10 feet 
long. 


now self-contained units, the ar- 
ticle states. New dies can be in- 
stalled quickly on the presses as 
the production run on one car part 
ends and another begins. 


Investment in welding equip- 
ment for postwar cars has been 
triple the usual prewar total, the 
AMA says. One firm alone is re- 
ported to have spent $9,000,000 
for welding tools for its 1949 
models, 


This new high-speed equipment 
is credited with cutting by 75 per- 
cent the time required for most 
welding jobs—a time saving which 
the article states is without prece- 
dent in welding history. 


_ Resistance welding is still the | 


Over 300 Drawn 


By Fourth NSPA | 
Regional Parley | 


CHICAGO.—Sixteen northeastern 
states and Washington were repre- 
sented at the fourth in a series of 
five regional meetings, this one held 
May 22 at Philadelphia and at- 
tended by more than 300 NSPA 
members and guests, it was re- 
ported at headquarters here last 
week. 


Officers of the association and 
others addressing the meeting 
again found an interested audience 
at Philadelphia, Luther R, Bach- 
man, president and general man- 
ager of Bee, Inc., Allentown, Pa., 
was chairman of the conference. | 


Speakers included C. R. Crowder, 
NSPA president; G. Walter Klen- 
schmidt, senior vice-president; E. 
M. Sheehan, immediate past presi- 
dent; Charles C. Tapscott, junior 
vice-president; George W. Stout, 
advertising counsel for the asso- 
ciation; Walter Kirkpatrick, chair- | 
man of the catalog committee; J. 
L. Wiggins, executive vice-presi- 


Welding dies for small parts are | 





dent, and Harold T. Halfpenny, 
legal counsel, 

Previous meetings were held in 
Los Angeles, Dallas and Atlanta. 


Raybestos Introduces 


Brake Service Deal 

BRIDGEPORT, Conn.—A ne w | 
brake service deal has been an- 
nounced by Raybestos division to 
enable dealers to display the prod- 
uct in garages and service stations. 

The deal consists of 19 sets of | 
Raybestos brake lining that will | 
service over 90 percent of the popu- | 
lar passenger cars on the road to- | 
day, according to the division, A 
display cabinet is furnished as part | 
of the deal. 


Fire Damages Girndt 
NEWTON, Kans.—Damage esti- 
mated at $25,000 was caused by fire 
of undetermined origin at Girndt 
Motor Co. (Buick), Newton, on 
May 23. At least 15 new and used 
cars were destroyed in the blaze. 
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chief method employed by the in- 
dustry, AMA reports. In this sys- 
tem, the two parts to be joined 
together are fused by intense heat 
as they resist an electric current 
shot through them. 

In 1935, the industry pioneered 
the use of electronic and hydraulic 
controls on the electric resistance 
welding equipment that does the 
bulk of automotive welding. 

The article states that lack of 
sufficient electrical power pre- 
vented wider use of this equip- 
ment before the war. Expansion 
of the electric power industry 
has made it possible for auto 
makers to adopt the new equip- 
ment on a much wider scale. 

In addition to resistance welding, 
car makers utilize eight other 
kinds of welding. They are electric 
arc, submerged arc, atomic hydro- 

gen, induction brazing, heliarc, 
helispot and the old-time acetelyne 
torch method. 


One of these, heliarc, is a new 


DORAN 'SERVICENTER' 


Chevrolet dealership in Dallas by Felix Doran jr., 
laced on service that the former GM sales executive 
| shop is equipped with every modern service device, 


plant. So heavy was the emphasis 
dubbed it "'Servicenter."" The 40-stall 
Doran said. 


method for hand-torch welding on 
exterior parts like fenders and 
bumpers where a smooth finish is 
needed. 

Argon gas instead of helium gas 
is used to form a protective blan- 
ket around the welding gas to keep 
out the oxygen that causes pitting 
in the weld. 

The AMA article states that 
one firm reported that half its 
exterior fender and bumper welds 
were ruined by pitting before the 
heliarc torch was perfected two 


OPENS—Doran Chevrolet, Inc., 


ad 





established in 1946 as the fifth 
has dedicated its new 50,000-square-foot 


years ago. . Today rejects | are te 
low 6 percent for this firm. 

Another manufacturer reported 
large savings on an automatic 
transmission, from electric furnace 
brazing of parts of the transmis- 
sion. 

Some of these furnaces, the AMA 
reports, are 500 feet long and cost 
$300,000 each. 

“But without them,” the article 
continues, “the firm doubts it could 
make automatic transmissions at a 
cost that wouldn’t be prohibitive.” 









API Publishes 
New Edition of 


Petroleum Book 


NEW YORK.—A new book on 
petroleum, its history and growth 
from scratch to the leadership of 
the industrial world in less than 
90 years, has been published by 
the department of information of 
the American Petroleum Institute. 

The new edition of “Petroleum, 
the Story of an American Indus- 
try,” is the third issue of a booklet 
first published by the institute in 
1930. 

Completely rewritten and _ ex- 
panded considerably, the latest 
issue is intended to provide an- 
swers to the many questions re- 
garding the origin, source and uses 
of petroleum and its products, as 
well as to furnish factual informa- 
tion about the complex operations 
of the industry itself, 

Illustrated with maps, charts and 
drawings, the new book portrays 
the history of petroleum from its 
beginnings hundreds of millions of 
years ago, its “birth” as an indus- 
try in Titusville, Pa., in 1859, and 
its widespread use and benefits in 
this contemporary period. 








Today’s Satisfied Service Customers 
are Tomorrow's New Car Buyers. .. 


Dealers throughout the United States write letters 
like the one shown here! The suUN story is invariably a suc- 
cess story because '‘satisfied customers come back!’’ Building 
customer goodwill today insures greater sales of new cars 
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and trucks tomorrow! 


suN Operators know the value of getting the job 
done right the first time. They depend on sun Equipment 
to eliminate the guesswork that loses valuable customers 
and eats-up mechanics time. They know too, that no sale 
of sun Equipment is considered complete until their 


mechanics are thoroughly sun-Trained . . 


. SUN's 400 Man 


Service Organization guarantees that! 
Mail the coupon today for your copy of the 


new “‘Dollars from Diagnosis”’ 


Booklet and the name of 


your nearest sun Representative. 


from Diagnosis” Booklet. 


ADDRESS 


SUN ELECTRIC CORPORATION | 
6327 Avondale Avenue—Chicago 31, 


(J Send my complimentary copy of the new Sun “Dollars 


[] Also send me the name of my nearest Sun Representative. 
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THE KEY TO PRODUCTION 
AUTOMOTIVE REFINISHING 5 
















































































e ONLY QUALITY INFRA-RED 
equipment permits large scale pro- 
duction with resultant large prof- 
its at low customer cost 


Shops set up through our con- 
sulting service in production 
automotive refinishing 

are turning out up 

to 30 cars a day— 

4 cars per hour 


WRITE 
for illustrated 
brochure & technical 
literature 


no obligation 


= 
BTA Ree 


FOSTORIA, ORI 


: more than 100,000 cover-to-cover readers! 
} ane ; 
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Fer body and fender work. Raises 
front or rear of car te most con- 
venient working height. Elimi- 
nates work fatigue and tiresome, 
beck-eching crouch. Assures better 
werkmanship and saves time. 






sive, 


















natural position. 















AUTOMOTIVE NEWS, the Newspaper of the Industry, read by everyone who counts | 
in America’s No. 1 Industry, offers to advertisers a weekly audience of an estimated | cour 


'months ago. 







For Under-Coating and Aux- 
Wiery Greasing. All surfaces 
can be sprayed without in- 
terference of posts or I- 
beams. Ne need for expen- 
special hoist equip- 
ment.— No waiting. Quickly 
poys for itself many times 





Front er reer ef any car can be raised te 
50 inches allowing brake werk, rebushing, 
tightening, shock-ebserber service, etc., te 
be done more efficiently because the 
mechanic can work more comfortably 
with unrestricted freedom in « 


Write Dept. N today for detailed information. 
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VAN NORMAN EXHIBITS AT SHOWS—Automotive service machines, built by Van Norman 


Co., Springfield, Mass., have 


been on tour of the shows from coast to coast. 


Starting with 


the Pacific automotive show, the exhibit went on to the Southeast and Southwest shows and 


| wound up at the Philadelphia regional show. 
while, according to Charl 
division. 


Shown is the exhibit at the Los Angeles show, with (left to right): 


Orders have made the trip more than worth 


division manager of the Oakland-San Francisco territory; Steve Szaban, engineer from the 
factory; Ken Spiger, Spokane division manager; Ed Tatum Northwest division manager; Cc. R. 


Crowder, vice-president and president of National Standard Parts Assn. 


‘e@ Crowder, vice-president in charge of the company's automotive | porn 
Bill Sullivan, | 


___ SERVICE SECTION 


club coupe, $700, $975. ‘42 sedan, $58 
$525, $605. °41 sedan, $655, $685, $66: 
$625, $450. ‘39 sedan, $455, $395, $35 
'37 business coupe, $175, $260; seda: 
$105, $160, $275. ‘36 sedan, $95, $15 
$100. ‘32 sedan, $80. 

KAISER—’'49 sedan, $1,375. 

MERCURY—’49 sedan, $2,140; conv., $2 - 
080. °46 sedan, $910. 

NASH-—-'46 sedan, $900, $785. 








"37 sedan 


$120. 
OLDSMOBILE—’'40 business coupe, $255 
'36 sedan, $75. ‘35 sedan, $60. 


PLYMOUTH--'42 sedan, $670, $510, 41 
sedan, $510, $620, $585. °39 business 
coupe, $280, $335. ‘37 sedan, $140 3h 
sedan, $70. 

PONTIAC—'49 club coupe, $2,385 "42 se 


dan, S685. ‘41 club coupe, $590 
WILLYS—'47 Jeep, $400 
MISCELLANEOUS —’39 International half 
ton pickup, $335. ‘28 Whippett business 
coupe, $50. 


MT. CLEMENS, MICH. 


(Simpson Bros. Auto Auction. Sale every 
Friday. Prices are for sale of June 3.) 
BUICK—’48 Super 2-dr., $1,750. ‘39 Spe 

cial 2-dr., $350; 2-dr., $260. 
CADILLAC—’47 (62) club coupe, $2,075 
CHEVROLET ’48 2-dr., $1,335, $1,330 

‘47 SM sedan, $1,100, ‘46 1%-ton truck 

$650, °41 club coupe, $725 "40° 2-dr 

$400, $325, $485 
DODGE—-'47 club coupe, $1,300. 
tom 4-dr., $990. ‘42 conv., $770 
~46 (6) half-ton pickup, $575 il 
Deluxe club coupe, $570; 4-dr., $560 
‘40 SD conv., $860. ‘32 business coupe 
$100. 


"46 Cus 


(he's pointing out | KAISER—'47 4-dr., $970. 


the new No. 448 crankshaft regrinder); Al H. Eckdahi, president of the Pacific Automotive | wERCURY—'49 conv., $1,990; club coupe 
Show, and Lynn F. Woolman, executive vice-president of the Equipment and Tool Institute, 


Kalamazoo, Mich. 


‘Twin Motors Files 


Bankruptcy Papers 

MICHIGAN CITY, Ind. — Frank 
| M. Austin, operator of Twin Mo- 
tors Co., has filed a voluntary 
bankruptcy petition in Federal Dis- 
trict court at South Bend. The pe- 
tition lists assets of $159,350 and 
| liabilities of $135,736. 
A * $50,000 judgment 


PORTABLE 
PNEUMATIC AUTO-LIFT 


Bay-Lift is an air operated lift — with a capacity of 3000 Ibs. 
Can be moved as easily as a jack and used anywhere, indoors 
or out by simply attaching an air hose. Equipped with auto- 
matic safety lock, and guaranteed for one year. 











BAY MANUFACTURING COMPANY 
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In background is the new No. 200 wet hone. 


Auctions 


(Continued from Page 49) 
4-dr., $1,625; 2-dr., $1,620. ‘47 (6) 
| 4-dr., $1,090. 
| STUDEBAKER 


‘42 Champion 4-dr., 


MASON CITY, IA. 


(Lapiner’s Used Car Auction. 
Wednesday. Prices are for sale of June 1.) 
(Market is steady, Sold 62 units out 

of 125 offerings.) 


$295. 





BUICK—’'49 Super 2-dr., $2,650, $2,525, 
$2,375; RM 2-dr., $2,565, $2,510. ‘48 
Super 4-dr., $1,885. ‘46 Super 4-dr., 
$1,355. 

CHEVROLET.-'49 SL 2-dr., $2,040, $1,- 


995, $1,940. ‘48 FL 4-dr., $1,465, $1,430, 
$1,395. '46 FM 2-dr., $1,135, $1,105, °42 
MD 2-dr., $825. 
| DeSOTO — '49 Custom 
Custom 2-dr., $1,535. 
DODGE—’48 Custom club 
°39 2-dr., $400. 
| FORD—’49 Custom (8) 2-dr., $1,710, $1,- 


4-dr., 2,560. ‘48 


coupe, $1,560 





650, $1,605. ‘48 SD (8) 2-dr., $1,275. 
47 SD 2-dr., $1,125, $1,085. '46 SD 
2-dr., $1,020. ‘41 club coupe, $595. 


FRAZER—'47 4-dr., $1,000. 
LINCOLN—’'49 Cosmopolitan 4-dr., $2,600. 
— —'49 4-dr., $2,250, $2,180, $2,- 


| C2 Dessous E —48 (78) 2-dr., $1,575. 

| PLYMOUTH—’'49 SD 4-dr., $1,890, $1,840 
‘48 SD 2-dr., $1,610. 
165. 

| PONTIAC—'49 Chieftain 4-dr., $2,410. ‘48 
SL (8) 2-dr., $1,795, $1,850. 

STUDEBAKER — °47 Land Cruiser 4-dr., 

| $1,605. 

| MISCELLANEOUS—'48 IHC half-ton pick- 
up, $980. '42 Diamond T 1%-ton truck, 
$250. ‘46 Reo 1%-ton truck, $410 


AMARILLO, TEX. 


| (Amarillo Auto Auction. Sale every Fri- 

| day. Prices are for sale of June 3.) 
(Prices seem steady and demand is 
good, Sold $8 units out of 161 offer- 


ings.) 
| BUICK—-'49 Super 4-dr., $2,485. °47 Super 


2-dr., $1,420. ‘46 Special 4-dr., $1,075. 
y 42 Special 4-dr., $525. 

CADILLAC — '47 (62) sedanette, $1,900, 

| $2,000. 

CHEVROLET "49 SL Deluxe 4-dr., $1,950, 
$1,985; FL Special aerosedan, $1,900, | 


$1,955; SL business coupe, $1,670; half- 
ton pickup, $1,420, $1,425, $1,415, $1,380, 
$1,435; %-ton pickup, $1,460, $1,565; 
1-ton pickup, $1,500; 1%-ton truck, §$1,- 
420; 2-ton truck, $1,805. 
CHRYSLER—’47 Windsor 4-dr., $1,380. 
| DODGE—'49 Meadowbrook 4-dr., 
| Coronet 4-dr., $2,200; 
$1,380; %-ton pickup, $1,375. 


330. ‘47 Super (6) 4-dr., $620, $570 
LINCOLN 
MERCURY —'48 conv., $1,250. 
PLYMOUTH—'49 SD 4-dr., $1,760, $1,870. 

‘47 SD 2-dr., $1,225. 

$1,025, $370. °41 SD 4-dr., $435. 
PONTIAC—-'49 SL sedanette, 

490. ‘48 SL sedanette, $1,735, $1,550. 

‘47 SL sedanette, $1,300; SL conv., $1,- 

340. °46 SL 4-dr., $995. 
STUDEBAKER-—-'49 Commander 4-dr., $2,- 
| 170; Champion 4-dr., $1,970. °47 Com- 
} Mander club coupe, $1,435. ‘41 Cham- 

pion club coupe, $125. 
MISCELLANEOUS "49 

pickup, $1,400, $1,380 


QUINCY, ILL. 


(Quincy Auto Auction Sale every Fri 

|}day. Prices are for sale of June 3.) 
(Sold 87 percent of offerings.) 

BUICK-—'47 Super sedan, $1,485. °41 Spe- 
cial conv., $715; Super sedan, $580, $760. 
‘40 Special sedan, $405. 39 Special se- 
dan, $365 

CADILLAC—’41 (62) sedan, $625 

CHEVROLET—’'49 conv., $2,025. ‘48 SM 
sedan, $1,360, $1,025; FM sedan, $1,450, 
$1,360; FL aerosedan, $1,540. °'47 half- 
ton pickup, $825; conv., $1,275, $1,235; 
FL aerosedan, $1,200. '46 FL aerosedan, 
$1,175, $1,260; SM sedan, $1,085, $1,100, 
$980. ‘41 sedan, $675, $400, $530, $580, 

| $605. '40 sedan, $435, $345, $485, $525, 


GMC half-ton 





| $380. '38 sedan, $235, $470, $310, $325. | 
'36 sedan, 


"37 sedan, $375, $315, $280 
$145. ‘33 sedan, $150. 
CHRYSLER -—— '49 business coupe, 
’48 conv., $1,800. ‘37 sedan, $137. 
FORD—’49 sedan, $1,550; half-ton pickup, 
$1,230. 
club coupe, 
115, $1,060. 


$1,175; sedan, $1,100, $1,- 


‘47 SD 4-dr., $1,- | 


$2,100; | 
half-ton pickup, | 


| FORD—'49 Custom (8) 4-dr., $1,590, $1,- | 


615, $1,660, $1,665; Custom (8) club 
coupe, $1,410, $1,550. ‘47 Sportsman 
conv., $1,095; SD 2-dr., $1,025, $985, 
$1,100; SD 4-dr., $910. ‘46 SD 4-dr., | 
$855; SD 2-dr., $855, $920, $925; SD/| 
| club coupe, $1,060. ‘41 SD conv., $540; 
| SD 4-dr., $350, $440, $510. ‘40 Deluxe 
|__ 2-dr., $385. 
HUDSON—'48 Commodore (8) 4-dr., $1, 


‘49 Cosmopolitan 4-dr., $1,910. | 


46 SD 4-dr., $905, | 


$2,385, $2,-|_ 


2,355. | 


’48 sedan, $1,130, $1,245. ‘47)| 
'46 sedan, $985, $995, $970; | 


$1,910 "48 conv., $1,225 ‘40 sedan 
$535. 

NASH-—-'48 (600) 4-dr., $1,020. ‘46 (600) 
4-dr., $910. 

OLDSMOBILE—’'48 (76) 2-dr., $1,425. 

PLYMOUTH—'48 4-dr., $880. ‘41 4-dr 
$470; 2-dr., $375 


PONTIAC ’48 (8) conv., $1,735; sedan 
coupe, $1,690. ‘40 (6) 2-dr., $375 9 
(6) 2-dr., $260 


'Feb. Car Radio Sales 


sale every | Anerease in Canada 


OTTAWA. The Canadian gov- 
ernment reports sales of automo- 
| bile radios advanced to 8,723 units, 
valued at $806,667, in February, 
1949, against 5,249 at $425,809 in the 
corresponding period last year. 

Producers’ sales of automobile 
radios totaled 14,856 units at $1,- 
383,987 in the first two months of 
1949. Producers’ inventories showed 
2,668 automobile radios on hand 
Feb. 28, 1949. 





VINYLITE 
PLASTIC 
‘SERVICE COVERS 
$2.49 





| 
| 
| Protect Upholstery from grease and 


water. Save Laundering bilis. All 
grease readily removable. Acid re- 
istant. 
54 x 60 Inches 
IN DOZEN LOTS, 10% OFF 


|| NEWARK AUTO TOP 
& BODY CO. 


NEWARK, N. J. | 


80 Central Avenue 
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The Modern Advertising Plate 
With Customer Eve Appea! 
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GIBBONS’ PARTS PICK-UP PLAN—View of the new parts counter of Boyd H. 
Ford parts distributors, opening off the new-drive-in entrance at 419 E. 7th St., 
previously phoned in, are held here awaiting pick-up. 


Orders for parts, 


demand are closest to the counter to enable fast service to callers. 


Parts most in 
Visitors are welcome to 


ao behind the counters where over 12,000 different parts are housed. 


Gibbons Stocks 12,000 Parts 
In Modernized Department 


LOS ANGELES.—Completion of 
a remodeling program by Boyd H. 
Gibbons, Ford dealer, 419 E. Seventh 
St., Los Angeles, enables announce- 
ment of the newly modernized parts 
department—with the West’s larg- 
est stock of Ford parts, according 
to company officials. 

William Ayo, who supervised the 
modernization and streamlining of 
the parts department, believes that 
the installation is one of the largest 
and most efficient in America. 


“We maintain a continuous fin- | 
inventory of over 12,000) 


ger-tip 
Ford parts, "explains Ayo, “so that 
a phone order-taker can tell imme- 
diately if any wanted part is in 
stock.” 

Quick pick-up service to garage 


men, fleet owners and other users | 


of Ford parts has been greatly im- 


service. The switchboard, MIchigan 
4001, is closed only from 1 p.m. Sat- 
urday to Monday morning. At all 
other hours of the day or night 


7 





proved by the new installation, ac- | 


cording to Ayo, by a free parking 
drive-in area which has been estab- 
lished at one side of the building. 


Customers can drive in and park at | 


the door leading to the parts coun- 

ter. There, a staff of trained parts 

men can give immediate service. 
“We are anxious to have all per- 


sons interested in the unique stock- | 
room arrangement take a guided | 


trip through our department and 
see how we have arranged the 
12,000 key parts,” invites Ayo. “We 
are proud of the installation and 
anxious to show it off. 

“Part of the visitors’ tour will be 
a trip through the telephone order 
room where three of our most 
skilled parts men are taking orders 
on a new click-button system. With 
a continuous inventory record be- 
fore them, these men can answer 
any question intelligently and in- 
stantly. Most of them know all the 
parts ‘by heart but the inventory 
system backs up their statements. 
Many of the calls received are for 
information and our phone men are 
seldom stumped. 

“Many orders are phoned in. 
Then we quickly assemble the parts 
and hold them in the ‘will call de- 
partment’ to be picked up. How- 
ever, We maintain a delivery service 
that adequately covers greater Los 
Angeles. We can usually deliver 
any part called for the same day 
and we have special delivery trucks 
for emergency calls,” 
“Other trucks, carrying a small 
stock of the most needed Ford 
parts, regularly call on routes 
throughout Los Angeles.” 

Like the repair service depart- 
ment of Boyd H, Gibbons, the parts 
department maintains a 24-hour 


Gumout Launches 


Promotion Drive 


CLEVELAND.—-Pennsylvania Re- 
fining Co., Cleveland, will launch 
immediately an expanded sales pro- 
motion and advertising program 
for its new product, Penn Drake 
Gumout, an automotive fuel system 
gum solvent. Announcement was 
made by Dale T. Glenn, vice-presi- 
dent. 

The advertising program will in- 
Clude point-of-sale promotion in 
Service stations, garages and car 
dealers, supported by a three- 
Pronged consumer campaign in 
general magazines, radio spots and 
newspapers as well as regular 
Schedules in trade _ publications, 
Glenn said. 

Glenn also announced the ap- 
Pointment of Behel and Waldie and 
Briggs Inc., Chicago, to direct the | 
advertising for Gumout. | 


said Ayo. | 


evident as in the 
customer-preference 


motive lubricating equipment field. 

A complete lubrication service unit in every 
detail, the Masterluber is equipped with Lincoln 
Lubricant Pumps which are years ahead of any 
other pump in the field. 


The experience of 
to coast, substantiate 
ment in the perfecti 


formance. This proven performance is the only 


Positive Guarantee 


trouble-free operation. 





the 


LINCOLN ENGINEERING COMPANY e 


Gibbons, | 
Los Angeles. | 


YEAR after YEAR, Lincoln Lubricating Equipment 
has been distinguished for its pace-setting styling 
and functional engineering. But never have these 
traditional Lincoin attributes been so strikingly 


Bullneck Surface Check Grease 
Fitting...the modern fitting with 





What will new cars look like in 
| four or five years? Do you imagine 
they will resemble a V-2 rocket or 
a smooth tear-drop? Maybe you do, 
but if you assume that an article in 
| Kiplinger Magazine is correct, you 
| will be sadly disappointed. 

The “car of the future,” accord- 
ing to the prediction in the ar- 
ticle, “will probably be directly 
and economically powered by a 
light rear engine, it will have a 
shorter hood you can see over, 
easily replaced fenders and it will 
follow the new trend of “nar- 
| rower on the outside, wider on 
| the inside.” 


“In other words, it will be a 
small, safe, moderately streamlined 
|vehicle, if the magazine’s predic- 
tions come true. 
| Maybe you wonder why such a 
car isn’t on the market yet. 
reason is that if it was it probably 
wouldn’t sell, says Kiplinger. Driv- 
}ers at present are mainly interested 
in the car with swollen flanks and 





TTT 


Masterluber, accepted by 
as the Standard in the auto- 


thousands of dealers, coast 
s Lincoln's claim to achieve- 
on of lubricant pump per- 


of dependable, efficient, 


ball in the top. 
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View of Future Car 


Will Be Less Decorative and Safer, 
Says Kiplinger Magazine 





one complains about but almost 
everyone loves to own. 
The article cites complaints that 


the present styling necessitates an | 


expenditure of large sums for small 
repairs. One case took $40 for a 
minor clutch job—one dollar for the 
part, 39 dollars for labor to take out 
the front seat, the floor board, and 
to push through wires to reach the 


| repair point. 


Another “beef” of the article is 
that vehicles are too wide and too 


|long for garages built 10 years ago. 


Fenders and doors have been moved 


| out to where they just tempt bumps 


land dings. 


The | 


Little protection is of- 
fered by bumpers which now mere- 
ly decorate. 


A list of improvements was 
shown in the magazine. Among 
them were: Passengers would 
suffer fewer cuts and bruises if 
dashboards were crash padded. 
Shock-absorber bumpers and 
steering columns would mean 
fewer injuries —as would wind- 


Ford parts are available to callers. ' protruding rear which almost every-' shield panels that push out, in- — 
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stead of fighting back when 
struck by a forehead. The article 
also said that cars should have 
more top framing. 

It all adds up to the fact that the 
|public wants cars built for safety, 
|subordinating all else. But say the 
Exotic 8 decides to build the world’s 
safest car. It would immediately 
stop making convertibles. Would 
convertible fans then say: “Right 
you are—give me a two-door se- 
dan?” They would not. They would 
go next door and buy a Whizzwhip 
convertible. 

Yes, says Kiplinger Magazine, the 
|ear of the future will probably, be 
smaller, lighter and safer, but you’ll 
still find drivers who'll cover the 
car with chrome strips, cut off the 
tops and put in twin exhausts to 
make it larger, heavier and faster. 


Jennings Rises at Goes 


Glayne H. Jennings has been 
promoted to sales manager of 
Goes Motors, Inc. (Nash), South 
Bend. He started his automotive 
career in 19381 as a race car 
driver. 


After 10 years of racing in the- 
Midwest, Jennings entered the 





automobile manufacturing, serv- 
icing and selling field. 






Leaders in Lubricating Equipment for a quarter century ‘ 


5709 NATURAL BRIDGE AVE., ST. LOUIS 20, MO. 

















By Arthur E, Jones 
Staff Correspondent 


‘(HE DECLINE in car exports is 
believed to be purely seasonal, 
although some manufacturers have 
fears that it is the sign of a waning 
market in which British cars are 
to meet the fiercest competition. 

Certainly the monthly export fig- 
ures have been well below the tar- 
get set for the end of the year; 
namely, a monthly export of cars 
to the value of $22,000,000. Asked 
if he thought the auto industry 
could reach this figure, Sir Stafford 
Cripps said: “If the western hemis- 
phere markets pick up seasonably, 
we should be able to do it; if they 
do not, we shall find considerable 
difficulty.” 

This export decline has led to 
increased pressure from manu- 
facturers to allow more than 25 
percent of production for the 
British market, where there are 
still long waiting-lists of people 
ready to buy new models. Reply- 


Auto News from Britain 


Exporters See Fierce Competition as Sales Slide; 
Home Quota to Stay at 25 Percent 


ing to this suggestion, the min- 
ister of supply has said: 

“It is essential that we should 
continue to make every effort to 
export the maximum number of 
cars, and for this reason no re- 
duction can be made in the export 
target of 75 percent of output. Steel 
allocations to car manufacturers 
will continue to depend upon ex- 
pot performances, particularly to 
hard currency markets.” 

He agreed, however, not to en- 
force the quarterly observance of 
this rule, provided 75 percent of 
the cars made were exported over 
a reasonable period. 


Control Over Costs 


— subsidies, except those to 
meet excess cost of imported 
finished steel and the import duties 


‘on pig iron and steel, have been 


removed by the British govern- 
ment, This move is likely to put 
about $10 extra onto the price of 
smaller cars. 

Costs are worrying all the pro- 





One man alone can do a faster, 
safer job of removing and replacing 
the heaviest dual truck and bus wheels 





with the new hydraulic-powered Weaver Model 


WR-31 Wheel Dolly. 


Wheels can be picked up from the floor or 
removed from the spindle on strong roller arms 
that permit quick positioning of wheels for re- 


placement. Convenient hydraulic jack power for 
raising or lowering is guaranteed safe and 


dependable. 


With the WR-31 you'll speed up brake, tire 
and wheel bearing work—in fact any job that 
requires the wheel to be removed. The time saved 
soon pays for the dolly itself. 

See your Weaver jobber or write us for com- 


plete details. 
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ducers, for they know that they 
must reduce prices overseas if they 
are to maintain their hold on the 
export markets, In the annual re- 
port to the shareholders of Hum- 
ber, the deputy chairman (Sir Reg- 
inald Rootes) said: “Costs in our 
industry are too high.” 

The chairman of Vauxhall Mo- 
tors, whose parent company is Gen- 
eral Motors Corp. of America, has 
had a lot to say about reduced 
costs in his annual report. Here are 
a few excerpts from his speech on 
this problem: 


“If our costs are too high, no 
control or regulation of ours is go- 
ing to make the overseas customer 
buy your wares, .. . If he declines 
to pay our price, we must find out 
how to do our job more efficiently 
and reduce our costs and our prices 
to within the buyer’s compass, . . 

“Great slices of the costs of 
industry are now in the hands of 
somewhat monopolistic activities 
— and nationalized industries 
themselves are but nationalized 
monopolies, , .. The time for bet- 
ter efficiency—for reduced costs 
and selling prices—is getting very 
near, if we are to maintain our 
desired position in the competi- 
tive trade of the world, as we 
must do... .” 


Sales Increased... . 
he pe 














TOOL STORE ON WHEELS—Ross D. Harrison, sales representative in the Billings (Mont.) 
area for Snap-on-Tools Corp., reports a 17.3 percent increase in sales of automotive and 
aviation service tools since he began use of this store-on-wheels. The Dodge route-van car 
ries 3,300 tools and permits customers to enter, view the display, and take delivery on the 
spot. Twenty stops are made on the route, which ranges from 25 to 150 miles daily. 


AUTOMOTIVE NEWS offers to adver- 
tisers a weekly audience of an estimated 
more than 100,000 cover-to-cover readers! 











INTERIOR OF SHOP ON WHEELS—Interior 
ghete of the Dodge route-van operated by 
‘oss D. Harrison, sales representative in the 
Billings, Mont., area for Snap-on-Tools Corp. 
as @ store-on-wheels. The 10 drawers pictured 
are 38 inches wide and may be pulled out 
inside the unit or from the rear door. 

cabinets on left and right contain deeper but 
narrower drawers. The van holds 3,300 tools. 


Backshop 


(Continued from Page 41) 


ufacturers give their jobbers pro- 
tection, with two considering such 
a@ move. Fourteen manufacturers 


MODEL WR-31 
HYDRAULIC 
Capacity, 2,500 Ibs. 


MODEL WR-30 










(not illustrated), ee ie ty tee D sted a 
e e” pe an 
Capacity 2,500 Ibs. two make refund. 











Three out of 14 tool makers offer 
protection with none considering. 
Three have a 30° or more days 
“grace” period, and one refunds. 


Eleven out of 19 chemical man- 
ufacturers have protection, four 
considering, and six offer refunds. 

* s o 


SUMMARIZING his report, Al 
points out that 71 out of 156 makers 
of all types of after-market mer- 
chandise offer protection to their 
wholesale outlets, nine are consid- 
ering putting some sort of protec- 
tion into effect, 49 have a 30 or 
more days “grace” period and 15 
refund on goods on hand. 


The results of this survey may 
show dealers why some jobbers are 
able to protect their customers on 
decline in prices, while others in 
the same line of merchandise are 
not able to. 












MODEL 
WR-12 


1,200 Ibs. 





THE JOYCE-GRIDLAND CO., in 
its merchandising of lifts this year, 
is bringing out separate folders for 
each line of car dealers, showing 
not only a picture of the car for 
that line on the cover but incor- 
porating a number of the promi 
nent services for that make of car 
and showing the saving of mechan 
ics’ time in doing that operation 
on a two-post lift against other 
means, This is personalizing pro 
motion of shop equipment so that 
each dealer can judge the worth of 
two-post lifts as applied against his 
own most frequently done services 






capacity 
Mechanical jack 


equipped 

























Mitchell—Peoria 


Harry Mitchell, president of Mit- 
chell & Cassell, Inc, (Chrysler), 1524 
Main St. Peoria, Ill., recently ac 
cepted the first-place trophy which 
was won in the Eagle Auxiliary 
bowling league. The team consisted 
of Lena Mitchell, Ann Filitchcroft, 
Mearle Mitchell, Rosemary Reyn- 
olds, Lena Gould and Lillian Rohde. 


WEAVER MFG. CO., SPRINGFIELD, ILL.,U.S.A. 
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SERVICE SECTION 


W. S. Boyd, distributor for White 
trucks in Raleigh, N. C., has a 
warm spot in his heart for the 
little velvet bag of White 50th an- 
niversary coins he took home from 
the White 3000 announcement show 
in Cleveland. 


Shortly after his return, his 
White headquarters was visited 
by burglars. The only item miss- 
ing was the bag of coins. When 
George H. Scragg, advertissing 
director at White, heard about 
the loss, he forwarded another 
supply of coins with this com- 
ment: 

“Suggest you attach White 3000 
literature and order form to each 
of these coins I am forwarding to 
replace your loss. Maybe we can 
turn the next visit into a truck 
sale.” ae ie a 


Detroit Chosen 


Detroit has been chosen as the 
1950 convention site for the Ad- 
vertising Federation of America. 
This will be Detroit’s third AFA 
convention in 10 years. 

* + a 


To Meet Competition 


Sales, advertising and promotion 
efforts are being intensified on a 
wide scale in anticipation of keener 
competition and the return of a 
buyers’ market, according to a sur- | 
vey of business practices by the) 
Nationa! Industrial Conference | 
Board. 

Many of the 190 companies cov- | 
ered by the survey are also concen- 
trating on expanding their markets, 
reopening offices shut down during | 
the war and studying possible 
changes in the layout of sales terri- 
tories. Others are revising sales 
compensation schedules and re- 
organizing sales management. 

* 7 > 


McKittrick Rises 


C. E. McKittrick has been ap-| 
pointed advertising manager of the 
Chicago Tribune. Formerly assis- | 
tant advertising manager, he suc-| 
ceeds Chesser M. Campbell, who} 
became advertising manager in 
March, 1935. Campbell recently was 
elected treasurer of the Tribune | 


McKittrick joined the Tribune | 
as a classified department sales- 
man in 1921. Campbell the same | 
year made his first contact with | 
the Tribune organization in Paris 
where he worked on the Tri- 
bune’s European edition, later 
returning to Chicago as a classi- 
fied salesman. The new ad chief 
was made manager of the Tri- 
bune’s New York advertising of- 
fice in June, 1929, when he suc- 
ceeded Campbell, who the same | 
month returned to Chicago as 
classified advertising department 
manager. 

Appointed assistant advertising 
manager in April, 1932, Campbell 
was named to head up the depart- 
ment in March, 1935. McKittrick 
has served as assistant rmanager 
since April, 1945. 

+ + } 
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Miracloth in Headlines 


Joe O'Keefe of Nu-Fab Corp., 
maker of Miracloth, a pressed cel- 
lulose material that feels like paper | 
but acts like cloth, put on a novel 
stunt to introduce his product to 
New Yorkers. 

He bought a full-page in the 
Journal-American and printed the 
ad on Miracloth itself! Directions 
told readers to wash the ink off 
and they would have a large sam- 
ple of Miracloth. 

More than 700,000 yards of the 
material were used for the ad. The} 
rolls of Miracloth had to be}! 
trucked and flown in from the Nu- 
Fab plant in Little Rock, Ark 

* * * 


Booklet Aids Ads 


Financial advertisers may build 
vastly bigger reader audiences for 
their copy if they follow tested | 
reader-winning techniques, the Bu- | 
reau of Advertising, American 
Newspaper Publishers Assn., indi- 
cates in a new study, More Divi- 
dends From Financial Ads,” re- 
leased in booklet form to financial | 
advertisers and agencies. | 

In the case of such ads, high 
readership itself may not be es- 
sential, and many ads in the selec-| 
tive category are highly successful ' 



























Affecting Factories and Dealers... 
Auto Advertising 


when they reach only one or two 
out of every hundred newspaper 
readers. Ads using dominant photo- 
graphs attracted the largest audi- 
ences of both men and women, the 
booklet says. 


* oa * 

Signs, All Sizes 

A new sign service which pro- 
vides small firms as well as large 
with individualized signs and pri- 
vate brand-name advertising has 
been announced by the Porcelain 
Enamel Finishers, Chicago. 

Finished in porcelain enamel, the 
signs reportedly can be used for 
outdoor service where resistance to 
all types of weather and corrosive 
atmosphere is necessary. Enamel 
won't fade or wear off, the manu- 
facturer claims; and the signs can 
be cleaned with water or any or- 


ganic solvent. 
* * 


NAM Produces Movie 


Under the guidance of Holcombe 
Parkes, its public relations vice- 
president, the National Assn. of 
Manufacturers has produced a new 


16-mm sound motion picture en- 
titled “The Price of Freedom.” The 
objectives of the film are to awak- 
en civic duty and to preserve in- 
dividual freedom. 


Prints of this 23-minute picture 
may be secured through the Na- 
tional Assn. of Manufacturers, 943 
National Bank Bldg., Detroit, Mich. 


* * * 


‘Last Frontier’ 


More efficient and economical 
sales and advertising methods con- 
stitute the nation’s “last frontier 
of profits,’ Harold S. Barnes, di- 
rector of the bureau of advertising, 
American Newspaper Publishers 
Assn., warned in an address to the 
Advertising Club of St. Louis. 

He called attention to the fact 
that Packard spent 67 cents out of 
every advertising dollar in news- 
papers during last year, while Cad- 
illac spent 72 cents out of every 
one of its dollars in newspapers. 

* + * 


New Tribune Rep 
The New York Herald Tribune 
has appointed Sylvan M. Barnet as 
U. S. representative of its Euro- 
pean edition, which is published in 
Barnet, with the advertising de- 
partment of U. 8. News and World 





Report for the past three years, 






Du Pont “DUCO”* PRIMER-SURFACER gives a 


high build... permits easy sanding in 30 minutes! 


This proved primer-surfacer produces a high build . . . has 
excellent adhesive and filling qualities . . . dries fast. It permits 
easy sanding after 30 minutes, and won’t tear when feather- 
edged. Holds out the lustre of finish coats. Order from your 
Du Pont jobber today! Comes in four utility colors. E. I. 
du Pont de Nemours & Co. (Inc.), Refinish Sales, Wilmington 


98, Delaware. 





* 
REG. U. &. PAT. OFF. 
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succeeds Edwin E. Dowell, who has 
resigned from the Herald Tribune’s 
European edition to join News- 
week, 

* * 


Fruehauf Renews 


Fruehauf Trailer Co. has signed 
a 52-week renewal contract with 
American Broadcasting Co. con- 
tinuing its sponsorship of Harri- 
son Wood’s Sunday afternoon news 
commentary series, This Changing 
World. Zimmer-Keller is the 
agency. 

* * * 


Alger Appoints D’ Alton 


D’Alton Agency, New York city, 
has been appointed as representa- 
tive in New York of Geo. F. Alger 
Co., 3050 Lonyo Road, Detroit, an- 
nounced Carter A. Justin, vice- 
president of sales of the motor- 
carrier concern. 

oJ 7 e 


Plastone Agency 
Plastone Co., Inc., Chicago, manu- 
facturer of automotive and house- 
hold chemical products, has named 
the C. C. Fogarty Co., Chicago, to 
handle advertising and promotion. 
* * * 


Names 


Ward Marsh, who has been De- 





mover. 


water. Or, you may 


STEP BY STEP—your way to 
- BETTER FINISHING RESULTS! 


1. Clean old finish with Du Pont Prep- 
Sol to remove all wax, polish and grease. 


2. Sand the surface to give ‘*DUCO” 
PRIMER-SURFACER the best bond. 


Clean metal with an approved rust re- 


3. Immediately apply ‘‘DUCO”’ 
PRIMER-SURFACER 
coats. If you delay, rust will form. 
Even slight rusting impairs adhesion. 


4. After last coat of ‘ 
ER-SURFACER has dried at least 
30 minutes, sand with 320 paper and 
“dry sand” with 
360 paper. When surface is dry, it is 
ready for finishing with “‘DUCO” or 
“DULUX’”* Systems. 


*‘DUCO” PRIM- 
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troit advertising manager of NADA 
Magazine for 13 years, is leaving 
July 1. 

Marden R. Bishop, former news- 
paperman and editor of Willys- 
Overland’s house organ, Unity, has 
been named manager of the com- 
pany’s publicity department, suc- 
ceeding Benjamin C. Bowker, who 
resigned. 


South of Border 
60% of Tourists Drive 


To Mexico 


MEXICO CITY.—The proportion 
of U. S. tourists coming to Mexico 
in their own cars and using the 
vehicles for most of their trans- 
portation while down here is stead- 
ily increasing, the Mexican Tourist 
Assn. finds. 


Of the 293,000 Americans who 
visited Mexico last year, 59 per- 
cent came in their own cars. This 
year, though U. S. tourist trade 
has dropped considerably, more 
than 60 percent are motorists, the 
association said. This rise is at- 
tributed to more and better roads 
and better facilities for motorists. 





AUTOMOTIVE NEWS production and 
registration figures tell the story of output 
and sales every week. 
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In the Hopper 


5 i ram |been unable under present budget 
es ae he allowances to hire the traffic patrol 
Expanded in Delaware of the size needed to patrol the 

A bill empowering the Delaware | 57,000 square miles of Wisconsin 
highway department to designate|territory and its 90,000 miles of 
certain roads as express highways, | public roads. 
to define express highways, and to) 
authorize acquisition of property 
rights for such highways has been | 
passed by the legislature. 

The bill was termed necessary to | 
give the state the type of roads | 
required to provide swift move- | 
ment to and from the Memorial) 
bridge now being constructed over | 


the Delaware river to New Jersey. 
* + * 


Okla. Tightens Policing 


Of Truck-Weight Law 


An Oklahoma bill aimed at 
more stringent enforcement of 
truck weight regulations has been 
given final passage by the legis- 


* 


for signature. 

The measure retains the axle 
7 ’ . load limit of 18,000 pounds and 
Fla. May Cut Mileage Tax | iota limit of 60,000 pounds. It 
On Commercial Vehicles | provides for additional enforce- 
The Florida senate has passed | Ment officers to check trucks on 

| the highways, and also requires a 


a bill reducing the mileage tax , 
ial trucks from one | special permit costing $5 for loads 
aus 3. ena " | over 60,000 pounds and an addi- 


t half cent a mile. 
"easter thee of Winter Haven | tional $5 for each 1,000 in excess 
of the load limit. 
+ * 


said the reduction would permit 
Florida trucking firms to com- 
pete on a more equal basis with 
out-of-state firme. 


Fla. Bill Permits Producers 


To Set Resale Prices 


| A bill to give Florida a new fair 
|trade act, permitting manufactur- 
ers to establish minimum resale 
prices for their products, has been 
passed by the legislature and sent 
to Gov. Warren for signature. 
Florida’s fair trade act of 1939 
was recently invalidated by the 
state supreme court on the grounds 
that it was not in the public inter- 


* 








Wisconsin Enacts 
Stiffer Penalties 
For Overloading 


What the state legislature re- 
gards as the first step in strength- 
ening laws to protect Wisconsin 
public highways from overloaded 
vehicles has been completed with | 
enactment of a new statute in-| 
creasing penalties for violations. 

Assemblyman Alfred Ludvigsen 
of Hartland, one of the leaders of 
the lower house and the sponsor 
of the new penalty act, said he 
expects that the lawmakers will 
follow with legislation to enable 
the state motor vehicle department 
to increase the strength of its traf- 
fic patrol for more vigilant en- 
forcement of road laws. 

He forecast ultimate action ap- 
proving a patrol of 100 men, 
against the 43 now on duty, and) 
255 proposed in a legislative coun- | 
cil bill not yet acted upon. 

Tht penalties for violation of 
truck weight and loading limita- 
tions have been increased with re- 
spect to minimum and maximum 


* * 


Illinois Car Renters 


A bill has been introduced in the 
|Illinois house which provides that 
rent-a-car concerns must file either 
a motor vehicle liability policy or 
an $11,000 liability bond for each 
motor vehicle rented. 
policies must be filed with the sec- 
retary of state. This bill would 
amend the existing act which al- 
lows one $11,000 bond to cover all 


motor vehicles so rented. 
* * * 


Insurance Tax? 
Wis. Senator Endorses 


Levy on Premiums 
A legislative leader, who is also 
an insurance company executive, 
has proposed that the Wisconsin 





est and tended to create monopolies. | 
* 


Bonds or} 


fines. 

The penalty for the first offense 
will be $50 instead of $25 under 
the old law, with a maximum of 
$100, instead of a previous maxi- 
mum of $50. 

Subsequent offenses may now be 
fined at the rate of $100 to $200, 
and/or 10 to 30 days imprisonment. 

The bill drew no opposition dur- 
ing its passage through the legis- 
lature, and it had the support of 
the state highway commission, 
which has repeatedly called atten- 
tion to the fact that present state 
enforcement programs are weak 
and ineffective. 

B. L. Marcus, state motor ve- 
hicle commissioner, has countered 


legislature tax automobile liability 
insurance premiums to raise funds 
for an expanded program of high- 
way safety and road law enforce- 
ment. 

“This is probably the first time 
that a representative of the insur- 
ance business has asked for a tax. 
But I think spending one dollar 
to save $20 is a good investment,” 
Sen. Gordon Bubolz, who .made 
the proposal, told the finance com- 
mittee as he appealed for support 
of a strengthened state highway 
law enforcement effort. 

Referring to a proposed one-half 
of 1 percent premium tax bill al- 
ready before the legislature, Bu- 
bolz said the legislature might con- 
sider a tax as high as 1 percent 


with the complaint that he has 
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World's Famous MG-Midget 

Speedster Holds World Speed 

Record (Class H)— P 
Retails $2,395 ; Saat 


WORLD'S FINEST SMALL CARS 


IF YOU HAVE PROPER FACILITIES AND FINANCES. 


DEALERSHIPS AVAILABLE 
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to provide the law enforcement 


and safety education programs the | 


state needs. 


lsin is a “fifth rate” state with re- 


* * 
Labor Relations Study 


spect to highway law enforcement, 
and claimed that the state could 


reduce its annual toll of highway | 


accident deaths by 200 to 300 by 

enforcing its highway safety laws 

| vigorously. The state now counts 

about 800 lives lost 

iccidents yearly. 
ca & * 

Ohio Taxes Trailers 


The Ohio house of representa- 
|tives has passed a bill for a fixed 
|fee of $5 and an $18-a-year tax for 
| house trailers. Out-of-state trailers 


lature and sent to the governor | would be permitted to stay in the 


* 


Below-Cost Curb OK’d 


| Florida’s house committee on 
business regulation has approved 
the senate-passed “loss leader” bill 
which prevents merchants from 
selling goods at below cost. 
~ 


state 90 days without tax. 
* * 


A resolution calling for a study 
|of the entire field of employer- 


| 
| 


} 


|employe relations in Missouri has 


been introduced in the state legis- 
lature by Rep. Howard Elliott of 
St. Louis county. 

* * 


More Power Eyed 
For Wisconsin 
Road Commission 


On the heels of assembly action | 


approving a legislative investiga- 
tion of the state motor vehicle 
department, reliable capitol reports 
have it that legislative leaders are 





considering a transfer of all high- 
way law enforcement functions from 


the department to the state high- | 


way commission. 


The project is understood to have | 


the interest of Gov. Rennebohm, 
and will probably be made public 
when the legislature’s inquiry into 








MIAMI 35. 


motor vehicle department internal | 
problems gets under way. The state | 
senate is expected to concur quick- 
ly in the assembly investigative | 
resolution. 

The department now has a field 
force of 43 patrolmen, which it has 
said is too small for the enforce- 
ment duties which the legislature 
has given it. 

The highway commission, how- 
ever, has repeatedly criticized the 
lack of highway law enforcement, 
particularly with respect to com- 
plaints about truck overloads. 

It was the admission before the 
legislative finance committee last 
week that there are internal diffi- 
culties in the department and that 
truck enforcement has not been 
rigid. These facts brought on the 
proposal for a legislative inquiry. 
The admissions were made by B. 
L. Marcus, commissioner of the 
department. 

Legislators were critical of the 
truck law enforcement record, 
whereupon Marcus ordered en- 
forcement director Homer Bell to} 
concentrate all of his field men on 
truck weight inspections. 





/ WACO MOTORS 


DISTRIBUTOR FOR THE SOUTH - MG ENGLISH SPORT CAR 


1801 WEST FLAGLER STREET 





FLORIDA 










49 MORRIS. 
$1,555. 
lon, beautifully finished in 
England's 
High Quality—4 Passengers 
--5 nice colors. 


Retails at 






FLORIDA—GEOR- 
GIA — ALABAMA — NORTH AND SOUTH CAROLINAS AND TENNESSEE. 
16-INCH WHEELS—Special equipment as pictured on MG—now available. 
order to carry 550xl6—greatly improves appearance and ride—$25.00 per wheel. 
dealer's cost. 


We have had these genuine Rudge Whitworth Wheels made to 
Standard 19-inch wheels an 


tires available at 20% below 





| Bubolz also argued that Wiscon- | 


in highway | 


40 miles per gal-| 


traditionally | 





Time Sales Up to $3,000 


Curbed in Delaware 

A Delaware bill providing for 
the regulation of retail install- 
ment sales of merchandise cost- 
ing up to $3,000 has been given 
final passage by the legislature 
and sent to the governor for 
signature. 

The bill requires licensing by 
the state bank commissioners of 
all companies engaged in the 
sales finance business in the 
state. The license fee will be 
$100 for the principal place of 
business and $25 for each branch 
office in the state. 

The measure further stipulates 
that the seller of a retail sales 
contract must give the buyer a 
written statement of the con- 
tract, which must include the 
cash price of the goods, the 
amount of the time price differ- 
ential and the cost of any insur- 
ance and other benefits included. 








Mass. Amends Labor Law 
The Massachusetts house has ap- 


proved an amendment to _ the 
Barnes labor law covering union 
submission of detailed annual 


financial reports to the state labor 
commissioner. The amendment to 


with more than 50 members must 
| file. 
* * * 


| Connecticut House Expected 
To Kill Income Tax Bill 


The Democratic-controlled 
Connecticut senate has approved 
Gov. Chester Bowles’ income tax 
bill after a long fight, but Sen. 
Alfred F. Wechsler, Democratic 
floor leader, conceded that cer- 
tain death awaits the adminis- 
tration proposal in the Republi- 
can-controlled house. 

Voting followed strict party 
lines, as the measure won sen- 
ate approval, 22 to 13. The in- 
come tax, keystone of Bowles’ 
taxation program, was proposed 
to replace the present sales tax, 
which is scheduled to go up to 
2 percent from its present 1 per- 
cent level July 1. 


ca x f 
N. H. Governor Vetoes Bill 


Extending Bus Length 


In his first veto since he became 
the state’s chief, Gov. Sherman 





Adams of New Hampshire, turned | 


down a bill which would have ex- 
tended the legal length of buses 
from 35 to 40 feet. 


Gov. Adams said longer motor 
coaches would be a hazard to high- 
way safety in New Hampshire. His 
view was supported by the state 
police and motor vehicle depart- 


ment. 


* * * 


Outlaw Below-Cost Sales 


House bill 1099 in Florida, au- 
thored by Rep. Richard H. Simpson 
of Jefferson, would prohibit below- 
cost sales of merchandise in that 
state. The measure was referred 
to the committee on business regu- 
lation. 

a * * 


No Illinois Speed Limit 


An Illinois bill to limit driving 
speeds to 60 miles per hour has 
been defeated in the legislature. 
It had also sought to set a top 
speed of 50 miles at night. “Rea- 
sonable speed” at all times is now 


in effect in Illinois. 
* 7 * 


Illinois Aids Disabled Vets 


Gov. Stevenson of [Illinois has 
signed a bill which provides that 
Illinois disabled veterans who re- 
ceive special automobiles from the 
government will be given free 
State license plates. 


” * 
Wass. Gas Tax Increase 


Voted Down in House 


A one-cent increase in the 
Massachusetts gasoline tax, with 
proceeds to be distributed to 
cities and towns, was voted down 
in the house, 31 to 55, after the 
committee on taxation had filed 





Texas Antifreeze Sellers 
Required to Register 


Gov. Beauford Jester of Texas 
has signed into law a bill re- 
quiring registration of sellers of 
antifreeze mixtures and super- 
vision of sales by the commis- 
sioner of agriculture. 





the act provides that only unions | 


SERVICE SECTION 


an adverse report on the pro- 
posed measure. 
+ + ” 


| Missouri House Group OK’: 


|2 Percent Use Tax Bill 

A bill providing for a 2 percent 
use tax, designed to prevent eva- 
sion of the state sales tax through 
out-of-state purchasing by Mis- 
| souri residents, has been unanim- 
ously approved by a committee of 
the Missouri house of representa. 
tives. 


* * * 


Illinois Fair Employment 


The passage and approval of the 
Illinois fair employment practice 
bill seemed assured with the ap- 
proval of the senate judiciary com- 
mittee, 12 to 7. 


The bill provides for a commis- 
sion to be set up to pass on com- 
plaints about job discrimination 
because of race, color or creed. 

* * * 
Texas Liability Shelved 

Driver liability insurance legis- 
lation which has created contro- 
versy in the Texas legislature re- 
ceived a death blow when the house 
voted 57-32 to refer the bill back 
to the highways and roads com- 
mittee. 





Canadian Sales 
Of British Cars 
Tapering Off 


OTTAWA, Ont.—A survey shows 

that car dealers are finding it more 
| difficult to sell certain types of 
| British-made cars in the Canadian 
market, though prices have been 
cut in some instances and heavy 
promotion work has been used to 
stimulate sales, 
| Dealers refuse to commit them- 
| Selves with any statement on this 
| problem, nor are they prepared to 
offer any reason for the slowing up 
|Of sales of certain British-made 
cars, yet the impression prevails 
that prospective Canadian buyers 
are beginning to seek Canadian- 
made or U.S.-made cars wherever 
there is any hope of getting such a 
model. 
_ British manufacturers had _ be. 
lieved that the Canadian market 
for their cars would grow and be 
permanent. This is being ques- 
tioned now. 


Dealers are finding that there is 
no “rush” to grab any British-made 
model and customers are express- 
ing more willingness to wait until 
the U.S. or Canadian model they 
want is available. 









New Trade Law 
‘Contested in Fla. 


TALLAHASSEE, Fla.—A petition 
has been filed with the Florida 


; Supreme court asking reconsidera- 


tion of its decision invalidating the 
| State’s 1939 fair trade act, permit- 
ting manufacturers to establish 
minimum resale prices for their 
products. No immediate action was 
taken by the court on the petition 
for rehearing, which was filed by 
the Continental Distilling Corp. 

The petition asked the court to 
consider a legislative finding of fact 
included in a new fair trade act, 
which was enacted by the 1949 
Florida legislature and became law 
June 1. The new act contains 
changes designed to overcome the 
|court’s objections to the earlier 
| Measure. 


Pa. Old Timers to Meet 


June 17 in Philadelphia 

PHILADELPHIA. Motor car 
pioneers comprising the Pennsyl- 
vania state council of Automobile 
Old Timers, will hold their second 
annual reunion and luncheon June 
17 at the Warwick hotel, Philadel- 
phia. 

Special guests will be E. B. Gal- 
laher and George H. Robertson. 
Ga'Neaher built the Keystone auto- 
mobile in Philadelphia, 1896-1399, 
and the Searchmont car, 1899-1900. 
Robertson, treasurer of the Auto- 
mobile Old Timers, won the Fair- 
mount Park automobile races in 
1908 and 1909. In 1908, he was the 
| first American to win the Vander- 
bilt cup race driving a locomobile 
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SERVICE SECTION 


© Parts Outlet Opened 


Dn Coast by Jahns-Hill 
ANAHEIM, Calif.—Jahns-Hill & 
Co.. authorized manufacturer and 
distributor of MG automobile parts 
in the U. S., has established a mod- | 
ern factory here to fill the growing | 
demand for MG replacement parts 
and accessories. 

Bill Jahns jr. is the organizer 
of the company. Pete Hill, a part- 
ner in the company, will hold the 
position of consulting engineer, 
having spent some time in the MG 
factory in England. 
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STANDARD OF THE WORLD 
IN ACCESSORY STYLING 


Another First By Ray Harroun 
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$11.5 Billion After Taxes 





Net Profit Rises 14% 
For Manufacturers 


WASHINGTON. 
after taxes of all U. S. manufactur- 
ing corporations was estimated at 


$11.5 billion for the year 1948, ac- | 
cording to combined estimates of | 


the Securities and Exchange Com- 
mission and the Federal Trade 
Commission. 


This represented a 14 percent in- 
crease over the $10.1 billion of prof- 
its after taxes: for 1947. The | 


uted over the four quarters. 


As shown by the report, the 
on stockholders’ 
equity during 1948 was slightly 
higher than in the previous year, 
16 percent compared with 15.6 
percent. The increase, however, 
was experienced only by the larg- 
est size class of corporations, 


| rate of return 


| mann, president; 





Harry E. Collin, 
chairman of the executive com- 
mittee; C. A. Collin, credit vice- 
president; G. H. McGreevy, sales 


vice-president; de F. Lott, research | 
| vice-president; 


Weidig, vice-presi- 
dent, and William F. Webb, sec- 


| retary and treasurer. 


Net income | for 1948 was about equally distrib- Bakelite Produces 


Waterproof Resin 


NEW YORK.—A new grade of 
waterproof vinyl resin, having a 
wide range of possible uses, is an- 
nounced by Bakelite Corp. as being 
commercially available. 


This resin, Vinylite dispersion | 





int yee ea 





| Preparation of water-based disper- 
| sions. The ease of application and 
| versatility of the resin is said to 
| Suggest such uses as coating cloth 
to obtain tough, water-resistant 
| materials to be used for upholstery, 
|shade cloth and carpet backing. 

Paper coated with the resin 
| Should be useful in packaging ap- 
|plications and in the manufacture 
| of washable wallpaper. The com- 
| pany also suggests that it be used 
to coat materials for floor cover- 
ings. 


Erie Warehouse on Coast 

LOS ANGELES.—Erie Mfg. Co., 
Inc., Chicago 16, grille guard manu- 
|facturer, has opened a warehouse 
here at 1511 W. Seventh St. It is 


Sell ADDED PROTECTION 
and_GREATER BEAUTY with 


those with assets of over $100,- 
000,000. Their rate increased by 
a substantial amount, from 13.3 
percent in 1947 to 16.8 percent in 
1948. 

In contrast to this trend, all other 
|size classes showed declines in 
| profit rates. The smallest size class, 
| corporations with less than $250, 000 
| esmete, showed the largest drop, 
from 14.4 to 9 percent. 

In general, the producers’ goods 
industries showed increases in prof- 


ARDS its while the consumers’ goods in- 
dustries showed the declines, Cor- 


porations manufacturing transpor- 
tation equipment other than motor 
vehicles showed the most substan- 
tial improvement, from less than 
$10,000,000 of profits after taxes in 
|1947 to $165,000,000 last year. To a 
\large extent this is attributable to 
/ | increased activity in 1948 by air- 
|eraft companies, which in 1947 
showed a loss. 

Other groups with increases in 
profits in 1948 were the petro- 
| leum companies, almost 60 per- 
| eent higher than in 1947, and 
motor vehicle companies, 40 per- 
| 


Styled by 
RAY~HARROUN 


| cent higher. The iron and steel 
companies showed an increase of 
85 percent, while nonferrous 
metal industries increased their 
profits by about 25 percent in 
1948. : 
Sales of all manufacturing cor- 
porations for the year aggregated 
$165.6 billion, about 10 percent 


FIRST winner of the Indianapolis 500 Mile Here's an assured new source of extra | above total sales for the preceding 


Classic—FIRST with the Rear-View Mirror 
—FIRST with the Modern Bumper—RAY 
HARROUN has done it again! In the 


FEND-A-GUARD he has designed the pace- 
maker in the modern trend towards all- 
around 


cor protection. The FEND-A- 
GUARD is fabricated of high tensile 
strength metal with an application of 
Saxon Lusta-Chrome meeting car manu- 
facturers' specifications. Universal — fits 


most cars. Easy to install. Theft-proof. 
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2 to 10 Copies... *7*°° each 
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check or money order 


or will ship ¢.o.d 


Frofit for you—order a supply today. 
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TRUCKS! 





STEVENS-PECK, Inc., P. O. Box 1826, SALT LAKE CITY, UTAH 


year, while costs and expenses were 
estimated at $147.3 billion, approxi- 








|mately the same percentage in- 
MODEL No. FG-3000 crease. 

Set of 2 units packed in individual Provision for federal income 
boxes. 12 sets packed in master taxes amounted to $6.9 billion. 
carton. (Shipping weight, 20 Ibs.). About $4.3 billion was paid out in | 
Retails at $9.50 per pair. Dea'er dividends during the year, an in- 
discount, 40% F.O.B. Factory. Terms: crease of 17 percent over 1947. 
2% 10 days, net 30 days. - ee 








Textileather Corp. 
Increases Net; 


Elects Officers 


| TOLEDO.— Directors of Texti- 
leather Corp., at their annual meet- 
ing, were informed by Jules D. | 
Lippmann, president, that Texti- 
leather materials are now specified | 
in 60 percent of the nation’s manu- 
facturing classifications. 

One of Textileather’s new prod- | 
ucts used in the automotive field 
is Revelry, a_ plastic ‘ upholstery 
material which is produced with 
colors and patterns applied from 
the under side, thus being protect- 
ed against wear and stain by the 
transparent vinyl-coated surface. 

Another product is Textilco, a 
nylon-stabilized plastic upholstery 
material for heavy duty on com- 
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mercial transport vehicles of all| 

. kinds. : 
xg Lippmann reported to tne direc- 
@ LIEN REQUIREMENTS tors that during the first four 


months of 1949 Textileather showed 

net profits, after taxes, 15 percent 
penrereenens higher than for the same period 
@ BILLS OF SALE | of 1948. Dollar volume for the cur- 
@ ADDRESSES AND | rent four-month period is approxi- | 

OFFICERS’ NAMES mately the same as for last year, 
| and the backlog of orders approxi- 

@ ALL CARS, TRUCKS mates the same dollar volume as 
AND TRAILERS at the same time last year, the 
for ALL 49 STATES, company president said. 


@ SPECIMEN 


DIST. OF COLUMBIA All officers of the corporation | 

and CANAL ZONE were re-elected, and J. K. Weidig | 
was made manufacturing  vice-| 
president. 


Officers are L. H. Green, chair- 
man of _the board; Jules | D. Lipp- | 








GENTLEMEN: Winde—Newport 
Please send me copies of Peck’s Title Book. | Vinde Buick Co., Newport, Ore. 
NAME has announced the opening of ae 
5 = : erie new headquarters. Owner of the 
ADDRESS __ZONE firm is H. J. (Jim) Winde, former- | 





CITY 





ly of Everett, Wash., who has been | 
¢ngaged in the automobile business | | 


STAT 
e for the past 14 years. 
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resin NV.4, is intended for use in managed by Leonard S. Poncher. 


You Make 
eR et 


Selling ‘ANTHONY 


TRUCK EQUIPMENT 


@ GET REPEAT SALES because of 


user satisfaction 


@ anthony features give 
more selling advantages 


*” Anthony line is 


An 


complete 
cd Anthony nationwide dis 
tributor sales-service 
organization 
serves you. 





CITY RESTRICTIONS NECESSITATES SALE 


BARGAIN--MOBILE PARTS UNIT 


PRICED TO SELL 





27 Passenger Bus Chassis . A-1 Mechanical Condition 
Four-speed Transmission Completely equipped with metal 
custom-built parts bins with 42 drawers—more than 400 parts 
locations . . . 7 bins . . . 42 drawers . . . Display panels, etc. 
All in beautiful condition. 


Will deliver anyplace east of the Rockies 


For Particulars Write or Phone KIRK BALDWIN, SALES MGR. 
LOUIS ROSE PARTS DIV., 450 AMSTERDAM, DETROIT, MICH. PH. TRINITY 2-1700 


BINDER for 
Automotive News 


ANSWERING many requests from our 
readers for a semi-permanent binder to 
retain this publication for ready--reference. 


Only recently have we been able to secure 
a quality binder which will stand the gaff 
and which we can recommend. This binder 
is covered with black Levant leather cloth, 
stiff sides, holds 26 issues of Automotive 
News in removable metal blades. Price $7.50 
postpaid to our subscribers. 


BOOK 
DEPT. 


DETROIT 26 
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NEW YORK.—“Although short- 
ages of manpower and materials 
have been hampering most states in 
carrying out their highway building 
programs since the end of the war, 
great progress was made during 
1948 in overcoming these obstacles,” 
the American Petroleum Industries 
Committee points out in its Taz 
Economics Bulletin. 

Public Roads Administration 
statistics are cited by the APIC to 
show that expenditures for all 
highway purposes by all levels of 


Highway Expenditures 
Road-Building Appropriations at Peak in 1948; 
Future Outlook Called Even Brighter 


$1,437,000,000 in 1945. Two years 
later, however, expenditures had 
risen to $2,650,000,000, and in 1948 
they topped the $8 billion mark. 

This was by far the highest level 
of expenditures for highway pur- 
poses in the history of this country 
and represented an increase of 
about 75 percent over 1941 total out- 
lays (excluding WPA expenditures) 
of $1,770,000,000. 

“Of total expenditures amounting 
to $3,089,000,000 for highway and 
street purposes in 1948,” the bulletin 





government approximated only ' continues, “$1,780,000,000 went for 





CHECK 
AND DOUBLE CHECK! 


Piston rings on inspection tables fanned 
out for a 100% visual inspection—one 


of the many checks made to insure 
that Muskegon rings meet customers’ 
blueprint specifications. 


Additional checks using instruments 
and gages of special design are made 


MTTTTTAL TAL LLALAAAAAAALALLAAAAALLALAAEAALELALAAA TER TLE LLETLRLALAALRALAALAARAAA Lis LARA DAGAL 


for piston ring width, gap, tension, and 
light-tightness before the rings pass out 
of final inspection. 


Facilities for all types of inspection 
are but one of the rich resources, in 
both plant and personnel, that stand 
behind Muskegon’s unique policy. 


Policy? 


“It is Muskegon's firmly established policy 
to sell exclusively to manufacturers (1) for 
installation as original equipment and (2) for 
resale for service purposes.” 


 MASREOOM, MICHOAN 
pants ar MUSKEGON: ANO SPARTA 
Sod 


CEM a a 
“THE ENGINE BUILDERS’ source” 


ONE OF THE MESOURCES 


state highways, $753,000,000 was for 
county and local rural roads, and 
$518,000,000 was expended on city 
and village streets. The great bulk 
of these funds came from state 
highway user revenues of $1,836,- 
000,000 collected during the year. 

“In addition to other state funds, 
the Federal government provided 
$448 million; county and local rural 
road funds accounted for $330 mil- 
lion, and urban tax revenues totaled 
$325 million. 

“Breaking down the figures into 
the different categories, the PRA 
tables indicate that the sharp gain 
in expenditures since the war has 
occurred mainly in outlays for 
road construction, particularly at 
the state level. 

“The amount spent for state high- 
way construction last year was 


BEHIND A UNIQUE POLICY 





about double the average level of 
expenditures during the five-year 
period, 1937-1941, 

“In addition to this sharp gain in 
state highway construction outlays, 
expenditures for maintenance were 
greater both during and since the 
war years than before the war.” 


Sales Manager Named 


Appointment of Ken McIntosh as | 


sales manager of Davies Motors, 
Ine. (Nash), San Diego, Calif., has 
been announced by Frank R. Har- 
ris, executive vice-president. McIn- 
tosh has been in the automobile 
business since 1938, and was at one 
time with the sales department of 
Ford Motor Co. in Detroit. He 
comes to San Diego from Los An- 
geles, where he was sales manager 


Crosley Sales 
Gets 3 More 
Men From K-F 


CINCINNATI. — Appointment of 
three former Kaiser-Frazer sales 
executives—Arthur H. Babin, Lloyd 
M. Cregor and H. M. MacDonald— 
as regional man- 
agers for Crosley 
Motors, Inc., was 
announced last 
week by Powel 
Crosley jr., presi- 
dent, 

Babin, assigned 
to the northeast- 
ern region com- 
prising New 





of Bob White Nash. 





York, New Jer- 
sey, Connecticut 
and part of Mas- 
sachusetts, has spent more than 27 
years in the automotive industry. 
Prior to joining Crosley, he had 
been associated with Timken Roll- 
er Bearing Co.; Dalton and Balch, 
Inc.; Willys-Overland, and Kaiser- 
Frazer as Buffalo regional sales 
manager. 

Cregor began his automotive ca- 
reer in 1909, when he was Nash- 
ville distributor for Chalmers and 
Hudson. Later he was with Pack- 
ard, Dodge and Hupmobile. He was 
west coast manager for Willys- 
Overland at the outbreak of World 
War II when he became civil ad- 
ministrative assistant in the War 
department. Prior to joining Cros- 








Lioyd M. Cregor 


H. M. MacDonald 


ley, Cregor was division sales man- 
ager for Kaiser-Frazer. He will 
establish headquarters in Los An- 
geles and direct sales in California, 
Arizona and Nevada. 

The Crosley territory including 
Minnesota, the Dakotas and Wis- 
consin will be managed by Mac- 
Donald, former Kaiser-Frazer re- 
gional manager in Seattle and di- 
vision sales manager in Kansas 
City. He had served for 17 years 
in a similar capacity for DeSoto, 
and earlier as a Maxwell-Chalmers 
distributor in the northwest. 

Appointment of the three men 
followed a recent announcement 
that W. A. MacDonald, former 
vice-president of Kaiser - Frazer, 
and Fred Cooper, former sales 
vice-president of that company, 
had joined and acquired stock in- 
terests in Crosley. 








Custom Car Show 
Opens June 21 


OAKLAND, Calif.—A sleek Alfa- 
Romeo, similar to the sport car 
driven by Aly Khan on his honey- 
moon with Rita Hayworth, will be 
one of the 21 types of automobiles 
in the International Auto Show to 
be held in the Oakland exposition 
building from June 21 through 
June 26. 

“Only the unusual and the glam- 
orous automobiles will be featured 
in the show,” Holman O. Lenhart, 
show manager, said, “and this will 
be true of American cars as well 
as foreign.” 

Custom-built cars, convertibles, 
station wagons, sport sedans, road- 
sters, novelty cars, race cars and 
midgets will be presented in dis- 
Plays of automobiles valued up to 
$30,000. 





Ford Accountants’ Clubs 
In Row Over First 


ST. LOUIS.—A St. Louis club of 
Ford and Lincoln-Mercury account- 
ants and business executives has 
challenged a similar Chicago group 
for the honor of being “first of its 
kind in the United States.” 

The Chicago club made their 
claim a few weeks ago, shortly 
after its organization. When news 
of its formation reached the Mis- 
souri group, which formed Oct. 29 
1948, it decided to send a copy 
its minutes to the Chicago club “in 
hope that it might afford them 
some help as a result of our ac- 
cumulated experience.” 
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' SERVICE SECTION 


NEW YORK.—Commencing with 
the Memorial day weekend, advises 
the Rubber Manufacturers Assn., 
50,000,000 motorists enter the tire- 
killing period of hot weather, con- 
fronting not only peak motor vehi- 
cle registrations but also what will 
probably be the biggest vacation 
exodus in history. 

With all authorities expecting 
a new record in summer travel 
to mountain, seaside and lake- 
shore resorts, the tire manufac- 
turing industry linked its annual 
plea for rigid tire care and main- 
tenance to the National Safety 
Council’s May slogan: “Check 
Your Car—Check Accidents.” 

“Good tires and tire maintenance 
are the mark of the good motorist, 
and they are bona fide insurance 
against traffic accidents caused by 
tire failure. By the same token, 
smooth tires, improperly inflated 
tires, tires having cuts and bruises 
invite accidents,” the RMA said 
here, in making public the tire 
industry’s recommendation;for safe 
and efficient maintenance of tires. 

Several million new cars are 
floating over the highways on the 
new extra-low pressure tires, and 
other millions of older cars have 
been converted to the use of these 
casings. 

“Like all achievements in tire 
engineering, the extra-low pressure 
tire is a design which is predicated 
on and adjusts all other factors to 
the basic consideration of highway 
safety,” the association said. 

“Once that factor is satisfied, 
the designer seeks a balance be- 
tween tire life and rider comfort. 
As a sensitive, precision acces- 
sory to the automobile, the new 
tire requires close care and atten- 
tion if it is to deliver both the 
comfort and potential road wear 
built into it.” 

For this reason, even more than 


Instruction Kit 
Carries Bendix 


Service Story 


SOUTH BEND.—A new Bendix 
service sales educational program 
has been planned for nationwide 
instruction by the conference meth- 
od, according to T. A. Kreuser, 


service sales manager, Bendix 
Products division, Bendix Aviation 
Corp. 


All school material is fitted into 
a carrying case made of light wood, 


Summer Tire Care 


Low-Pressure Casings Require Attention 
During Hot Weather Driving 





measuring 6 by 9 by 53 inches and 
weighing 29 pounds. 

Included in the equipment are 
schematic charts and a conference 
manual and guide, for the com- 
plete presentation of the vacuum 
power program to any audience, 
Kreuser said. 

Instruction material breaks down 
into two divisions, truck and trac- 
tor-trailer, which are further clas- 
sified as to equipment, location and 
nomenclature; function and opera- 
tion, and maintenance and service. 

Two kinds of charts are pro- 
vided, the schematic charts which 
refer to equipment location and 
nomenclature and the product 
charts designed to highlight indi- 
vidual items in the vacuum power 
system. 








SCHOOL KIT—AIl the equipment necessary 
to conduct an instruction promen on Bendix 


vacuum power devices is fitted into the 
wooden case (lower left), which is light 
enough to be carried in one hand, according 


to Bendix products officials. 
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in the case of tires carrying higher 
pressure, the association explains 
that the extra-low pressure tires 
must be regularly rotated and regu- 
larly checked for correct air pres- 
sure. 

Like all other pneumatic tires, 
they should be rotated every 3,000 
to 4,000 miles by this formula: 
spare to right rear, right rear to 
left front, left front to left rear, 
left rear to right front, and right 
front to spare. 


Thus the wear on all tires is 
equalized and tire mileage is kept 
below vehicle mileage, For exam- 
ple, if all five tires are rotated at 
3,000-mile intervals, they will show 
only 12,000 miles of wear after the 
vehicle has been driven 15,000 miles, 


Motorists are warned against 
lowering pressures (bleeding) on 
any type of tire during operation. 
All tires should be initially in- 
flated when cool to “starting” 
pressures recommended by deal- 
ers. 

As tires are run and become 





MODERN PARTS DEPARTMENT—The Murray Co. (Oldsmobile), Wynne, Ark., made its 
parts department as modernly attractive as any portion of a motor-car showroom could be. 
Advertising material provides an additional note of color. 





warm, they build up pressure, This 
is normal and allowance is made 
for it in tire engineering. If the 
build-up appears to be excessive, it 
is probably because the tire was 
over-inflated to begin with. In such 
cases, the industry urges all motor- 
ists to reduce pressure only when 
the tire is cool-preferably after it 
has stood idle for some time. 

In summing up, the association 
reminded all motorists that they 


can insure greater safety and 
longer tire life by: (1) careful at- 
tention to inflation—neither over- 
inflated nor underinflated; (2) 
avoiding curb and stone bruises, 
snags and cuts; (3) regular check 
on wheel alignment; (4) rotation of 
tires at regular intervals, and (5) 
reasonable driving within estab- 
lished speed limits. 


AUTOMOTIVE NEWS production and 
registration figures tell the story of output 
and sales every week. 
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Floral Drivein 
Chicago Florist Aims 


~ To Please Motorists 


LA GRANGE, Ill.—Another shop- 
ping inducement for motorists, a 
drivein floral shop, is nearing com- 
pletion in this suburb southwest of 
Chicago. It is being built for Clar- 
ence LeMar sr., Chicago retail 
florist. 


With parking space on all four 
sides of the building, the establish- 
ment will also have a canopy ex- 
tending over the drivein area and a 
floor level raised three feet above 
ground level to facilitate viewing. 

Other features of the shop in- 
clude combined solar and radiant 
heating, floor-to-ceiling windows on 
three sides for the benefit of 
passers-by and a special defrosting 
system designed to keep the win- 
dows clear in any kind of weather. 


Merville Promotes Bonds 


Frank F. Merville, secretary of 
Merville-Deyo Motors, Inc., Bing- 
hamton, N. Y., has been appointed 
to a committee of Binghamton 
business leaders to help promote 
the sale of U. S. savings bonds in 
the area. 
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NOW...Get in this REAL Profit 
Field with superior 





Under-Car Sealer and Silencer 


Now is the time to start selling underbody coating—for 
extra profits. An estimated 40 million cars and trucks 
need underbody coating; so get your share of this tre- 
mendous new profit field now. 


You'll find the real profit field exists for Lion Nokorode, 
because its quality is uniformly superior . . . entirely pro- 


duced from raw material to finished product by a single 


Es 





El Dorado, Arkansas 


company—Lion— under U. S. Patent No. 2393774. 

Yes, it pays to sell an underbody coating you can sell 
with confidence. And Nokorode’s controlled quality and 
uniformity assures ease of application and customer 
satisfaction. 

Find out about the proven way to extra profits with 
Lion Nokorode. Just call or write for details of Lion’s 
complete, backed-by-advertising plan . . . the plan that 
can add many extra dollars to your profit picture fast. 


LION OIL COMPANY ¢& 
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New Welding 


Procedure 


Brazing Methods Credited for Huge Savings 
On Body and Fender Repairs 


ELYRIA, O.—A time saving of 
about 70 percent on general weld- 
ing repairs to auto bodies and fen- 
ders plus a cost saving of 25 per- 
cent were obtained here at Elyria 
Welding Service during 12 months 
of operation under new brazing 
procedures, Carl E. Jacobs, owner, 
reports. ; 

In addition, Jacobs says, he 
found that relatively inexpensive 
repairs could be made in many 
cases where former methods 
would not have been practicable 
and purchase of costly new parts 
would have been necessary. 


According to Jacobs, many body 
shops avoid brazing because of the 
need for thorough mechanical 
|cleaning of the parent metal ad- 
|jacent to the braze, both before 
and after the operation, and also 
because brazing in vertical and 
overhead positions is so difficult. 
| In such shops, says Jacobs, fu- 
| sion welding is used to the great- 
|est extent possible even though it 
| has the disadvantages cf causing 
more distortion, leaving a hard- 
ened area alongside the weld and 


BRAZING SEAM IN FENDER—Iilustration A | Of Making leading jobs more diffi- 
shows badly cracked fender to be repaired. | Cult. 
— week ol ned ond roomed, with sonore | In these shops, Jacobs claims; 
rivets. rusted 5 at r t ‘ > ‘ 
fender has been sepewed with a Sronne ‘ers many jobs are turned down as im- 
lay. Brazing of the crack completed. D—/| practical because of rust and thin- 
The fender completed and ready for painting. | ness of metal. 

’ | New procedures he has adopt- 
° 
Miss Hoffman Named | ed, Jacobs advises, not only cut 

Helene Hoffman has been ap-| costs but also broaden the field 
pointed manager of new-car — of application in body and fen- 
at Ralph Horgan, Inc. (Ford), New| der work. 

York City, it is announced by; These new procedures, he ex- 
Ralph T. Horgan, president. plains, involve the use of the Gas- 


flux brazing process. The flux is | 


not applied separately, but is ap- 
plied in liquid form in a container 
through which the acetylene or 
other fuel gas passes, so that the 
stream of fuel gas automatically 
picks up a sufficient quantity of 
the flux and delivers it to the work 
in the flame. 


The fluxing action is continuous, 
Jacobs explains, adding that it is 
uniform and controllable 
adhering residue to be removed. 


Jacobs says the apparatus is easy 
to hook up in the fuel line. 

He cites a procedure for apply- 
ing a bronze overlay to badly 
rusted spots or areas, such as 
are found along the bottom edge 
of a fender or door. Jacobs says 
the rebuilding of such areas is 
seldom attempted by ordinary 
welding and brazing methods, 
but that it is simple when the 
flux is carried to the flame. If 
only the smallest amount of the 
original metal is intact, full 
thickness and strength can be 
restored, he claims. 

Jacobs explains how as follows 
“A small sheet metal welding 
torch, any standard make, fitted 
with a number 0 or 1 tip, is used. 
The flame is first adjusted to be 
strongly oxidizing. To remove the 
rust and scale, this flame is held 
nearly horizontal over the rusty 
area and blows across it. instead 
of being directed straight against 
the surface. 

“The scale and surface oxides 
are lifted away and the sounder 
metal below is quickly heated to 
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Tells you exactly how much weight to use and exactly where to 
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you balance wheels faster, more accurately 
The Visubalancer is rugged and dependable- 


profitably 
a handsome addition to your shop 


With guesswork eliminated, 


and much more 
and 


Motorists are looking for Visualiner service now—they will be 


looking for Visubalancer service soon 
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1949 
brazing temperature. Then the oxy- 
zen flow is reduced so as to pro- 
duce just a slightly oxidizing flame, 

|for the build-up. Brazing material 
is 3/32-inch low-fuming bronze rod. 

| “Best procedure is to start tin- 
ning at an edge, then flow on the 
| bronze, leading the flame with the 
| rod and holding both flame and rod 
at an angle of 30 degrees with the 
| surface. 

“It isn’t necessary to poke or 
work the bronze into holes and 
porous spots, because the ever- 
present flux in the flame causes 
it to flow in and fill them with 
clean sound metal.” 


| 
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NEW LOWERED PRICES 


Because of Lowered 
Material Cost 


Jacobs also explains a procedure | 


for brazing square butt joints, such 
|as repairing a crack or inserting 


la patch flush with the fender or | 


| body surface, as follows: 


| “Take the case of a fender crack | 
extending in from the edge toward | 


the body. 


If the fender has been} 


|erushed, it is first smoothed out | 


|with hammer and dolly block so 


| that the surfaces can be lined up| 


}all along the crack. 
| “The same torch and brazing rod 


|}are used as for the overlay. The | 


|flame is adjusted to neutral, 


| rected straight at the surface and 
|held quite close to it. 

| “When heating starts, the fame 
|is rotated in a small circle center- 
|ing on the end of the crack. This 
heats and fuses the edges and 
forms a small pool of molten metal. 
The tip of the inner cone of the 
flame is then directed at the cen- 


|ter of the pool and brought closer, | 
until it pierces a hole through the | 


sheet at the end of the crack— 
making sure that the crack actu- 
ally stops in the hole. 

“A sharp hiss signals the break- 
through and the torch tip is quick- 
ly drawn away. This leaves a collar 

| of steel protruding slightly on each 
|side of the sheet—the equivalent 
of a hollow rivet, only stronger. 

“Manipulating the work with one 
hand so as to keep the crack closed 
and the surfaces aligned, a second 
hole is pierced, 
crack and about 1% 


centered on the 
inches from 


the first hole. This is repeated at | 
the outside | 


equal intervals until 
edge is reached. The crack is now 
aligned and tacked. 


“However, enough heat may have 
been applied to distort the metal. 
Th’s is soon corrected with the 
dolly block and hammer. Then ad- 
ditional holes are pierced all along 
the crack, in the spaces between 
those already made, about *% inches 
apart. Again a little more smooth- 
ing with the dolly block may be 
needed. 


“It is now an easy matter to 
lay a bronze deposit along the 
line of the crack, using the con- 
ventional slightly oxidizing flame 
and leading the flame with the 
rod as previously described. The 
bronze will run through the “hol- 
low rivets” and appear as small 
irregular buttons on the under 

(See WELDING, Page 62, Col. 5) 


HOLLOW 
|A shows the seam tacked with hollow rivets, 
| front side. B—A rear view of the same. 
Brazing completed on front side, with bond- 
ing smooth and deposit even. D—Rear view 
of same, showing bronze buttons that act as 
strong points 


RIVET PROCEDURE—Iilustration | 


di- | 


CUSTOM STYLED 


GRILLE GUARDS 


Custom built to fit over bumpers or bumper 
guards with dual uprights. Heavy crossrail 
High tensile steel stamping—40% 
than mild steel. Triple plated: chrome or 
nickel on copper. Easily installed with ordi 
nary tools by average person in 5 to 8 min 
utes. Rust-proof cadmium plated hardware 


1949 FRONT GUARDS 
4900—Fits over Bumper Guard 
4902—Fits over Bumper Direct 
1949 REAR GUARDS 
4901I—Fits as protection for Trunk 
OTHER FRONT GUARDS 
4000—Fits over Bumper Guard ‘46-'47-'48 Cars 
4500—Fits over Bumper direct ‘46-'47-'48 Cars 
OTHER REAR GUARDS 
100! R—Hinged Single Upright with individual 
| adaptors '46-'47-'48 Cars 
4000, 4500, 4900, 490! & 4902. 
Specify Car Make in Orders 


stronger 


ELLO 


FENDER GUARDS 


Protect Front and Rear 


The Cello Fender Guard has exclusive bracing 
which takes vibration and flutter out of ends 
} of the bumper bar. Gives needed protection 
to exposed areas of front and rear fenders. 
Heavily plated. Chrome-on-Nickel-on-Copper 
| Packed 6 pair to shipping carton. Approx 
| mate weight, 45 Ibs. 
Featuring: 


RAPID MOUNTING 
BEAUTY AND PROTECTION 
GUARANTEED CHROME 
No. 800—Fits front or rear 


CELLO 


TRUCK GUARDS 


Grilles, fenders and lights of all trucks 
maximum protection with massive, sturdy 
Cello Guards. Of extra heavy, cold-drawn 
| steel. Uprights 20! inches high. Crossrails 
| Vg inches square, embossed, cold-drawn deep 
| channel sections. Rugged, sturdy studs, nuts 
and lock washers fasten heavily rust-proofed 


ELLO 


PRODUCTS COMPANY 
East Boston... Mass. 





SERVICE SECTION 


SHELVING 












’ 


i.” 


er 
pil. 
jer 


di 


in 


ers 
ars 


val 


turay 
rawn 
srails 
deep 

nuts 
ofed 





New Safety 


"SERVICE SECTION 
} 


LANSING.—Reporting two years’ 
progress in promoting driver train- 
ing in the state’s schools, the 
Michigan Inter-Industry Highway 
Safety Committee has announced 
establishment of an Inter-Industry 
Highway Safety Foundation, and 
the appointment of Leslie Silver- 
nale to the post of executive sec- 
retary of the committee. 

The new non-profit, non-commer- 
cial foundation will operate with 
funds subscribed by automotive 
dealer associations and insurance 
company safety appropriations. Its 
purpose will be to lower the ratio 
of deaths and accidents on the 
highways by promoting proper 
training of drivers at the high 
school level. 

Silvernale is well equipped for 
his role of executive secretary, 
which will involve organization and 
encouragement of driver training 
in all of Michigan’s cities and 
towns. Until recently he was field 
representative for the school and 


jag Group Set Up to Spur Driver Training; 


Silvernale Named Committee Secretary 


Foundation 


college division of the National | 


Safety Council. 

As supervisor of safety education 
in Cleveland schools for seven 
years, he organized the driver 
training program in Cleveland 
schools, the first program of its 
kind to be instituted in all the 
schools of a large city. In this 
connection, he collaborated in the 
writing of a series of textbooks, 
widely used in the elementary 
grades. 

Silvernale is a native of Menom- 
inee, Mich., and a graduate of the 
University of Michigan, with a 
master’s degree from Columbia 
University. 

Heading the Inter-Industry High- 
way Safety Foundation as presi- 
dent is Jack Rose of Detroit, who 
was one of the initial organizers 
of the driver safety movement, and 
has been Michigan chairman of 
the Highway Safety Committee 
since his election in 1947. 
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ECONOMICAL! 
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IMMEDIATE SHIPMENT 






Let F-G-M engineers help 
you plan most profitable 
layout. Choose from 
eighteen standard 
models. Write today for 
Folder 108: 
THE FRICK-GALLAGHER MFG. CO. 
Sales: 415 Shubert Bldg. 
Phila. 2, Pa. 






Up to 60% Discount 
Oldsmobile Parts 


COMPLETE STOCK 
Fast and Slow Moving Parts 


PHONE, WRITE or WIRE 
PARTS MANAGER, 


Forest Olds-Cadillac Co. 


7733 FORSYTH BLVD. 


Telephone: PArkview 2420 
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», FRICK - GALLAGHER 


WELLSTON, OHIO 


SHELVING + PARTS BINS + ROTABINS 


* COUNTERS + RACKS «+ TABLES 


DEALER GAUDIN HAS BEEN IN BUSINESS 25 YEARS—San Jose Ford Sales Co., San J 5 
C. Gaudin, whose quarter-century covers dealerships in Tulare ‘end outstanding. This is some $146,000,- 
In these new facilities, only necessary |000 more than on March 31 and the 


Calif., is headed by G. 
Salinas. 
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He still maintains the Salinas location. 









Eased Reg. W 
Spurs Sales, 


e e 
Financing 
WASHINGTON. — Relaxation of 
Regulation W provisions covering 
automobile sales, following the 
compilation and presentation of 
NADA’s survey findings, has been 
followed, as expected, by an in- 
crease in both new-car sales and 
financing, NADA notes. 

The Federal Reserve Board’s re- 
port on consumer credit outstand- 
ing Apr. 30 showed a total of $2,- 
231,000,000 in automobile financing 





operations are contained under the roof. Of the entire two acres comprising the area, the second month that expansion has 


buildings occupy only 53,000 square feet. 





Other Industries Termed 
Biggest Auto Competitor 


(Continued from Page 3) 


true in magazine advertising. In 
1948 automotive magazine adver- 
tising was only slightly more than 
100 percent greater than in 1940. 
But electrical appliance and house- 
hold equipment advertising in mag- 
azines was 425 percent greater. 
And household furnishings adver- 
tising was almost 320 percent 
greater. 

“In general and retail advertis- 
ing linage in 1948 was about 65 
percent greater than in 1940—as 
against an increase of only 35 
percent for automotive linage. 

“And finally, in direct mail ad- 
vertising—based on 1948 Post Of- 
fice revenue, there has been an in- 
crease of some 70 percent in all 
direct mail advertising over 1941. 

Yet, in automotive direct mail, 
there has been no appreciable in- 
crease.” 

+ * + 

TATING that estimated direct 

and indirect taxes on a $2,000 

car amount to some $500, Davis 
said this burden precludes two 
things: “Substantial car-price re- 


ductions for some time to come” | 


and the “likelihood of any man- 
ufacturer’s producing a $1,000 car 
that can be sold in quantity to 
the American car-buying public.” 

The Ford executive cited four 
reasons in all for his contention 
that car price slashes are unlikely 
at an early date. They were: 

1. Wages represent the major 
cost factor in auto output and 
there is “about as much chance of 
a 20 percent cut in car prices as 
there is to expect a 20 percent 
cut in the wage level of automo- 
bile employes.” 

2. Material prices, although com- 
ing down some, are anchored to 
high wage levels. 

3. Present high direct and in- 
direct taxes on automobiles are 
estimated to represent approxi- 
mately 25 percent of the purchase 
price to the buyer. 

4. The auto business is riding 
the crest of an unprecedented vol- 
ume. When this tapers off, “as it 
most certainly will, then the in- 
dustry faces a higher break-even 
point than at any time in its his- 
tory.” 

* * * 
THER officers elected to head 
up MADA for the next year 
were as follows: 

Vice-presidents—C. W. Beistle 
(Chevrolet), Benton Harbor; Alex 
Levinsohn (Hudson), Saginaw; 
Floyd Brown (Dodge), Petoskey; 
Bruce Brackett (Chevrolet), Esca- 
naba, and David Barnett (Chrys- 
ler), Detroit; secretary-treasurer— 
Howard J. Cook (Chevrolet), Lans- 
ing; executive secretary — Frank 
W. Herrick, Lansing. 

Other luncheon speakers includ- 


ed George F. Ziesmer, NADA pres- | 
ident; Howard B. Moore, general | 


manager of the Federation of Auto- 
mobile Dealers Assns. of Canada; 
Paul R. Davis, Studebaker general 
sales manager; Walter deMartini, 
Kaiser-Frazer director of sales; W. 
F. Hufstader, General Motors dis- 
tribution vice-president; George H. 
Pratt, Hudson sales vice-president, 
and Herman L. Weckler, Chrysler 
Corp. vice-president and general 
manager. 

Speakers at the final business 
meeting of the convention included 
Ray Chamberlain, NADA conven- 
tion manager; M. Robert Deo, 
NADA general counsel; Austin T. 
Grant, secretary of the Michigan 


Inter-Industry Highway Safety 
Foundation, and Henry J. Taylor, 
General 
commentator. 








been reported in such financing. 

Automobile financing on the 
books Apr. 30 was also $763,000,000 
higher than on the same date last 
year. 

The increase in new-car sales 
generally is reflected by a record 
postwar registration of some 380,000 
units in April as shown by revised 
computations, NADA said. 


William Ullman, Washington correspon- 
dent, keeps AUTOMOTIVE NEWS readers 
up to date on political and economic trends 
in the nation’s capital every week. 


Motors -sponsored radio 





Announcing 
Price Reduction 
on Coats 
lron Tireman 


You can now buy the 
COATS IRON TIREMAN 


for only 


$9930 


f.o.b. Fort Dodge, ta. 
(Slightly higher west of the Rockies) 
This price includes the Iron Tireman, Two-Way Bead 

Breaker, Take-Off Tool, and Put-On Tool. 
This saving of $15.50 to the dealer is made possible by increased 
sales volume, savings in steel and other parts, Every dealer can 
now afford to have an Iron Tireman at this new, low price. It will 
pay for itself in a few months in increased revenue in the service 
department, increased sales of tires and tubes, and the saving of 
time and labor. 

Write today for Illustrated Literature 


JOBBERS, DISTRIBUTORS, SALESMEN! Your territory 
may still be open, Write for sales discounts. 


COATS IRON TIREMAN 


FORT DODGE, IOWA 
National Sales Representative 


JACK P. HENNESSY SALES CO. 
Dept. 20, P.O. Box 22, Audubon Station, New York 32, N. Y 
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At SAE Parley... 
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Better Torque Drives 
Seen for Future 


(Continued from Page 2) 


manufacture and finish, rust so lit- 
tle and endure so long. 

They said that tests have indi- 
cated that quick drying and air 
circulation help to prevent corro- 
sion after a vehicle has been wet 
and that exposure to sun and wind 
are excellent deterrents. Salt prod- 
ucts applied to highways for snow- 
removal purposes do not greatly 
increase corrosion, they added, and 
car owners can help to protect 
their vehicle by parking in such 
places as will permit cars to dry 
quickly and also washing them 
with sufficient frequency to remove 
the accretions. 

By and large, they explained, 
ventilation and quick drying are 
essential to corrosion-prevention, 
quick and thorough drying being 
important not only through its di- 
rect effect in removing corrosive 
influences, but also in affecting the 
protective value of rust films form- 
ing on steel. 

Plea for joint research in the 
field of hydrodynamic torque con- 
verters, which he predicted will 
remain permanent attachments to 
internal combustion engines. was 
voiced by Ernst W. Spannkake, 
consulting engineer of Chicago. 

Combinations of experiment and 
analysis now are needed to develop 
better torque converters, Spann- 
hake explained, declaring that even 
superficial studies of friction loss 
values, shock loss values, and other 
factors would pay large dividends 
in increased efficiencies. He added 
that the limit of development is 
far distant, and that both experi- 
ment and analysis are essential to 
intelligent progress. 

“There is far too much in a 
torque converter which is unknown 
to us,” he commented, “and it can 
only be found by experiment.” 

Design and development of the 
new Packard automatic transmis- 
sion were reported by Vice-Presi- 
dent J. G. Vincent and Chief 
Research Engineer Forest Mc- 
Farland of Packard, Detroit. Col. 
Vincent explained that 11 reauire- 
ments first were established for 
the device and it was then de- 


Dealers in 23 States 


Loan Schools 1.814 Cars 
WASHINGTON. — The Inter- 
Industry Highway Safety com- 
mittee last week reported that 
members of the National Auto- 
mobile Dealers Assn. of 23 
states have loaned 1.814 cars to 
2,688 high schools in those states 
with approved driver education 
and training courses. In some 
cases, a single training car 
serves two or more schools. 
Of the states reporting, In- 
diana took the lead with 250 
cars loaned to schools. Okla- 
homa, with 225, was second, and 
Pennsylvania was third with 200. 


signed and built for their satis- 

faction. Among these require- 
ments he reported reduced con- 
struction cost, no increase in 

weight, interchangeability with 
present transmissions and free- 
dom from creeping. 

The 30-year upward trend in the 
horsepower of motor trucks, gen- 
erally sought to permit faster de- 
livery of larger loads and to enable 
commercial vehicles to avoid delay- 
ing passenger cars on the high- 
ways, shows no signs of leveling 
off, yet sooner or later must be 
halted by economics, the automo- 
tive engineers were told. 

Merrill C. Horine of Mack Mfg. 
Corp., New York, said the trend 
already had reached 300-horsepower 
gasoline engines, involved 500- 
horsepower Diesels and reportedly 
has invited development of the 
700-horsepower engine. He sug- 
gested that later steps might in- 
volve the use of super-charged 
Diesels, perhaps gas turbines, but 
probably no steam engines unless 
the problem of steam generation 
is solved. 

Part of the demand for increased 
power has been occasioned by leg- 
islation, Horine explained, with 
some states calling for commercial 
vehicles to maintain high legal 
speeds on grades. He said that 
legislation requiring increases in 
horsepower or reduction in loads 
could drive many transporters from 
business, and suggested that a 
saner approach to the problem of 
legislating for minimum perform- 
ance might be a simple minimum 
speed limit rather than grade abil- 
ity at a given speed. 

He pointed out that faster 
trucks do not necessarily clear 
the highways since more space 
is required for passenger cars to 
pass them, explaining that it 
takes twice the distance and time 
to pass a truck traveling at 35 
miles an hour as it does to pass 
a commercial vehicle traveling 
at 30 miles an hour. 
Development of a new automo- 
bile, now being made in Australia 
for Australians, was described be- 
fore the SAE meeting as an opera- 
tion in which American automotive 
engineers actually tailored the ve- 
hicle to Australian requirements, 


The undertaking was explained 
in detail by W. E. Hill of General 
Motors Overseas Operations, De- 
troit, who said it was necessary 
not only to adapt the Holden car 
engineeringwise to Australia’s pe- 
culiar needs, but also to create a 
product which could be manufac- 
tured economically in a country 
lacking in trained workmen, pro- 
duction facilities, transportation 
and accessories. 


AUTOMOTIVE NEWS WANT ADS have 
been proven the quickest, ‘east expensive 
method of reaching the men who want 
what you have or have what you want! 
See the back pages of this issue. 


HOLLAND GETS OTHER DRIVERS IN DUTCH—Bili Holland (seated in winning race car) 
receives congratulations from Harvey S. Firestone jr., chairman of Firestone Tire and Rubber, 


as Linda Darnell, Holl 
and Lee R. Jackson 
tires, set a new sp 
This is the 26th consecutive 
apolis, the company states. 


right), president of Firestone, look on. 
record of 121.37 miles per hour for the 500-mile Memorial ay race. 
year that Firestone tires have been on the winning car at In 


movie star and official hostess of the 1949 speedway classic, 


Holland, riding on Firestone 


dian- 


100 PERCENT ALL THE WAY—H. B. Pelke, president of Nash Missouri, St. Louis, says he's 


a "100 percent Nash dealer,"’ both in new and used cars. 


Nash Missouri's used-car salesmen 


are trained Nash specialists, the same as new-car salesmen, and the dealer wholesales all 


used cars except Nash. 
support of used-car sales. 


The dealership also conducts an intensive advertising campaign in 


June Car Sales May Set 
New Postwar Peak 


(Continued from Page 1) 


the month may have an excellent 
total despite the Ford strike. 

Cadillac set a postwar record 
in retail deliveries during May 
with a total of 7,979. In announc- 
ing the figure, Don E. Ahrens, 
general sales manager, said the 
total was “the second highest for 
May in Cadillac history.” 

Ahrens also revealed that in the 
first five months of this year, Ca- 
dillac deliveries hit an all-time 
peak of 36,934 vehicles, compared 
with the previous high of 34,679 
during the same period in 1941. 

In Minnesota, the secretary of 
state reported registrations of new 
cars to June 1 totaled 55,138, a rise 
of 17,594 units over 1948. 

* * * 
INNEAPOLIS dealers set a 
postwar record for deliveries 

during May, with a total of 2,547 
new automobiles sold. In the first 
five months of the year, 10,682 new 
cars have been sold in Minneapolis 
compared to 9,267 in the same pe- 
riod last year. 

Studebaker continued its record- 
setting pace for the third month 
in a row, according to K. B. Elliott, 
sales vice-president. 

Elliott said that retail deliv- 
eries of both cars and trucks in 
May were greater than in any 
previous month in the company’s 
history. It was the third month 
in a row in which retail deliv- 
eries set new Studebaker records. 
Despite the fine reports on May 
sales, it is doubtful if the month’s 
total will surpass that of April or 
March. The latter month set a post- 

war record for new-car sales with 
a total of 360,584. 

It is a record which seems des- 
tined to be shortlived, however. In- 
dications are that new-car regis- 
trations in April will be in the 
vicinity of 390,000 units. 

Such a_ total would handily 
eclipse the March figure and 
would also be the twelfth best sell- 
ing month since 1929. 

€ * * 

WitH 31 states reported, new- 

car sales in April total 209,- 
953 units. The 31 states normally 
account for 53.85 percent of the 
national total. 

While new cars continue to sell 
at record rates, there is no im- 
provement in the new-truck sales 
outlook. With 27 states reporting 
for April, new-truck registrations 
total 32,465, compared to 45,603 for 
the same states in April, 1948. 

The projected total for April is 
76,986 new trucks. This would be 
under the March figure of 87,165 
and far below the April (1948) 
total of 108,168. 

In the first quarter of this year, 
new-truck sales amounted to 221,- 
125 units, against 238,618 for the 
same period of 1948. 

The limited availability of Ford- 


Wash. Dealers 


Name Manager 


SEATTLE.— Appointment of 
Fred K. Eells as manager of the 
Washington State Auto Dealers 
Assn. was announced last week by 
H. E. (Ernie) Majer, association 
president and Spokane Ford 
dealer. 

Eells takes over the post of 
Eleanor Groves, who resigned. 


built vehicles in May probably cost 
that month its chance to surpass 
April’s total. At the same time, 
Ford’s return to production makes 
June’s prospects that much rosier. 


May is holding up very well, as 
noted heretofore. The month was 
the second highest in new-car 
sales in Summit county (Akron). 
A total of 1,613 new cars was sold, 
a figure exceeded only by the 2,041 
sold in May, 1941. 

+ * - 


| ged LINCOLN, Neb., May new-car 
sales hit 393, the highest this 
year, exceeding April’s figure of 
354, New-truck sales numbered 86, 
compared to 81 in April. 

Combined new-car and _ truck 
sales in Bexar county (San An- 
tonio) totaled 1,027 units in May, 
just 32 vehicles below the total 
registered in April and almost 200 
more than were sold in May, 1948. 

Franklin county (Columbus), 
O., reported 1,652 new-car sales 
in May, compared to 1,586 in 
April and 935 in May, 1948. In 
the first five months of the year 
new-car sales numbered 7,063, 
against 5,706 for the same 1948 
period. 

Last year’s May total was also 
exceeded in Harris county (Hous- 
ton), Tex., as 2,242 new cars were 
sold this May against 1,317 in May, 
1948. 

Spokane dealers reported new- 
car sales during both April and 
May were up at least 20 percent 
over the same months last year. 

* ed + 

N WASHINGTON, D. C., new- 

car sales totaled 2,649 in May, 
compared to 1,950 in May, 1948. For 
the first five months of the year, 
new-car registrations numbered 
11,289 in contrast to the 10,803 
registered in the same period of 
1948. 

Canadian dealers were enjoy- 
ing a sales boom, also, as regis- 
trations continued in April the 
climb they began in March. 

April new-car registrations in 
Canada numbered 19,653 while new- 
truck sales totaled 8,433, increasing 
67.6 percent and 12.7 percent, re- 
spectively, over April (1948) figures. 
In the first four months of the 
year, Canadian new-car sales num- 
bered 50,875 units, compared to 42,- 
684 in the similar period of 1948. 
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Welding 


(Continued from Page 60) 


side. When the bronze deposit is 
dressed down flush with the out 
side surface, these buttons on the 
under side become s0 man; 
strong points. 

“The brazing in of large patches 
can be started by tacking with a 
“hollow rivet” at some convenient 
central point which will permit 
manipulating the patch so as to 
preserve alignment while the first 
series of tacking holes are pierced 
Patching a small notch or a totally 
enclosed hole is just as casy. The 
patch is cut to fit flush in the hole 

“A small spot is heated near the 
center of the patch and one end 
of the bronze is fused to it. The 
rod now serves as a handle, ic 
hold the patch in place while holes 
are pierced around the periphery. 
Then the bronze rod is melted 
loose and is used to braze around 
the patch. 

“Using scrap pieces of sheet 
metal for practice, both of these 
techniques can easily be mastered 
by a welder of average skill. Vari- 
ous devices for adapting them to 
the wide range of body and fen- 
der work will suggest themselves 
to one who is mechanically in- 
clined.” 


Following is a summary by Jac- 
obs of the advantages which have 
been observed where these proce- 
dures are properly applied to body 
and fender repairs: 


1, The process itself is fast, 
and several time-consuming op- 
erations are either eliminated or 
greatly reduced, so that impres- 
sive savings are made. 


2. No time need be spent in me- 
chanical cleaning of rusty stock. 
The flame does a better job, faster. 


3. There is a big saving in body 
lead, due to the small amount of 
distortion. Sometimes no lead is 
necessary. Fusion welded «reas are 
subject to more distortion, need 
more careful cleaning hefore they 
will take the lead, and at best do 
not take the lead so well as a 
bronzed surface. 


4. Minimum distortion saves 
straightening and dressing time. 


5. Low heat input avoids dis- 
turbance to the metal structure. 
There is no danger of leaving a 
hard brittle area in the adjacent 
parent metal. 

6. The finished part is as strong 
as a new part, or stronger. 


7. The process can be applied in 
the vertical and overhead posi- 
tions. 


8. Many customers can be saved 
the high cost of installing a new 
fender. 


r 


Fraudulent Checks 


ST. LOUIS.—A warning to car 
dealers has been sounded by Jo- 
seph A. Schlecht, secretary of the 
Missouri Auto Dealers Assn., who 
reports that checks have been 
picked up from the Southern IIli- 
nois National Bank of East St. 
Louis, Ill., and are being passed. 

One used-car dealer was given a 
fraudulent check for $1,600. Six 
others have been turned in for be- 
tween $1,000 and $2,000. Schlecht 
warned dealers to call the bank 
before accepting checks. 


William Ullman, Washington correspon 
dent, keeps AUTOMOTIVE NEWS readers 
up to date on political and economic trends 
in the nation’s capital every week. 


AWARDS FOR TOP HUDSON SALESMEN—A $500 check is presented by George H. Pratt, 


Hudson sales vice-president, to O. J. Vanderpool, salesman for 


Ed VanNess Motor Car Co., 


Mt. View, N. J. Vanderpool was top salesman in a 10-week sales contest in which New York 


zone dealers and salesmen competed. 
Hudson Flushing Motors, Inc. 
Hempstead, N. Y.; William 

Vanderpool; C. 


awarded to 12 prize winners. 
awards were made. 


Left to right are prize-winners Vincent A. Schott, of 
Flushing, N. Y.; 
. Haber, of Long Island City Hudson, Inc., Woodside, N. Y.; 


Harold Stern, of Hudson Hempstead Motors, 


H. Calhoun, Eastern divisional sales oy Ht on Hudson Sales Corp. 
and Claude Margetts, New York zone manager, Hudson Sa 
The contest was climaxed by a trip to Detroit, where the 


> Pratt 
es Corp. A total of $2,800 was 
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Drives Renewed on Dealerships a 


Backshop Unions Active Again 


(Continued from Page 1) 


Ford-UAW umpire. This was the 
dispute that provoked the Rouge 
plant strike in May. 

Hudson production was curtailed 
Monday and again Wednesday by 
an unauthorized strike of 44 door 
fitters protesting disciplinary rep- 
rimands by foremen. 

* * + 

OCAL reports on the dealer la- 

bor front had the UAW-CIO 
planning a new organizing drive 
in Buffalo, Cleveland dealerships 
threatened in connection with the 
Ford shop workers’ strike, and la- 
bor disputes flaring up in Minne- 
apolis and Great Falls, Mont. 

The IAM’s nationwide drive had 
been “under wraps” since the un- 
ion established an automotive de- 
partment at its conveniion last 
September in Grand Rapids, Mich. 

Execution of the organizing 
plans is said to be one of the 
major projects of IAM Presi- 
dent-elect Al Hayes, who begins 


. 





a four-year term July 1, suc- 
ceeding Harvey W. Brown. 


and Salesmen’s union, which main- 
tains contracts in several West 


The IAM program calls for in-| Coast and Midwestern cities. The 


tensive campaigns in 93 of the/| expected 


largest cities of the country, so the 
organizers can benefit from union 
locals already established. Howard 


increase in salesmen’s 
hiring may touch off new drives 
in this field, however. 

In reporting hints that the UAW 


Tausch of Cleveland is director of |there was planning a new union- 


the IAM automotive department. 

Formal opening of the IAM’s 
drive would spotlight the danger 
of jurisdictional strife among the 
unions invading the auto repair 
field. 

In the larger cities, particularly, 
such powerful unions as the UAW- 
CIO and the AFL Teamsters could 
enlist resources which might give 
the IAM and other comparative 
newcomers a difficult time in the 
backshops. 

A separate AFL mechanics’ un- 
ion is active in some areas. There 
are also many independent unions 
in the picture. 

+ . * 
S YET, there have been no re- 
ports of stepped-up organizing 
by the AFL Auto Demonstrators 








izing campaign, the Buffalo Auto- 
motive Trade Assn. urged mem- 
bers “to continue to give close 
attention to their employe-em- 
ployer relations.” 

In Cleveland, it was learned 
that local unions were seeking to 
sign up workers in at least 50 
percent of the dealer shops. An 
independent union of Ford ga- 
rage workers struck last month 
in protest against an alleged 
speedup on newly-posted wage 
scales 


Last month, also, CIO employes 
of 58 Minneapolis shops entered 
wage demands similar to the bene- 
fits gained in previous negotiations 
in neighboring St. Paul. Shop work- 
ers in St. Paul won a five-cent-an- 
hour wage increase. 

* * + 


HE AFL Teamsters union struck 





Tucker Inquiry 
Resumed; Some 


Officers Recalled 


CHICAGO.—Recessed since May 
24, the federal grand jury inves- 
tigating the Tucker Corp. and cer- 
tain of its officers was recalled 
Thursday. 

This move brought reports that 
the long-drawn-out probe was 
nearing its close. Another devel- 
opment regarded as significant was 
the return from Washington of 
Ellis Arenson and John O’Brien, 


EVERYBODY SMILES — Philip J. Cutler of | SPecial assistants to the attorney 
Cutler Motor Sales, Ypsilanti, Mich., dealer- | general. 


ship delivers a Kaiser Traveler to Dora Lea, 
Willow Village, Mich., one of the winners in 


sored by/ ly went into conference with U. S. 


@ $145,000 national essay contest s 


Arenson and O’Brien immediate- 


Kaiser-Fr oe d 1,000 credit 
on the purchase of any K-F model. She se-| Attorney Otto Kerner jr. and his 


lected the utility model for use of her travel- assistant, Lawrence J. Miller. 





ing salesman husband. 


Martin to Construct 


Permit for the construction of 
a $239,750 automobile sales and 
service building for Martin Chev- 
rolet Sales Corp., 214 Cowardin 
Ave., South Richmond, Va., has 
been issued. The dealership is 
now located at 618 Hull St. 


It was disclosed that a protec- 
tive committee had been formed 
to look after the interests of a 
group of stockholders in Tucker 
Corp. Attorney Raymond Hayes re- 
ported to Federal Judge Igoe that 
the committee represented nearly 
300 holders owning 12,400 shares of 
stock. Judge Igoe is conducting 
Tucker reorganization proceedings. 






















SPEED SERVICE SALES! 


with 
CARBON INTERLEAVED 
REPAIR ORDERS 





Convenient Carbon Interleaved Repair Orders 
speed the handling of service sales and put an end 
to fumbling with carbon paper. 

Each set of Repair Orders is an individual unit, 
complete with fresh, one-time carbons that insure 
legible, easy-to-read copies. No carbons to insert! 
No cumbersome machine to handicap free use of 
both hands! No carbon jams! And carbons remain 
in the set until Cashier makes the final entry! 
During rush periods your Service Salesman can jot 
down the essential information, keep the sets in- 
tact, and hurry to the next waiting customer. Rou- 
tine information such as make, model, mileage, 
etc., can be filled in later. 

For greater efficiency, fewer errors, and quicker 
service during rush periods, change to modern Car- 
bon Interleaved Repair Orders. They pay for them- 
selves in actual time saved! 


en 






















eo me 
SERVICE SALESMAN 


The Service Salesman carries only 8 or 
10 sets, ready for instant use, in the 
convenient, compact Write-Up Cover 
. . + no clumsy machines to carry... 
no fumbling with carbon paper. 












PARTS DEPARTMENT 

The Invoice and Office Copies are re- 
ceived by the Parts Department intact, 
complete with carbon, ready for imme- 
diate parts listing . . . no carbon to in- 
sert or copies to align. 















a 
oP 
~ CASHIER 
“~ Copies are received by the Cashier with 





carbon intact. Labor costs are entered 
and the entire Invoice footed with the 
assurance of clear, legible copies in ac- 
curate register. 

WRITE TODAY FOR FREE LITERATURE AND SAMPLES 
ASK FOR FOLDER RR-337 
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two firms in Great Falls, Mont., 
despite the fact that it had a 
blanket contract with 23 firms in 
the town. An argument ensued 
over the purpose of unemployment 
compensation when the non-struck 
dealers shut down, holding that a 
strike against one or more was a 
strike against all. 

Dealers who were not struck ob- 
tained a temporary court order re- 
straining the Montana unemploy- 
ment compensation commission 
from paying any funds to their 
laid-off workers. A court hearing 
on whether to make the restrainer 


permanent is set for this week. 
* 7 * 


Ford of Canada Rejects 


UAW’s Pay Demands 

WINDSOR, Ont.—It would cost 
Ford Motor Co. of Canada, Ltd., an 
estimated $13,000,000 each year to 
grant all the monetary demands 
made upon the company in cur- 
rent contract negotiations with the 
UAW-CIO, Douglas B. Greig, presi- 
dent, said in a letter addressed to 
Ford of Canada’s more than 14,000 
employes. 

The union is asking the company 
to pay for a pension plan and a 
social security plan covering hos- 
pital, medical, surgical and life in- 
surance benefits. In addition, it is 
seeking increased paid vacations, 
more paid statutory holidays and 
double off-shift premiums. 

“To grant the union’s monetary 
demands, the company would have 
to obtain $13,000,000 a year from 
some source—and we know that 
source cannot be our customers,” 
| Greig told the employes. “The blunt 
|fact is that we cannot meet such 
demands.” 

Ford of Canada calculated that 
$13,000,000 a year would be equal 
to a wage increase of 46% cents 
per hour for each hourly-rated 
employe. 

Never in the company’s history, 
Greig said, had Ford of Canada 
earned a net profit anything like 
$13,000,000. The average annual net 
profit over the past 20 years had 
been less than one-fifth of that 
amount. 





Syracuse Dealers 


Name Dunbar 


| SYRACUSE.—The Syracuse Au- 
tomobile Dealers Assn. has elected 
George F,. Dunbar as president for 
the coming year, succeeding Fred 
L. Rivoli. Stuart C, Ballard was 
|jnamed executive secretary. 

| Members of the executive com- 
|mittee are Edward A, Fonda, Paul 
|T. Henson, Robert J, Purcell, H. 
|A. Dunn, Leonard C. Illingworth, 
| Leon Carpenter, William Welton, 
i coeeey Howlett, LeRoy Casper, 
Thomas D. Hutt, Edgar J. Arnstine 
land Robert Baxter. 


Barwick—Memphis 

Open house was held by Chip 
Barwick Chevrolet Co. last week 
in its newly-remodeled home at 
740 Union St., Memphis. 

The week marked 30 years that 
E. C. (Chip) Barwick has been in 
the auto business at the same lo- 
cation. 








How to get rid of EXHAUST GAS 
FUMES in Garage Buildings 


SOLVE THIS SERIOUS PROBLEM WITH A NATIONAL 

APPROVED UNDERFLOOR SYSTEM 
For the garage owner planning a new building or extensive 
remodeling, National has designed and engineered three systems 
for effective removal of poisonous carbon monoxide gas and 
smoke. National underfloor systems are completely fabricated at 
factory and shipped in a packaged kit—nothing else to buy. 
Proven, adequate, dependable systems—National has thousands of 
installations in garages in every part of the U.S. Send us a rough 
drawing of your service area showing position of stalls. We will 
gladly supply you with plans to suit your needs. Literature on 
request. 


DIAL-O-VENT UNDERFLOOR SYSTEM 
$319.50 


f.o.b. Decatur. Complete 
packaged kit, including 
motor and blower — un- 
derfloor duct work (re- 
quires merely encasing 
in poured concrete). Re- 
movable tubes and Dial- 
O-Vent assembly allows 
dual service at each in- 
let. Additional dual car 
service extensions, $45 


each. Write for litera- Illustration shows standard unit plus 
ture. two extra dual inlets. 


PHANTOM (DISAPPEARING TUBE) 


UNDERFLOOR SYSTEM 

Standard kit, 2 floor in- 
lets serving any 2 of 4 
cars in a row, 


$319.50 


f.o.b. Decatur. Complete 
packaged unit, includ- 
ing motor and blower— 
underfloor duct work 
(requires merely encas- 
ing in poured concrete). 
Additional car service 
extensions, $45 each. 
Note in illustration that tube disappears without entering main 
trunk line—allows balanced flow of air through main duct and 
perfect exhaust gas removal. Write for literature. 


UNDERFLOOR “PHANTOM UTILITY UNIT” 
FOR VITREOUS TILE INSTALLATION 


Everything furnished as 
above, except main 
trunk line. You pur- 
chase locally 10” tile 
with 4” stubs. Complete 
packaged kit, including 
motor and blower, 


$269.50 


f.o.b. Decatur. Two floor 
inlets, serving any 2 of 
4 cars in a row. Addi- 
tional car service exten- sl 
sions, $32 each. Installation plans furnished. Write for circular. 
National also makes a complete packaged kit 
for overhead installation. 


Complete Information and Literature on Request. 
THE NATIONAL SYSTEM OF GARAGE VENTILATION 
Dept. 98-Y¥, 318-330 N. Church St. DECATUR, ILL. 


World’s largest manufacturer of exclusive garage 
ventilation equipment. 
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Ford Tops First-Quarter Upswing . . . 
Big Three Show Gain 


In Share of Sales 


(Continued from Page 2) 


Cadillac, Packard and nine other 
makers, Lincoln’s total of 9,773 new 
cars sold in the first quarter was 
138.42 percent greater than the 4,- 
099 vehicles sold in the first quar- 
ter of 1948. 
* * * 

CADELAC was 88.08 percent 

4 ahead of last year with 18,464 
new cars sold in the first three 
months of 1949, compared to 9,817 
for the same period of 1948. 

Packard could point to a 50.65 
percent improvement in sales, with 
20,466 new ears sold in the first 
quarter of this year against 13,585 
in 1948. 

Following these three leaders, 
percentage gains were: Hudson, 
40.54 percent; Ford, 36.84 percent; 
Buick, 28.75 percent; Oldsmobile, 
17.54 percent; Mercury, 15.92 
percent; Chrysler, 6.65 percent; 
Plymouth, 6.35 percent; Stude- 
baker, .65 percent, and Nash, .04 
percent, 

On the other side of the ledger, 
Frazer suffered the greatest de- 
cline, falling 60.65 percent below 
last year with 5,767 new cars sold 
in the first quarter of this year, 

compared to 14,655 in the same 
period of 1948. 
* + * 

USTIN sales were down 56.88 

percent, while Kaiser _ sales 
dropped 55.47 percent. Other de- 


clines were: Crosley, 31.65 percent; 
Chevrolet, 18.36 percent; Willys, 
16.56 percent; Pontiac, 8.53 percent, 
and Dodge, 8.16 percent. 

Hudson's strong sales record in 
the first quarter enabled the com- 
pany to edge out Studebaker for 
the lead among the “independents.” 

Hudson moved up to account 
for 3.36 percent of total sales, 
inching out Studebaker, which 
had 3.84 percent. Last year in 
the first quarter, Kaiser-Frazer 
was the pacesetter of the group 
with 4.34 percent, followed by 
Studebaker with 4.07 percent. 

The industry’s first quarter sales 
total of 891,963 new cars was 6.64 
percent higher than the 836,409 
new cars sold in the first three 
months of 1948 and represented the 
highest first-quarter total since 
1941. 

* * + 

HE SITUATION in new-truck 

sales was quite a_ different 
thing, since only four makers— 
Chevrolet, GMC, Kenworth and 
Studebaker— could point to in- 
creases over 1948. 

The remaining 15 truck makers 
all fell below 1948 first-quarter to- 
tals. Similarly all of them, except 
Dodge, saw their percentage of the 
total truck market decrease. 


“So you're up against 
a buyer’s market! 


the Streator Chevrolet Co., Salt Lake City. 


16 bolts to fasten. 


DENVER.—Transport truck 
owners of this country must com- 
bine forces to get uniform national 
weight and _ size regulation, J. 
Nevin Bauman, vice-president of 
White Motor Co., told 300 dele- 
gates to the convention of the Na- 
tional Truck Carriers, Inc., here 
recently. 

“The present enforcement 
makes truckers comply with reg- 
ulations that differ in almost 
every state,” Bauman said. “It is 
a serious situation and the con- 
sumer pays the bill. 

“At present there are 6% million 
trucks in operation in this country. 
Every state feels its regulations 
are best, but a single set of regu- 





Here’s how WE met THAT problem . . ~ 


BE 


Mt 


“WE PIN-POINT PROFITABLE ACCOUNTS —At our 
regular sales meetings we select our most profitable 
groups of accounts, and plan our “push” accordingly. 
Our Sales Record shows us just where to concentrate 
effort, shows it fast and automatically because visible 
signals highlight all key facts. That's how. . . 


“WE MAKE MORE CALLS—That Kardex Record of 
ours does just about everything but make a sales- 
man’s calls for him... and all with a minimum of 
clerical help. It automatically prepares his selling 
angles, helps him plan each day, gives him more free 
time for seeking new accounts, reselling others. 


—a big help to our customers 


“‘WE GET THE MOST FROM EACH ACCOUNT— 
Competition never gets a chance to move in. Our 
Kardex Record reveals what scheduled calls have not 
been made, where sales are below potential. It even 
indicates the probable current needs of each account 


as well as ourselves. 


GALES ANNUAL § 


“WE MAKE BIGGER PROFITS — The company does 
—and so do the salesmen—in spite of the Buyer's 
Market prevailing today. | suppose the secret of it 
all is selective selling, fewer wasted calls. Not to 
forget our Kardex Visible System — it never lets us 
forget WHO, WHEN, WHAT and WHERE to sell.’’ 


Here’s the answer to your Buyer's Market.. FREE 2 


iy 


Ask for free copy of ‘How to Build a Profitable Sales Pro- 
gram”. Packed with facts, methods, ideas for dealing with a 


Buyer's Market. Write to Systems Div., Room 1 157, 315 Fourth 
Ave., New York 10, or call your nearest Remington Rand office. 


Reminglon Rend 


THE FIRST 
BUSINESS 


NAME IN 
SYSTEMS 


Copyright 1949, by Remington Rand Inc 


SLIDING BIN FOR PARTS TRUCK—A unique sliding bin for use on wholesale parts trucks 
has been —— and patented 7 Frank Simmons (left) and Rube Rooney, employes of 
e 


Mounted on roller bearings, the bins slide in 


and out of the truck, making it simple to display the complete parts stock to customers. 
Bins utilize all available space and can be mounted on any truck in two hours, requiring only 


Bauman Urges Drive 
For Uniform Rules 


lations would cut millions of dol- 
lars off the freight bill.” 


Speaking on safety, 
said: 

“We have placed great empha- 
sis on safety in design of new 
truck models. On these models, 
the driver sits ahead of the mo- 
tor and has a greatly improved 
vision. The _ split-second that 
makes the difference in accidents 
often depends upon the drivers’ 
vision.” 

A. D. Carleton, traffic manager 
of Standard Oil Co. of California, 
was another speaker on safety. The 
discussion to stop accidents was 
held under direction of the public 
relations director for the associa- 
tion, W. W. Belson. 

Members of the panel which dis- 
cussed the topic with Belson in- 
cluded F. Baird Smith of Detroit, 
Owen M. Collett of Salt Lake City, 
A. J. Eyroud of Los Angeles, Mar- 
tin Larson of St. Paul, Fred Sud- 
darth of Kansas City and James 
B. Cole of Denver. 

Another panel was conducted on 
the relations between carriers and 
shippers. A. D. Carleton of Los 
Angeles led this discussion. 


Ralston Predicts 
Peak 1949 Output 
For Oldsmobile 


BUFFALO.—Oldsmobile will set 
a new production record in 1949, 
D. E. Ralston, Oldsmobile general 
|Sales manager, said here. 


“Oldsmobile is building all the 
cars for which it can get materials,” 
Ralston declared. “We are plan- 
ning to increase production in June, 
| July and August as more materials 
| become available.” 

Ralston estimated Oldsmobile’s 
total production for 1949 would be 
40 to 50 percent greater than in 
1941, its previous peak year. He 
placed total production for 1949 at 
about 300,000, highest in the divi- 
|sion’s history, 
| Ralston attended a meeting of 
jabout 400 western New York and 
northwestern Pennsylvania Olds- 
mobile dealers and salesmen. Dan- 
iel T. Bogart, Buffalo zone man- 
|ager for Oldsmobile, presided, 
| As of last week, Oldsmobile had 
|built more than 120,000 cars this 
year, or about 30,000 more than in 
the same 1948 period. 


An Old Racket 


Over-List Car Resales 


Hit Australia 


SYDNEY, Australia. 
|An auto racket, 
|the United States, has sprung up 
in Australia which may force the 
|government to reintroduce some 
revised system of control. 

Due to dollar shortages and the 
rigid restriction on auto imports, 
higher-priced American cars are 
being resold shortly after purchase 
at fantastic prices. New cars listed 
at $4,550 have been sold by used- 
car dealers at $7,800 within a cou- 
ple of weeks. 


Bauman 


(UTPS)- 


Hull—Big Springs 
Marvin Hull Motor Co. (Chrys- 
ler), Big Springs, Tex., held a 
formal opening in its new loca- 
tion at 600 E. Third St. 





| 
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Obituaries 


E. M. Sheehan, 58, Dies; 


Former NSPA Chief 


PITTSBURGH. — Edward M. 
Sheehan, 58, past president of the 
National Standard Parts Assn., died 
here suddenly May 29 from a heart 
attack after playing golf. He was 
president of Motive Parts Co. of 
Pennsylvania, which operates 14 
stores in the Pittsburgh area. 


An automotive wholesaler in this 
city for nearly 30 years, Mr. Shee- 
han and his brother, R. D. Sheehan, 
were the principals in Motive Parts 
Co. of Pennsylvania. In addition to 
serving as the 34th president of the 
NSPA, Mr. Sheehan at the time of 
his death was a director and was 
for many years an active commit- 
teeman and officer of the organiza- 
tion. He was at one time also 
president of the Automotive Engine 
Rebuilders Assn. 


Whitehead Dies; Headed 
Norwalk Tire & Rubber 


NORWALK, Conn.-—John W 
Whitehead, president of Norwalk 
Tire & Rubber Co., died May 27 at 
Norwalk hospital. He had been ill 
since last winter. 


Mr. Whitehead had been presi- 
dent of the company more than 20 
years. He previously had served as 
salesman and sales manager of the 
company, coming here from Akron, 
where he had been associated with 
Goodyear Tire and Rubber Co. 


* * * 


Harold C. Turney 

AKRON.—Harold C. Turney, owner of 
H. C. Turney Auto Sales Co., died May 31 
after an illness that had made him an 
invalid more than 10 years. He suffered 
a stroke 12 years ago and had been in- 
active since then. 

7 ° . 


Steven Johnson 
BROOKLYN. — Steven Johnson, 46, dis 
trict manager in the New York territory 
for Auto-Lite Battery Corp., died unexpect- 
edly May 28 of a heart attack. Mr. John- 
son made his home at 64 Quentin Rd. 
Brooklyn. 


Roy J. W. Johnson 

CHICAGO. — Roy J. W. Johnson, 56, 
president of Portage Park Motor Sales 
(Chrysler), died May 30 at St. Luke’s hos- 
pital. He entered the automobile business 
as_a Maxwell and Chalmers dealer here in 
1922. Two years later he took over the 
Chrysler line which he had handled con 
tinuously for the past 25 years. 

. . . 


Thomas H. George 
Thomas H. George, 47, formerly an auto 
mobile dealer in DeQueen, Ark., died June 


2 at Texarkana. 
. . . 


Roland B, Sauer 
ALBUQUERQUE, N. M. — Roland B 
Sauer, 60, retired auto dealer, died in a 
hospital here June 4 after a short illness 
Mr. Sauer was in the automotive business 
in Albuquerque for 37 years. He sold his 
Packard dealership several months ago 


Atlantic Refining Lab 


Celebrates 25th year 

PHILADELPHIA.—The research 
and development department of At- 
lantic Refining Co. held open house 
May 21 in the Point Breeze refinery 
to celebrate the 25th anniversary of 
its organization. More than 2,500 
visitors, including employes and 
officials of the company and their 
families and friends, attended the 
ceremony. 


LISTS 400 ITEMS—Included in this are {5( 
numbers, according to Balkamp, Inc., Indien 
apolis. Among the most popular, it states 
are fender welt, in three types—pyroxylin dri!! 
on rubberized skirt; rubberized pyroxylin dr 
throughout, and chrome Seaaaae especia''y 
for Chrysler-built cars. Pillar and glove con 
partment locks for all popular cars, complete 
with two keys. Pre-cemented Balkamp Rub-R- 
Seal in easily applied sponge rubber strips. 
A full range of window cranks and door 
handles. Three sizes of glass filler strip. Trunk 
handles and hinges in matched sets. Two 
types of glass run window channel. All Bal- 
kamp body essentials are conveniently, indi- 
vidually packaged and clearly cataloged. 
ne are available exclusively through NAPA 
jobbers. 
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MINNEAPOLIS. What was 
started as a _ spirited non-profit 
safety check program of the Min- 
neapolis Automobile Dealers Assn. 
and the police department, has pro- 
duced record repair and _ service 
pusiness, particularly brake adjust- 
ments, for Minneapolis dealers and 
a “battle” with independent garage 
and repair shops who were “left 
out” of the safety check campaign. 

The dealer association office and 
many city aldermen as well as the 
police department here, were be- 
sieged with calls from inquisitive 
motorists and angry garage owners 


Crosley Installing 
Airplane Brakes 
On Its Vehicles 


CINCINNATI.—Airplane-type hy- 
draulic brakes have become stand- 
ard equipment on all Crosley cars, 
it was reported last week by Powel 
Crosley jr., president of Crosley 
Motors, Inc. 

The new _ disc-type hydraulic 
brake was subjected to rigid test- 
ing for more than a year before 
it was adapted, Crosley said. He 
described it as a direct adaptation 
of the Goodyear-Hawley aircraft 
brake now used on private, com- 
mercial and military planes. 

The “Hydradisc” brake differs 
radically from conventional auto 
brakes, Crosley said. The latter 
operate through outward expansion 
of brake shoes against the inner 
surface of a brake drum. In the 
new Crosley brake a cast-iron disc, 
instead of a drum, rotates as part 
of the wheel. In place of brake 
shoes there are two friction “spots” 
which are fixed on opposite sides 
of the disc. When the brake is 
applied, the “spots” clamp against 
the disc under hydraulic pressure, 
it was explained. 

“Because the two ‘spots’ faced 
with brake lining material engage 
only a small part of the revolving 
disc surface at a time, all the rest 
of this surface remains compara- 
tively cool,” Crosley added. “Appli- 
cation of braking pressure on a 
disc instead of a drum prevents 
the ‘fading’ which usually results 
from accumulation of water, mud, 
snow, ice or oil in the drum, These 
lubricants are slung off the disc by 
centrifugal force and the friction 
spots, under pressure, wipe clean 
their path at each revolution of 
the wheel and disc.” 

Besides providing maximum safe- 
ty and longer brake-life, Crosley 
said, the new hydraulics have the 
advantage of a simple single-screw 
adjustment that is easily accessible. 


High Court Rules 
Arkansans Can’t 


Deduct U.S. Levy 


LITTLE ROCK, Ark.— The Ar- 
kansas supreme court last week 
upheld an act of the 1949 legisla- 
ture, which eliminated the allow- 
ance of federal income tax pay- 
ments as a deduction from income 
subject to state income tax. The 
law is expected to add $3,500,000 
annually to the state’s income. 

All federal income taxes formerly 
were subject to deduction from 
tate income tax payments. 






Safety Spur to Volume 


Minneapolis Dealers Hail Non-Profit Inspections; 
Independent Shops Indignant 












following reports of heavy repair 
business shortly after the month- 
long campaign got under way 
June 4. 

Many garagemen reported they 
were not included in the citywide 
safety-lane checkup as well as 
used-car dealers maintaining serv- 
ice setups and some gas stations. 

Under the program, motorists 
may receive an “OK” sticker 
from a dealer if his car passes 
safety checks, permitting him to 
pass through a couple dozen 
checking stations surrounding the 
city, established by the police. 

The police department, it is re- 
ported, asked the cooperation of 
Minneapolis dealers in the cam- 
paign as the city, due to limited 
funds, could not possibly check 
more than 5,000 to 6,000 cars during 
the four-week period. As a result, 
the dealers took quarter-page news- 
paper advertisements announcing 
that some 55 of them were co- 
operating in the campaign free of 
charge. 

Naturally, the safety check is 
resulting in many repair jobs for 
dealers although customers are told 
the check obligates them in no way 
to have the work done at the same 
dealer’s. 

Meanwhile, it is reported the 
independent service and garage 
stations are banding together to 
promote their own checking system 
and may issue an “OK” sticker of 
their own design, possibly patterned 
after the dealer-sponsored sticker, 
designed by the Erwin Wasey ad- 
vertising agency here. Whether it 
is copyrighted or not was not 
known. 

In any event, the campaign is 
providing a much-needed hypo- 
dermic needle for repair business, 
which has been in the doldrums 
since winter. Now, it seems, it 
becomes a question of how to 
slice a pie that turned out pretty 
big. 

A Minneapolis alderman is re- 
ported ready to introduce a meas- 
ure before the council requiring 
safety stickers on all new and used 

ears before they are sold. Most 
new-car dealers here, however, al- 
ready offer a safety check service 
with their new and used cars, al- 
though it is not required by law. 


(Continued from Page 1) 


to work out their problems in a 
friendly, co-operative proceeding, 
where the best thoughts of all 
are pooled free from compulsion, 
and to bring about, in co-opera- 
tion with the commission, the 
formulation of rules directed to 
the prevention of ‘packing’ and 
related practices in the sale and 
financing of automobiles. 


AUTOMOTIVE NEWS, JUNE 13, 1949 


At Detroit Parley .. . 
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“At the conference, members of 
the industry may propose such 
rules as they deem desirable and 
all matters presented will be con- 
sidered and discussed, and the 
viewpoints of everyone who seeks 
to express an opinion on the sub- 
ject duly received and considered. 

“Before the commission finally 
approves any rules, a draft of the 
proposed rules will be made avail- 
able to all affected or interested 
parties and they will be given an 
opportunity to present their views 
and suggestions thereon at a sub- 
sequent hearing.” 





































































B are (left to right, top row): C, 
William Soumgeriner” my 






, HUDSON'S SALES PROGRAM—This group is carrying the ball in Hudson's $200,000 sales 
improvement program, a comprehensive sales training campaign. In the first series of meet- 
ings more than 5,000 Hudson selling men attended sales clinics held in 90 cities. Shown 
W. Treadwell, Ray Hoen, John Stevenson, Byrd Saville and 
Bottom row: Fred Wagner, Lloyd Rosenbrock and Burleigh Parsons. 











HEAD MICHIGAN DEALERS—Here's the slate elected by the Michigan Automobile Dealers 





Assn.: Seated (left to right), Dave Barnett (Chrysler), Detroit, vice-president; David Holmes 
(Ford), Battle Creek, president. Frank W. Herrick, Lansing, executive secretary. nee 


(left to ag. Bruce Brackett 
Beistle 

dents. 
secretary-treasurer. 


Motors Holding 


Alumni Dinner 


Set Wednesday 


DETROIT.—More than 400 Gen- 
eral Motors car and truck dealers 
from all parts of the U. S. and 
Canada will attend a dinner in the 
Statler hotel on June 15 to pay 
tribute to Alfred P. Sloan jr., chair- 
man of the board, and Donaldson 
Brown, GM board member, 

The dealers are members of the 
Motors Holding Dealers Alumni, an 
independent organization marking 
its 20th anniversary. It was formed 
because all received financial assis- 
tance from the Motors Holding di- 
vision of General Motors for the 
purpose of establishing themselves 
in their own businesses. All have 
paid off these obligations and are 
today independent businessmen. 

Sloan and Brown were primarily 
responsible for the organization of 
the division 20 years ago. Both 
believed that financial assistance 
and management guidance should 
be given to a man who aspired to 
be a dealer, and who possessed the 
desired personal qualities but lacked 
the necessary monetary requisites. 

Both men will address the deal- 
ers. Sloan’s theme will be the mu- 
tual dependence between “big busi- 
ness” and “little business.” 

The alumni will meet in Detroit 
for two days beginning June 14. 
They will meet with divisional ex- 
ecutives and visit plants the first 
day. A luncheon will be held the 
following day at which W. F. Huf- 
stader, GM distribution vice-presi- 
dent, and Herbert M. Gould, gen- 
eral manager of Motors Holding, 
will speak. The afternoon will be 
devoted to a business session at 
which dealers will discuss various 
phases of their business activities. 


U.S. Anticipates 
Only Slight Dip 
In Auto Jobs 


WASHINGTON.—Continued high 
employment in the automobile in- 
dustry, at a level slightly lower 
than last year, 


a labor market study of the in-| 


dustry based on reports from local 
public employment offices to the 
U. S. Employment Service, Bureau 
of Employment Security. 

Total employment during the 


past year has been maintained at| 


fairly high levels. Little change in 
numbers of workers was expected 
in the near future. 

The following is a brief sum- 
mary of the USES study: 

Employment in the 233 estab- 
lishments covered by the survey 
was expected by July to show a 
small increase over the 656,000 
workers employed in March, the 
month in which the reports were 
made. Employment in the entire 
industry in April was _ 960,000, 
slightly above the March level but 
still below the January level 
972,000. 

Increased orders from aircraft 
firms have to some extent cush- 
ioned the slump in parts plants. 

Increased labor efficiency and 
improved production techniques 
are apparently taking place and 
are having some effect on employ- 
ment trends. 


Cc 
Wor present for the picture was Howard J. 


was indicated by | 


of | 


(Chevrolet), Escanaba; Floyd Brown (Dodge), Petoskey; C 
evrolet), Benton Harbor, and Alex Levinsohn (Hudson), Saginaw, all vice-presi- 


Cook (Chevrolet), Lansing, MADA 






OLD-TIMER HONORED—William B. 


Mitch- 
(right), Cadillac dealer in Bay City, 
Mich., since 1904, receives a miniature replica 
of a 1904 Cadillac model at the Michigan 
Automobile Dealers Assn. convention. Making 
the presentation is Laverne Marshall (Nash), 
Flint, retiring MADA president. 


Jobber Exhibit 
Attracts 25,000 
In Philadelphia 


PHILADELPHIA. — About 25,000 
persons attended the Middle Atlan- 
tic Regional Automotive Show here, 
according to officials of the exhibi- 
tion who said the attendance estab- 
lished a new record for the event. 

Some 235 manufacturers exhibited 
products alongside the displays of 
over 80 sponsoring jobbers. The 
show was characterized as “the 
most successful ever held in this 
area,” officials said. 

Visitors were registered from 
Norway, India and all parts of the 
U.S. In addition to dealers, fleet 
operators, service station operators 
and independent repair shop own- 

|ers, the management was host to 
| 3,000 vocational and automotive 
|school students from this area. 
Each evening of the four-day 
'event, a television set was awarded 
to a winning guest. Only dealers 
and their employes were eligible 
for this prize, which was used as 
an attendance incentive during the 
evening hours of the show. 


|meetings, while the exhibits were 
open from 1 to 9 p.m. daily. In 
response to inquiries, show officials 
said it was still too early to make 
a definite pronouncement on when 
|the next show would be held. 


MIDDLE ATLANTIC JOBBER SHOW—Part 
attended the Middle Atlantic Regional Automotive Show in Philadelphia. 
reported that 235 manufacturers exhibited their wares along with 80 sponsoring jobbers at 
the four-day event. 





Mornings were devoted to jobber | 






‘Black Tuesday’ 
Mourns High Tax 


On La. Gasoline 


NEW ORLEANS.—Tuesday (June 
7) was “Black Tuesday” throughout 
Louisiana. Service stations were 
draped in black crepe paper and 
displayed signs calling attention to 
the fact that Louisiana has the 
highest gasoline tax in the nation 
(10% cents a gallon). 


Cosponsors of the “rites” were 
the Service Station Assn. of Lou- 
isiana and the Louisiana Petroleum 
Industries Committee. 


“Black Tuesday” was the first 
anniversary of the imposition of a 
two-cent gasoline tax increase. Ac- 
cording to reports station operators 
will keep right on with “Black 
Tuesday” observances, year after 
year, until the tax is repealed. 

Gov. Earl K. Long said, “If the 
operators are getting any pleasure 
out of it (the demonstration), I 
don’t want to say anything that 
will interfere.” He observed, how- 
ever, that gasoline is selling at 11% 
cents a gallon wholesale. “They 
should be able to pay the tax and 
still be able to make excellent prof- 
its,” he said. 

Service station operators through- 
out the state reported their cus- 
tomers were “almost 100 percent 
behind us” in protesting the gaso- 
line levy. A high percentage of 
drivers signed “condolence” cards 
favoring repeal of the tax, it was 
claimed. 

State Rep. Charles F. Duchein of 
East Baton Rouge parish advocated 
a cutback to the seven-cent-a- 
gallon tax rate. 






8 Foundry Firms 


Accused in Detroit 
Of Price ‘Plot’ 


DETROIT.—Eight foundry firms 
and their local representatives were 
indicted by a federal grand jury 
here last week on charges of con- 
spiring to control prices. 

Accused were the Gray Iron 
Founders Assn., eight corporations 
and eight of their officers. The cor- 
porations and officers are: 

Atlas Foundry Co., William B. 
Crawford, president; Central Iron 
Foundry Co., Leigh Middleditch, 
vice-president and general man- 
ager; Motor & Machinery Castings 
Co., Joseph H. Barton, president; 
Acme Foundry Co., J. D. Chris- 
tian, vice-president; Stuart Foun- 
dry Co., Stanley G. Lakin, vice- 
president; Detroit Gray Iron Foun- 
dry Co., M. L. Gardner, president; 
Apex Foundry, Inc., Emil A. Wulz, 
president, and Eureka Foundry Co., 
Harvey Elliott, president. 

The defendants are charged with 
fixing the prices of gray-iron cast- 
ings in violation of the Sherman 
anti-trust law. A large portion of 
the castings is used by the auto 
industry. 

A. Stewart Kerr, attorney for 
several of the firms named, denied 
the charges. Kerr described the 
Gray Iron Founders Assn. as a 
group which met for social pur- 
poses. He said business was dis- 
cussed only “occasionally.” 


‘Set Golf Date 


CHICAGO.— The Metropolitan 
Chicago Ford Dealers Assn. has 
announced that its annual golf 
| party will be held June 3 at the 
‘Elmhurst country club. 








of the throng of some 25,000 persons who 
Show officials 
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Quick OK Seen for Bill 
On Freight Absorption 
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e 
Car, Truck Output Estimates 
e 
By Automotive News 
PASSENGER CARS 
(U. 8. PRODUCTION ONLY) 
Week Week dan, 1 Jan. 1 
Ended Same Ended dune, to to 
dune 11, Week, June 4, 1949, to June l2, June ll, 
1949 1948 1949* Date 1948* 1949* 
CHRYSLER . 26,234 17,640 20,542 41,779 309,311 420,622 
TD sarees pees 3,459 2,672 2,733 5,271 45,483 54,538 
PT ond xsdu cutee 2,432 2,130 2,093 3,909 35,018 41,827 
ET stay 9930 vdieo 6,977 4,771 5,618 11,195 91,015 98,353 
Plymouth . 18,366 8,067 10,098 21,404 137,795 225,904 
SS oes <6 acre oh 12,730 9,628 1,242 13,885 218,728 396,028 
DMacrcecestsiesives wae 5,213 480 9,997 159,955 311,157 
Deen crkseess t 594 1,123 440 947 11,349 14,099 
DD. ¢pievendsans 2,619 3,292 322 2,941 £7,424 70,772 
GENERAL MOTORS . 49,8538 33,238 40,379 380,278 711,941 908,204 
Teds t.0.0.0.8 ores. § 8,429 5,916 6,958 13,679 125,859 177,214 
| Er 1,852 1,567 1,486 2,964 26,401 39,097 
ER 26,031 16,239 20,765 41,642 353,808 436,070 
Oldsmobile .......... 6,220 4,357 4,856 9,874 89,588 121,751 
ee 7,321 5,159 6,314 12,119 116,285 134,072 
KAISER-FRAZER 1,860 4,569 2,006 3,358 85,399 31,833 
PT sueudssvoedese 150 1,462 61 198 2,061 5,408 
Cs do cee dedei see 1,710 3,107 1,945 3,160 53,3338 26,425 
MEE, co vcscccsccee 199 791 176 375 13,626 5,116 
EE vies sa 440 60% 2,947 3,286 2,394 4,763 63,421 77,831 
NASH 3,390 2,876 2,719 5,417 61,697 65,466 
PACKARD ...... 2,767 2,217 2,279 4,478 38,887 43,348 
STUDEBAKER 5,075 3,888 4,143 8,177 75,750 97,682 
METI, 6 v6 be ceceses 1,018 236 686 1,502 14,384 13,304 
Total Cars, U. S. ...106,073 78,369 76,566 164,012 1,598,144 2,059,484 
+Station wagons and Jeepsters. *Revised. 
COMMERCIAL CARS 
(0. S. PRODUCTION ONLY) 
Week Week Jan, 1 Jan. 1 
Ended Same Ended June to to 
June ll, Week, June4, 1949,to June 12, June 11, 
1949 1948 1949* Date 1948* 1949* 
CHEVROLET ....... 7,511 7,440 6,024 11,967 179,709 197,868 
CROSLEY ........ 10 30 4 14 L576 191 
DIAMOND T ......... 108 299 92 179 6,446 2,805 
RE re 60 132 41 93 3,367 1,630 
SE 565.0556 Kae e0% 2,881 3,066 2,280 4,659 67,359 73,303 
FEDERAL ........... cake 59 2 2 2,625 673 
FORD 2,612 5,448 140 2,752 153,402 89,713 
ie bk in ih 5-39 4600 0 1,677 1,700 1,317 2,668 37,017 43,588 
INTERNATIONAL ... 3,087 3,598 2,722 5,144 82,346 64,057 
TY ae diaag acy geod 130 155 107 202 6,378 3,083 
EE v6 ens whi da's-s 0s 0 0.0% 15 271 60 120 7,041 1,706 
STUDEBAKER 1,469 1,535 1,198 2,368 26,087 35,110 
CE, Go Ss boa deans o 170 210 131 266 6,373 4,117 
SD ob4cevewvees « 982 2,142 740 1,398 53,772 26,929 
MISCELLANEOUS ... 2538 297 202 4109 6,348 6,480 
Total Trucks, U. S. . 21,025 26,382 15,060 32,241 639,846 556,253 
Total Cars, Trucks 
nr rere 127,098 104,751 91,626 196,253 2,232,990 2,615,737 
Total Cars, Tru 
EAS nae w onc beee< 6,527 5,826 5,674 9,949 108,169 114,009 
Grand Total, 
Cars and Trucks 
U. S. and Canada ..133,625 110,577 97,300 206,202 2,341,159 2,729,746 





*Revised. Miscellaneous includes Autocar, Corbitt, Marmon H., Brockway, ‘Four-Wheel 


Drive, Sterling, Nash, ete, 





Production Bounds Back: 
12-Year Record Seen 


(Continued from Page 1) 


output also included the 2,000,- 
000th U. S. passenger car of 1949. 
The car milestone was almost 
seven weeks ahead of 1948's 
counterpart. 

During the first five months of 
this year, final tabulations show, 
U. S. plants accounted for 1,895,512 
ears and 524,012 trucks—a total of 
2,419,524 vehicles. 


At THE same point in 1948, U.S. 
plants had built 1,473,828 cars 
(421,486 fewer than this year) and 
592,643 trucks (68,631 more than 
this year). Total output at the end 
of May, 1948, was 2,066,471 cars and 
trucks, or 353,053 fewer units than 
were built in the first five months 
of 1949. 

This month will find car pro- 
duction showing an even greater 
increase over 1948, but the truck 
deficit will expand according to a 
trend started a few months ago 
and becoming more accented as 
the weeks go by. 


U.S. plants this month have set | 


their production sights on the 
building of 477,000 cars and 96,000 
trucks for a postwar high record 





N.H. Dealers Participate 
In Bike Safety Campaign 

The 350 members of the New 
Hampshire Automobile Dealers 
Assn. are installing “Scotchlite” 
reflective tape free of charge on 
approximately 50,000 bicycles in 
New Hampshire in a campaign 
to make bike-riding youngsters 
visible at night and thereby re- 
duce accidents. 





of 573,000 vehicles. If labor dis- 
putes do not interfere, an even 
higher potential may be realized. 


Before the Ford strike, it had 
been expected that total U.S. out- 
put would include more than 3,000,- 
000 cars and trucks before July 1. 
Despite the supplier troubles en- 
countered along with the Ford dis- 
pute, the mark will not be far from 
that anyway. 

* * + 

UNE’s potential, based on pro- 

duction schedules in effect last 
week, would result in this six- 
month output accounting: 2,372,512 
cars and 624,333 trucks, for a total 
of 2,996,845. 

There is a good possibility that 
immediate future output goals may 
be raised even higher, and the 


losses suffered last month by Ford, | 


Chrysler and others may be made 
up so that the end of this month 
will see production over the pre- 
viously sought mark, 


Adding optimism to such an out- 





look were these reports last week: | 


Chevrolet, currently producing 
more than 26,000 cars weekly, will 
add a second shift at its Balti- 
more assembly plant, pushing 
output eventually to 22,000 cars 
and trucks a month from this 
source alone, 


(Chevrolet added a second shift 
in its St. Louis plant last March, 
which contributed greatly to the 
GM division’s recording its second 
best output month in history dur- 
ing May). 

In addition, it was reported that 
Ford plans to step output far above 
pre-strike level as soon as possible 
at all its assembly plants. 





WASHINGTON. — Congressional 
adoption of a bill to clear up the 
legality of freight absorption— 
is considered likely—prob- 
ably will mean a return to some 


which 


form of delivered pricing by com- 


panies which shifted away from it 
to f.o.b. mill systems, according to 


Washington opinion. 

Executives of steel and cement 
firms which made such changes 
said generally that they would 





go back to some kind of freight 
absorption whenever and wher- 
ever competition made it neces- 
sary. The measure, called the 
O’Mahoney bill, has passed the 
Senate and is considered likely 
to get speedy House approval. 
The O’Mahoney measure is an 
answer to recent decisions of the 
Supreme Court. Under the basing- 
point system, prices to buyers of 
cement were quoted on the basis 








of delivery at the buyer’s place of 
business. 


This delivered price included an 
element for freightage paid by the 
producer. Under the basing-point 
system, this freight element was 
uniform. In other words, the buyer 
was charged for freight as though 
all cement were manufactured at 
the basing-point mills. Actually, it 
might have been manufactured at 
other mills either nearer to the 
buyer or farther away than the 
basing-point mills, 


AUTOMOTIVE NEWS WANT ADS have 
been proven the quickest, least expensive 
methcd of reaching the men who want 
what you have or have what you want! 
See the back pages of this issue. 
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Kindly Acknowledge 
Advertisers availing themselves of this 
Want Ad Section are requested to ad- 
vise all respondents if and when their 
wants have been fulfilled. A post-card 
will do and your courtesy will help 


us maintain the present high regard 
which this department enjoys. 


AUTOMOTIVE NEWS 





HELP WANTED 


AN UNUSUAL OPPORTUNITY. A large 
manufacturer of motor trucks, operating 
nationally, will employ on a salary and 
commission basis a man with sales ex- 
perience and some mechanical knowledge 
(preferably Diesel engine) to sell replace- 
ment gasoline and Diesel engines to truck 
operators in the Chicago area. The man 
selected will be given the required addi- 
tional training. Please furnish complete 
details of your previous experience, par- 
ticularly sales experience and mechanical 
knowledge. Box 3144, c/o Automotive 
News, Detroit 26. 


SERVICE MANAGER WANTED for Chev- 


rolet dealership at Eugene, the home of 
University of Oregon. Good fishing and 
hunting. Must be capable of taking com- 
plete charge of a shop employing thirty- 
five men. Write, giving a history of 
yourself and past employment since 1940. 
Include a recent snapshot of yourself. 
Salary open. If requested, application 
heid confidential. Box 3145, c/o Auto- 
motive News, Detroit 26. 





WANTED 


EXPERIENCED SALESMEN 


. . ».to call on NEW car dealers for nation- 
ally known manufacturer of complete line of 
automobile seat covers. Choice territories 
available. 15% straight commission. Send 
qualifications and references to Box 3150, c/o 
Automotive News, Detroit 26. 





WANTED—Used car merchandising field 
representative. Man with extensive ex- 
perience in managing used car sales and 
capable of organizing and directing deal- 
ers’ used car activities. Must be free to 
travel. Box 3151, c/o Automotive News, 
Detroit 26. 


TRUCK SALES MANAGER—Must have 
successful retail truck sales experience. 
Large midwestern dealer handling 400 to 
500 trucks yearly; % to 2-ton models. 
Capable producer can make big money. 
Give detail references. Replies confiden- 
tial. Box 3152, c/o Automotive News, 
Detroit 26. 





POSITION WANTED 
To encourage this classification for the 
benefit of our employing readers, Position 
Wanted ads are accepted at half regular 
rates, namely: 7!'/. cents per word for one 
insertion or two insertions of the same 
copy at 12!/, cents per word. Cash in 
advance. 










GENERAL MANAGER—Volume operator, 
age 37, good organizer with successful 


market record managing large 

General Motors dealership. Married, good 

habits, excellent references, factory ap- 

proval and maximum operating results 

Financially able to buy part 
interest. Replies will be held strictly 
confidential, Box 3160, c/o Automotive 
News, Detroit 26. 

GENERAL MANAGER, Strong background 
prewar and present day merchandising of 
new and used cars and trucks. Capable, 
trustworthy, financially responsible. I can 
assume full management for active or 
inactive ownership. Box 3146, c/o Auto- 
motive News, Detroit 26. 


GENERAL MANAGER. 20 years’ 
ence in all phases of dealer operations. 
Well posted on used car market, both 
wholesale and retail; can hire and super- 
vise sales organization. At present con- 
nected in same capacity with Chrysler- 
Plymouth dealer in Chicago. Available 
July 1st, 1949. Box 3153, c/o Automo- 
tive News, Detroit 26. 


GENERAL MANAGER AVAILABLE. 19 
years’ experience, including salesmanager 
Ford dealer, used car dealer, Lincoln- 
Mercury dealer and distributor. Avail- 
able immediately. Forty years old, Box 
3154, c/o Automotive News, Detroit 26. 


buyers’ 


assured. 





experi- 





POSITION WANTED 


SALES MANAGER. Ex-Ford dealer, fa- 
miliar with all phases automobile busi- 
ness. Can take complete charge. Forty- 
one years old. 19 years’ experience, Box 
3155, c/o Automotive News, Detroit 26. 


PARTS MANAGER—18 years’ experience 
with Chrysler products wholesalers and 
dealerships. References from Chrysler 
Corporation and past employers. Want 
permanent position with sound and ag- 
gressive concern. Box 3134, c/o Auto- 
motive News, Detroit 26. 


ACCOUNTANT, C.P.A.—Comptroller, office 
manager. Dealership experience. Lo- 
cated Detroit past 12 years, married and 
family. Excellent local references. Box 
3142, c/o Automotive News, Detroit 26. 


DEALERSHIP WANTED 


UP TO $25,000 down for ‘‘Big 3’’ dealer- 
ship. Box 3147, c/o Automotive News, 
Detroit 26. 


WANTED—A ‘‘Big Three’’ 
Northeastern Ohio. Will pay cash. Box 
3148, c/o Automotive News, Detroit 26. 


NORTHEAST U. S.—100 car, prefer ‘‘Big 
3’’. Give full details first letter. Replies 
strictly confidential. New Products De- 
velopment, 2080 Grand Blvd., Schenec- 
tady, N. Y. Phone 4-4229. 


DEALERSHIP WANTED in or near North- 
western Ohio. Reasonably sure of quali- 
fying with factory. Prefer contract under 
300 cars. Would consider purchasing part 
interest with services. Replies treated 
with strict confidence. Box 3156, c/o 
Automotive News, Detroit 26. 


DEALERSHIP FOR SALE 


DEALERSHIP. Old established line with 
excellent following, in prosperous South- 
ern California community of 100,000. 
Finest climate. 1948 profit $62,000. Pur- 
chaser should have $25,000 or more. 
Owner retiring but will lease entire setup 
including some equipment. Answer Box 
3158, c/o Automotive News, Detroit 26. 


DEALERSHIP in Texas Rio Grande Valley, 
now handling Packard. Good building, 
good location and lease, Showed sub- 
stantial profit during past year. Will 
sell at inventory. Box 3119, c/o Auto- 
motive News, Detroit 26. 


franchise in 





DEALERSHIP FOR SALE 


OLD ESTABLISHED NEW CAR DEAL- 
ERSHIP for Oldsmobile and GMC truck 
Location near Kansas City, rich farming 
and mining center. Over 100-car contract 
—purchase of building optional. Reason 
for selling, health. Must qualify with 
factory. Box 3159, c/o Automotive News 
Detroit 26. 


OLD ESTABLISHED DEALERSHIP, now 
handling Dodge-Plymouth with 276 car 
contract. Located along Pennsylvania 
Turnpike and Lincoln Highway in Central 
Pennsylvania. Gross sales over $500,000 
annually, and net profit $48,000 in 1948. 
$30,000 will handle. Will sell for nomi- 
nal down payment and liberal terms to 
right party or will consider renting build- 
ing. Write Box 3139, c/o Automotive 
News, Detroit 26. 


OWNER MUST SACRIFICE: Agency now 
handling Kaiser-Frazer, good town. Corner 
property, main highway. Showroom, shop 
and stockroom—first floor; 2 apartments 
renting $35 and $45 per month, Very 
complete modern equipment, good stock 
parts. $250,000 business last year. E 
Brader, Delhi, New York. 








AUTO AGENCY, also truck line, one of 
‘‘Big Three’’; lucrative territory West 
Ohio; trading area 75,000. Building new 
in 1945; approved by car manufacturer. 
Employ 14. 250 units per year potential. 
Owners have other interests, Large back- 
log orders. With property, $85,000. A 
Koryta, Inc., 1311 Schofield Building, 
Cleveland, Ohio. ee 


‘“‘BIG THREE’’ DEALERSHIP, located in 
fine New Engiand city of 75,000 popula- 
tion, seeking active partner — present 
partner selling interest because of poor 
health. $40,000 cash required for half 
interest including very desirable building 
Salary $10,000. State background fully 
Replies held in strict confidence. Box 
3149, c/o Automotive News, Detroit 26. 


ONE OF ‘‘BIG THREE"”’ located in small 
Central Texas town with large trade ter- 
ritory. Will sell or lease new building 
with shop equipment. Forced to sell on 
account of broken health. Box 3141, c/o 
Automotive News, Detroit 26. 


DEALERSHIP FOR SALE 


Going Concern - - - 


No Bricks or Mortar. 


\ 525 UNION ST., LYNN, MASS. 


\ 


“OPPORTUNITY » 


OF A LIFETIME 


LARGE FRANCHISE 


"ONE-OF-BIG-THREE" 
HIGHLY SUCCESSFUL OPERATION 
THRIVING CITY 


GREATER METROPOLITAN BOSTON AREA 
PRICED FOR IMMEDIATE SALE 


Available to Qualified Applicant 
Factory Approved 


Health requires instant action. 


Phone — Write or Wire 


JOHN B. HOWARD 




















Complete Organization 
















Tel. Lynn 8-1400 D 
‘4 























$2, 
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Place o* DEALERSHIP FOR SALE USED CARS FOR SALE TRUCKS FOR SALE SHOP EQUIPMENT FOR SALE MISCELLANEOUS 
luded + SALE: Dosey — banding eee — oe acess soak cain ee oo a oe —_ an ae = can — 
u an Mercury, establishe years, in the sis, Timken six-wheel tandem drive unit, arts es ; 8s . . jaqul H a 
id by the J eatt of the Rockies, in Western Wy- with model T-70 2-speed transfer case. lier Motor Co., Highway 63, Traer, Iowa. Liquidating Large K-F 
y : oming. Dairy, stock cattle and — 9.00x20—10-ply tires front and rear, MISCELLANEOUS 1 7 ib hi 

ing-point principal industry. Home of fam 100% air brakes, 3500-lb. front springs, Distri utors ip 
lent was “Star Valley Swiss Cheese.’’ Ideal “spot 12,500-Ib, rear springs, color: red; 172- | DETROIT Soe - ia ao SHOP — OFFICE UIPMENT PARTS BINS 
| s for someone who loves the great out- DEALER AUTO AUCTION inch wheelbase—102 cab to axle. Empty| ‘P@ce, mechanical and clerical facilities is om 
he buyer doors. Best fishing in the state and all weight 11,400 pounds. Gross vehicle rat- to store, assemble, package and deliver ACCESSORIES — PARTS 
s though ] big game within 15 miles of our city ing approximately 35,000 pounds. Avail-| Your products in the Detroit area or can FULTON VISORS No. 800 
> : In the Heart of Auto Row . ; . function as trucking terminal. Small RANKIN SEAT COVERS. ‘PLASTIC 
tured at Reason for selling, poor health. Box able at dealer’s cost, Smith-Utterback, ll i i in h 1 EATERS FENDERS HOODS 
tually. i 2157, c/o Automotive News, Detroit 26. Inc., 1001 W. Broad St., Richmond, Va. centrally located organization w andle | H — GRILLES — ape 
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NEW CARS WANTED 
OLDSMOBILES from franchised dealers at 


up to two hundred ($200) dollars over 
dealer’s invoice within a three hundred 
mile radius of Boston, Mass. No in- 
fringement. Papetti Motor Sales, Olds- 
mobile, 162 Church St., Whitinsville, 
Mass. 











NEW CARS FOR SALE 
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3—2WD Pickup Trucks, 1-ton, with heat- 
$1,190 each. 


6—Station Wagons with heaters, $1,490 
each. 
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—Panel Delivery with heater and seat. 
$1,200. 
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ALSO 
$2,000 worth of fast-moving Jeep 


TRUCKS 
PICKUPS 


WHOLESALE 
. 


1949's and Late Models 


Come to us for fast-selling units at 
low prices that guarantee you 
bigger profits. 


Dealers’ Auto Com 


lee. 
3626 N. CICERO AVE. CHICAGO, ILL. 
Phone: Kildare 5-6741 


CARS 








LARGEST PENNSYLVANIA 


AUTO AUCTION 


EVERY FRIDAY NOON 


In the Heart of Lancaster County 
LOW MILEAGE, CLEAN CARS 


FOR DEALERS ONLY 
Located 6 miles North of Lancaster, Pa. 


MANHEIM AUTO SALES 
& AUCTION, INC. 
Phone 202-W4 








KEN SCHAEFER'S 





parts at 50% to 60% off; Jeep 
rear end adjusting set at $50; 36 
new Arvin Universal type - heaters, 
cost $14 net, take $10 each; and 
miscellaneous Willys signs, neons, 
etc. 


ANDERSON AUTO 


PEORIA, ILLINOIS 
Phone 3-1914 
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USED CARS FOR SALE 


UBBOCK AUTO AUCTION. Sale every 
Thursday, one o'clock, Dealers only. 
Wholesale center of nation, where eastern 
seller meets western buyer. Clyde Mc- 
Laughlin, owner; I, W. Tumbleson and 
N. W. Mouw, auctioneers, 2710 Texas 
Ave., Lubbock, Texas. Telephone 2-6726. 


AUTOMOBILE 
AUCTION 


28 MILES FROM CHICAGO LOOP 
Y_ Mile East of Illinois State Line 
On Route 30 


EVERY FRIDAY ... 11 A.M. 
175-Car Average 
Year's Percentage Sold Above 63% 
Dealers Buy - - - Dealers Sell 


GEO. LAWSON—Owners—BUD FENNEMA 
DUTCH STUART, Auctioneer 


Dyer Auto Auction 





Phone 4111-4051 DYER, IND. 
Res.: Lansing, Ill. 730 and 
Lansing, Ill. 107R 








The Only Indiana 
AUTO AUCTION 


In Continuous Operation Since 1943 
EVERY THURSDAY 
Dealers Meet at the Cross-Roads of America 


Ae. INDIANA 
Col. Martin, Auctioneer 
Phone Lincoln 5383 


915 N. iitiaoty St. 








ATTENTION DEALERS 


We need cars—always plenty of buyers. 
Highest prices obtained for clean cars. 


Sale Every Wednesday at 11:00 A.M. 
Open all nite Tuesday for Registration. 


Fee - - - $5.00 
Mobile Auto Auction 


Alabama State Highway 42 
Phones: 7-4511, 6-9236 or 2-0929 
P. O. Box 143, Crichton Station, Mobile, Ala. 











AUTO AUCTION 


TIM ANSPACH 


Albany, N. Y. 


(For Dealers Only) 
EVERY MONDAY ... 12 NOON 
Member of N.U.C.D.A. and N.A.A.P.A 





ANTIQUE CARS FOR SALE 


1925 FORD MODEL ‘‘T’’ coupe, excellent 
running condition. Wonderful car for ad- 
vertising. Kinch & Moss, Inc., 842 Port- 
age Street, Kalamazoo, Michigan, 


TRUCKS FOR SALE 








Philadelphia's 
DEALER AUCTION 
EVERY TUESDAY ...11 A.M. 


Harry D. Gilbert 


Automobile Auctioneers 


6600 N. Broad St. Phila., Pa 


* 
PLENTY OF CARS AND BUYERS 
WEEKLY PRICES MAILED ON REQUEST 
a 


Tel. Livingstone 8-3000 


—_———— 















1948 F3 WRECKER with Holmes body and 
heavy-duty crane. All equipped for 
wrecker service. 1,500 miles. Big saving. 
Grant T. Munson, Inc., Fort Wayne, 
Indiana. 


MACK—Models NJU. 4x4. Front winch. 
FORD—Bomb Services. Newll 
DODGE—Weapon Carriers. 


Over 200 government surplus vehicles and 
trailers. Special prices to quantity buyers. 


Get Our Price First 


BECKER MOTORS, INC. 


420 N. CAPITOL INDIANAPOLIS, IND. 
Tel.: Lincoln 37455 
















City, New Jersey. 


advise. McMonigle 
Washington. 


PARTS FOR SALE 


WHOLESALE PONTIAC PARTS, 
stocks of hard-to-get parts, 
fender parts for all models, Fast serv- 
ice, liberal discount. Walter H. Schultz 
Pontiac, 16-20 Passaic St., Trenton 8, 

New Jersey. 


Chevrolet, Pomeroy, 


army type vehicles. Luther A, Smith 
Auto Parts Company, P.O. Box 1004, 
Jackson, Mississippi. Phone 2-1218, 


LARGE STOCK PARTS, new and used, for 











RIGHT FRONT FENDER—1941 Buick 468, 












large 
body and 





BUICK PARTS 


“WORLD'S LARGEST DEALER 
OF GENUINE BUICK PARTS" 


We Are Quantity 
Same Day Service 


Wholesalers: 
Shippers... 
On Mail Orders and Inquiries. 


All Shipments on C.O.D. Basis 


ROBERTSON BUICK CO. 


“EDGE OF THE LOOP" 
1000 S. Wabash Phone WAbash 1030 
CHICAGO 5, ILL. 








OLDSMOBILE 
PARTS AT WHOLESALE 


The Largest Oldsmobile Parts 
Depot in the United States 
cso © SHEET METAL, ypneaens 


DOORS AN 
HARD- Sto. GET PARTS. 


HYDRAMATIC PARTS AND SERVICE 
CENTER 


Mail Your Order or Wire Us Collect 
SHIPMENTS MADE PROMPTLY 


KAISER BROTHERS 


Prospect 2331 


1540 S. Figueroa St. Los Angeles I5 








PONTIAC 
GENUINE PARTS 


Wholesale 


One of Midwest's Largest Parts Inventories 
Prompt Shipment on Mail or 
Telephone Orders 


FISHER PONTIAC CO. 


12740 GRATIOT AVE. DETROIT 2, MICH. 
LA. 7-5000 





CHRYSLER -PLYMOUTH 


Sheet Metal Odd No.'s, L.F. Fender 
‘36 Plymouth No. 653637, L.F. Fender 
'39 Chrysler No. 831866, ‘42s Galore, 
Plymouth shelis from '36 to ‘48. We 
have a complete set of body panels 
for '46-'48 Plymouth 4-door and a top 
panel for ‘49 Plymouth 4-door. 
NC. 


BROWN-BEAUPRE, 


30 BISSELL ST. 
MANCHESTER, CONN. 


Phone 719! 





COMPLETE STOCK OF MOPAR PARTS 





ACCESSORIES FOR SALE 


AUTO SUN VISORS 


Only $5.00 Each 


Limited Quantity - - - Order Now 
Regular $14.95 Seller 


Check or money order. 
L. E. PEARSON MOTOR CO., INC. 
3126 Gillham Plaza Kansas City, Missouri 





PANTER BOAT SALES 


350 MAPLE STREET 
PERTH AMBOY, NEW JERSEY 


Vaduz-Lichtenstein — Switzerland 


Tow Bar Sales Company 








Direct Factory Distributors 
100 So. CLINTON ST. CHICAGO 6, ILL. 
DE 2-0700 - AN 3-8888 - DO 3-8373 

















AUTO AUCTION EVERY TUESDAY 


IN THE HEART OF THE NATION FORT WAYNE, IND. 


11:30 A. [ Bring your cars or send them Monday, Monday Nite 


or Tuesday A.M. Our guarantee: You must be satisfied. 
Call us for Hotel Reservations: 
EASTBROOK 


FORT WAYNE AUCTION CO. 
(WEBSTER-MARKER MOTORS) 


Owners: CARL E. MARKER - DENZIL V. WEBSTER 
COL. CARL E. MARKER, COL. HAROLD STRAIT, Auctioneers 


324 W. MAIN ST. FORT WAYNE, IND. 


HORSEHEADS, N.Y. DANVILLE, PA. 
EVERY FRIDAY EVERY WEDNESDAY 


THESE TWO AUTO AUCTIONS LEAD THE WAY 
FOR QUICK ACTION! 


YOU WILL ALWAYS FIND PLENTY OF MERCHANDISE 
AT BOTH AUCTIONS 


- - + DEALERS ONLY - - - 








1254 











Horseheads, N. Y., is located adjacent to Danville, Pa., is 75 miles North 
Elmira, N.Y., on three railroads and airlines. of Harrisburg, Pa. 
FREE TRANSPORTATION FROM TRAINS AND AIRPORTS AT ALL TIMES 
Inside Sales Pavilions with Modern Restaurants 
RONALD D. WEST, Owner - - TEX RICKARD, Auctioneer 








Maney Motor Co. Auto Auction 


DEALERS ONLY 
Sales Start at 12:00 Noon (C.S.T.) 
Weekly Prices Mailed on Request 


Every Friday 
HUNTSVILLE, ALA. 
Phone 3188XJ 
NC. 


Every Thursday 
MURFREESBORO, TENN. 
Phone 111 


Member: NATIONAL AUTO AUCTION PROTECTIVE ASSOCIATION, | 


NEW SUBSCRIPTION ORDER 


Send Automotive News to Address Below 
for One Year $8 [_] or Two Years $14 [] 
for which check is attached [_] or send bill [_] 


AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 
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THE PETROLEUM INDUSTRY IS A PROGRESSIVE INDUSTRY 
DEDICATED TO SERVE MANKIND FAITHFULLY AND WELL 


100% 
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MOTOR OIL 
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The Worlds Most Famous Motor Oil 
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New York Tye) San Francisco 








